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North America Group ” John Hancock Tops 

Reports New Records a ‘NG Its Past Record In 
Established in 1950 THE Paid-for Business 

Group Assets Now Exceed Total LONDON & Wrote $1,481 Million; Ordinary 


Ba ee LANCASHIRE pel gh 


PREMIUMS ARE $176,394,000 z SS PRESIDENT CLARK’S REPORT 


Warns on Cheap Money Policy; 
Record Dividend Distribution; 


Totals $18,000,000 New Investments 


Dependability New paid-for insurance issued by 


The Insurance Co. of North America c 
John Hancock Mutual Life last year 


| reports new record highs in assets, sur- Pe 
plus and premium income in 1950, ac- 7% x amounted to $1,481 
* cording to the annual statement pre- Strength Service nounced at the annual meeting in Bos- 
g j x aV , Preside I. , CX . 
sented by President John A. Diemand ton Monday by President Paul F. Clark. 
to the board of direetors in Philadelphia De; tmental Offices we This was divided: Ordinary $855 million 
on Tuesday. Assets of the companies in Chicago and San Francisco or 58%; Industrial $282 million or 19%, 
the group totaled $444,459,000 on De- Hartford New York and Group $344 million or 23% This 
cember 31 last, an increase of over was the largest amount of paid-for in- 
$57,000,000, and policyholders’ surplus 





million, it was an- 

















surance written in any year of the com- 











pany’s history. 
Insurance in force at the end of last 
'gencies at $72,000,000 was increased by VW 7 o,°¢ % ts 4 a = ee ae ane ae: 
TOHUOWS: rdinary ),9/ milion ; ndaus- 
_. Ciidanied staked that the ating nN Korea trial $2,590 million, and Group $2,443 
had written premiums in million. This insurance serves the vital 
amounting to $176,394,000 and needs of nearly nine million men, 
earned premiums of $161,130,000, repre- Korea is a distant place and the war in Korea somehow seems 
“senting the biggest year in North particularly remote. All the more reason why our soldiers in- 
America’s 158 years of operation. In volved in that war should be remembered. Reports come back By the close of the year John Han- 
1949 the group had written premium that the G I’s don’t get enough letters from home. cock assets amounted to $2,960 million, 
income of $163,983,000. an increase of $263 million or 9.8%. 
Underwriting expenses and _ claims Since there are fewer Americans engaged in this war we The average net rate of interest earned 
incurred during 1950 amounted to $152,- have fewer close relationships. The receipt of mail is a great on total invested funds, after allowance 
684,000. This was an increase of $18,- morale builder. Absence of mail makes something of a vacuum for investment expenses, increased from 

| 639,000 over the corresponding figure in the lives of the soldiers. 2.96% to 3.02%. 
New investments of $426 million (ex- 
Those of us having a member of the family in the war, or a clusive of short-term governments and 
neighbor, or a friend, are writing letters. But there is not enough policy loans) were made during the year 
mail going out. We all can do something about this. of which 58% was placed in bonds; 
“windstorms in Florida and the Mid- 11% in preferred and common stocks; 
Me ad: the Atlantic seaboard storm In our business of life insurance we go strong on mailing lists. 30% in mortgage loans both city and 
Sat November 22-26. We don’t know of anybody who has a Korean mailing list, but farm, and 1% in real estate. The yield 
among our policyowners we can ask for names and addresses. And on new investments again increased 
any one of us can write one letter a week. It would help. from 3.34% to 3.37%. The company con- 
tinues to hold more than half a billion 








women and children. 


Investment Activities 


in 1949, and the ratio of expenses and 
claims to earned premiums was consid- 
q erably higher than in the preceding year 
due in large measure to the severe 











Mr. Diemand reported that the 
“group’s underwriting income was $8,- 
446,000, and its investment income was 
915,162,000. After Federal taxes, the We have hospitals in the States with Korean war casualties. dollars, or 18% of total assets, in long- 
Mimpanies earned a net operating profit We can do something in the way of letters for these. Here is a term U. S. Treasury bonds. 
$18,075,000 for the second best record project that might well provide some personal interest in some Comments on Cheap Money 

ver shown. This compared favorably veteran of World War II who would have a memory out of his In his report President Clark had 


; own experience, ; 

_ $21,703,000 operating profit of P <" this to say about the Treasury’s cheap 
pte preceding year. money policy and its dangers: “In the 
b 7 course of the year, the views of Federal 
monetary authorities as to the wisdom 
of flexible interest rates appear to have 
» Dept. THE PENN MUTUAL LIFE INSURANCE CO prevailed, at least for the time, over the 
z fiscal view that artificially low rates 
okers & Agents nneceneernsecesssnnnen mn MALCOLM ADAM are in the public interest under any and 
ine Dept President all circumstances. Higher rates on Gov- 
eerine Vept. NDEP END ernment borrowing are in fact of rela- 
¢ . EPH ENCE SQUARE, PHILADELPHIA tively insignificant importance in com- 
‘a sualty & Surety parison with increased costs to our peo- 

= (Continued on Page 4) 
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FINANCIAL CONDITION — DECEMBER 31, 1950 





ASSETS 


Bonds and notes:'.. .<.. 22ee30... 


U. S. Government 
Long term .... 
pmort term .......-. 

Dominion of Canada .. 

States and other civil 


.. .. $533,611,373 
27,955,626 
31,968,231 


$2,145,222,615 





divisons.......... 900,425,705 

Public utilities ....... 866,609,974 

Raitroeds. ....s....+ 174,785,241 

Pee eStTOAS 55:5 a 5s os 409,866,467 
OOS oe or ie oe lee eee 145,999,746 

Preferred or guaranteed 75,633,224 

Comnnon......2-.+.5. "POjaee,cee 
Mortgage loans on real estate .. . 402,703,409 
Real estate (home office, housing 

and other properties)......... 60,293,037 
Loans and liens on Company’s 

I GN <p te ees eens 82,086,395 
Interest and rents due and accrued 23,416,195 
Premiums due and deferred and 

ORO Sis -s Soci eae: 63,338,804 
Cash in banks and offices....... 36.882.781 
PNAS ans es atbuntiieokyes $2,959,942,982 





LIABILITIES AND SURPLUS FUNDS 


Reserve which with future 
premiums is established by law 


to mature all policy benefits. . . $2,322,178,680 


Policy proceeds and dividends 
left on deposit... 524.66 os. 
Dividends payable to policy- 
leilcte up tela. Lo }ay: Epes Aten sents 
Policy benefits in process of 
INE. 5. nb etencknGie ees 
Premiums paid in advance...... 
Reserve for ultimate changes in 
policy valuation standards 
-—SNSUFANCE =... soos es. ome co's 
Reserve for ultimate changes in 
policy valuation standards 
— Retirement Annuities and 
Disability Claims............ 
Accrued expenses and sundry 
BUUING shee. ae ep, hate oa om 
Accrued taxes payable in 1951... 
SpecIAL SuRpPLus Funps 
Contingency reserve for Group 
TS TT Ve ie ee ae 
Contingency reserve for 
fluctuation in security values 
UNASSIGNED Funps (SuRPLUS) .. . 


191,687,620 


43,132,484 
24,165,007 
35,155,633 


45,000,000 


5,500,000 
20,892,798 
8,565,000 
5,548,000 
46,450,000 


211,667,760 





MMODAS elon lon ent eaaek eee 


$2,959,942,982 








All securities are valued in conformity with the laws of the several States, 
and as prescribed by the National Association of Insurance Commissioners. 


Securities carried at $492,332 in the above statement are 
deposited for purposes required by law. 


Total surplus to policyholders including special 


surplus funds. . .$263,665,760 





A CO? ¥ OF 





Elwyn G. Preston 
Charles L. Ayling 
Charles F. Adams 

Guy W. Cox 

Carl P. Dennett 

Sidney W. Winslow, Jr. 


MUTUALYJLIFE 





THE COMPAN 


DIRECTORS 


Albert M. Creighton 
Joseph E. O’Connell 
Paul F. Clark 

James V. Toner 
William M. Rand 
Edward Dane 








Y’S COMPLET 


February 16, 1951 





ao 
INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


Daniel L. Marsh 
Byron K. Elliott 

John M. Hancock 
Ralph Lowell 
Charles E. Spencer, Jr. 
Karl T. Compton 


REPORT WILL 


BE 


Thomas D. Cabot 
Merrill Griswold 
Samuel Pinanski 
Philip H. Theopold 
Olen E. Anderson 

















SENT OD REQUEST 

















February 16, 1951 











Hancock Promotions 
Of 8 Senior Officers 


ANNOUNCEMENT MADE MONDAY 





Taylor, Massey, Baker Vice Presidents; 
Maher, Pike, Lombard, Vinsonhaler, 
Morris 2nd Vice Presidents 





Senior officer promotions by John 
Hancock were announced Monday by 
President Paul F. Clark. Harold J. 
Taylor was promoted from associate 
general counsel to vice president and 
general counsel; Noel S. Baker and R. 
Radcliffe Massey were promoted from 
second vice president to vice president; 
Frank B. Maher, Morris Pike, Asa P. 
Lombard, George Vinsonhaler and Doug- 
las P. Morris were promoted to sec- 
ond vice president. 

Taylor, Baker, Massey Careers 

Harold J. Taylor, who has been John 
Hancock associate general counsel for 
the past three years, entered the com- 
pany’s service in 1933 as associate coun- 
sel. Previously, he was counsel for the 
Massachusetts Insurance Department. 

Noel S. Baker is in charge of the 
company’s Ordinary policy departments 
as well as planning and _ purchasing. 
He has been associated with John Han- 
cock since 1939. Previously, he was 
engaged in social welfare administration. 

R. Radcliffe Massey, who is executive 
head of the company’s general agency 
operation, has been associated with the 
general agency department of the com- 
pany since 1938. Formerly, he was with 
the Life Insurance Agency Management 
Association. 

Maher, Pike, Lombard, Vinsonhaler, 

Morris 

Frank B. Maher, a career man with 
the John Hancock, has been with the 
company since 1923 when he began his 
service with the district agency organi- 
zation at the Yonkers office. For seven 
years before he was called to the home 
office in 1941, he was field supervisor 
in the New York area. Since 1946 he 
has been director of district agencies. 

Morris Pike has been an associate ac- 
tuary for John Hancock since 1945. 
Formerly, he was connected with the 
New York State Insurance Department 
and home offices of several life insur- 
ance companies. Asa P. Lombard, man- 
ager of the claim department since 1948, 
was for 20 years previously associated 
with the company’s Group department 
and was active in the organization of 
the group claims division. 

George Vinsonhaler was appointed 
manager of general agencies in April, 
1950. Previously, he was John Han- 
cock general agent at Cincinnati, Ohio 
for nine years. He began his career 
with the company in Little Rock as 
office mz inager of the general agency 
in that city. Douglas P. Morris has 
been in charge of the Ordinary under- 
writing department since July, 1950. He 
joined the John Hancock in 1948 as 
associate actuary. Previously, he was 
vice president and actuary of the Home 
Security Life of North Carolina and as- 
sociate actuary, London Life of Canada. 

Other Promotions Made 

Among other promotions announced 
by President Clark are the following: 
Lawrence A. Sykes from investment 
analyst to assistant treasurer; Robert G. 
Ward from assistant manager, Ordi- 
nary policy department, to assistant sec- 
retary; George Thompson, Jr., from 
superintendent of agencies to director 
of agencies; Edward J. Doyle from 
supervisor ‘of agencies to district 
agency secretary; Thomas M. Lynch 
from assistant auditor to assoc iate audi- 
tor. Mr. Sykes has been with the bond 
department for the past two years. 
Before that he was with Polaroid Corp. 
and during World War II was a Naval 
lieutenant commander. Mr. Ward joined 
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HAROLD J. TAYLOR 


Hancock in 1945 in Ordinary policy de- 
partment after 17 years as assistant 
treasurer and assistant secretary, Co- 
lumbian National Life. Mr. Thompson 
began with Hancock as an agent in 
Worcester, Mass., in 1929, became as- 
sistant manager in New London, then 
district manager in Worcester. After 
being regional manager for northern 
New England he was made home office 
superintendent of agencies in 1947. 

Mr. Doyle, also starting with the com- 
pany as an agent, became assistant dis- 
trict manager in New Bedford, Mass.; 
then supervisor of field training for 
northern New England, regional super- 
visor and supervisor of office debits. 
Since 1944 he has been supervisor of 
agencies at home office. Mr. Lynch, 
with Hancock since 1927, became chief 
accountant in 1945 and was made assist- 
ant auditor in 1949. 


Loan Wright to Government 

E. F. Wright, executive assistant to 
the John Hancock, has been loaned to 
the Government by that company. He 
is with the Economic Stabilization 
Agency, working on _ prices under 
Michael V. Di Salle. 


Fabian Bachrach 
NOEL S. BAKER 


1951 Ordinary Gaining 
Over 1950, Says Massey 


After telling John Hancock general 
agents in session in Boston this week 
that the 1950 production of Ordinary 
insurance in John Hancock general 
agencies had reached an all-time record 

$228,000,000 Vice President R. Rad- 
cliffe Massey made some comments on 
what is happening in 1951. He said in 
part: 

“It is gratifying to report that the 
trend has held through the first month 
of 1951 in which production stepped 
ahead of that of January last year by 
15%. The upsurge was a healthy one 
and apparent throughout the entire 
general agency organization, no par- 
ticular group of agents or prospects 
accounting for it. Neither does it ap- 
pear to have been stimulated in any 
exceptional way by war buying. We 
think our experience is significant in 
that it shows a generally stronger ac- 
ceptance of and demand for the 
security only life insurance offers.’ 


How Reserves Have Been Strengthened 


In an address at the annual meeting of 
John Hancock in Boston this week Presi- 
dent Paul F. Clark discussed the com- 
pany’s reserve situation during the 16- 


year period from the time Guy W. Cox 
became president in 1935 on through the 
Clark administration to 1950 inclusive. 


1935-1950 


He said that in that period the company 
has used or set aside as a part of its 
program for strengthening reserves over 
$81 million, and also has added to con- 
tingency reserves nearly $52 million, or 
a total for these purposes of more than 
$133 million. Some data he gave in this 
connection follows: 


1945-1950 1935-1944 


16-Year Period 6-Year Period 10-Year Period 


Used or Set Aside to Strengthen 











GROTON 6 oon fc tos va ce ec he oe $ 81,357,376 $ 70,129,234 $11,228,142 
Added to Contingency Reserves........ 51,998,006 50,228,000 1,770,000 
WOES Con cise. Sialens here ae Ueicous $133,355,376 $120,357,234 $12,998,142 
Total Earnings to Policyholders — 1935 to 1950 

RUN AEE LAN IMO Ona taie iter Gi adie n <vid d didi ON we Rae oso eawe a $430,053,875 
PEG er tt OUTIL OROIV CG) 0 oi 4.0 hs hah doers Gaia waa Foe aed onsets 81,357,376 
Po OMe ROOT ROSCIUES. 865 oi Fialbia bc hedie mec benine t4+2tenciweswhusien 51,998,000 
PRE TRC C TO DUE 5 -0)a5-0% oa 4c t,t eee 0g c coe Dactacepne<aevde 149,851,516 
Total Earnings Credited or Paid to Policyholders............... $713,260,767 


1945 through 1950 


OTE eRe em en ey ar SES ear 
SOMMTRONER 35 565.0 b ARTA k ba RUE ON Gs 
TE EIS cso dis'e'n a paves acme neaie® 
PUNTA 35s sctsa cipthe vinci ks cee Saem verte en 


Het ime debe aaipiemhine covenant 215,903,304 


$ 70,129,000 
50,228,000 
70,303,550 


d eeaeepicig ath were sible «\.4.Gsorrec meee’ 406,563,854 





Fabian Bachrach 
R. RADCLIFFE MASSEY 


Polio Expense Insurance 


Added to Hancock Group 


The John Hancock’s new Group life 
insurance in 1950 was $340 million, 
which was exceeded only in 1948 in 
volume. Group casualty insurance in 
1950 was 50% greater than the pre- 
vious high which was established in 
1948. Group Annuity premium imcome 
last year was in excess of $68 million, 
a gain of $4,500,000 over 1949. John 
Hancock’s Group Annuity reserves are 
more than $380 million. New individual 
and annuity policies issued under pen- 
sion trust and salary deduction plans 
involved annual premiums of more 
than $3,400,000 and a life insurance 
volume of nearly $36 million. 

Vice President Clarence W. Wyatt 
reported that the company now offers 
polio expense insurance and _ supple- 
mented accident expense insurance for 
both employes and dependents under 
Group policies. Steps also have been 
taken toward increasing the maximum 
benefits under Group Hospitalization 
policies, both with respect to number 
of days of confinement and the hospi- 
tal’s special charges. 


Hancock Districts Big 
Year; Anderson Scroll 


Combined Ordinary, Industrial and 
Group production of John Hancock 
district agency organization reached an 
all-time high of $984,000,000 in 1950, a 
gain of 13.4% over 1949 and 4.1% over 
the previous record year of 1946. Aver- 
age per capita production was $162,125 
compared with $143,163 the previous 
year. 

Following this record of accomplish- 
ment, representatives of the district 
agency organization presented to Vice 
President Olen E. Anderson a produc- 
tion of new business exceeding $150.- 
000,000 for the first six weeks of 1951, 
another all time high. 

On Monday Mr. Anderson’s asso- 
ciates gathered at the Algonquin Club 
and he was presented by Harold E. 
Hall, senior district manager, and on 
behalf of the district field organiza- 
tion an illuminated scroll compliment- 
ing him on his leadership and also on 
the high esteem in which he is held 
in the business, one evidence of which 
during the year was his election as 
president of the Life Insurance Agency 
Management Association. 
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John Hancock Mutual Policyholder’s Meeting 





Policyholders Endorse 
Hancock Investments 


BIG VOTE OF CONFIDENCE 


Resent Court Action of N. Y. Lawyer 
Pomerantz Over Texas Crude 
Oil Transaction 

A rousing vote of confidence in the 
investment officers of the John Hancock 
and directors, including those who are 
members of its finance committee, was 
given at the annual meeting of the poli- 
cyholders of the company held in Bos- 
ton Monday, President Paul F. Clark 
had read the annual report of 1950 oper- 
ations, which showed that the assets at 
close of 1950 operations were close to $3 
billion, when he asked if there were any 
policvholders who wanted to bring up 
new business. As he knew that Abra- 
ham L. Pomerantz, a New York lawyer 
who is reported to have made a large 
private fortune as a very frequent liti- 
gant and who has $20,000 insurance in 
John Hancock, was going to criticize the 
1947 investment of the company in 
securities of Texmass Petroleum Co., a 
crude oil producing concern, he turned, 
on motion from the floor, the meeting 
over to the temporary chairmanship of 
Charles W. Cabot, former judge of the 
Superior Court. 

Pomerantz asked for recognition and 
was permitted to present his allegations 
in full. He and a handful of minority 
stockholders had gone to court in an 
action against the company and some 
of its directors who had voted on an 
account of an investment in those secur- 
ities which at the present time amounts 
to $1,460,000. Sometime after the pur- 
chase of the securities was made the oil 
company got into financial difficulties. 
\ loan made to the oil company by 
Reconstruction Finance Corporation had 
brought the situation to the attention of 
magazines and newspapers and a lot was 
published about the transaction and 
about Pomerantz and a number of his 
activities in the world of finance. 

Hancock’s Treasurer Gives Details 

of Transaction 

H. S. Payson Rowe, treasurer of John 
Hancock, taking the floor, completely 
described the investment and what had 
happened to it after it was made. He 
denied the allegations in the suits of 
Pomerantz and the other plaintiffs, and 
asserted that the investment was made 
in complete compliance with the Massa- 
chusetts laws and on the security of 
oil and gas reserves. The investment 
was not made until after study of re- 
ports submitted by competent geologists, 
one of them of the company’s own 
choosing, and these geological reports 
apparently demonstrated that there was 
ample security for the original invest- 
ment by the company of $3,500,000. At 
the time the Hancock made the invest- 
ment another life company made an 
investment in the oil producing company 
of $4,000,000 while a Dallas bank in- 
vested $500,000. 

Mr. Payson Rowe explained too that 
Texmass was recently reorganized as a 
result of an RFC loan obtained on the 
sole application of Texmass. As a result 
of the reorganization the Hancock re- 
ceived a payment reducing the existing 
loan by approximately 50%. Hancock’s 
reduction was from $3,500,000 to $1,5)0,- 
000 and it is now not in default as to 
either principal or interest. As far as 
the Hancock is concerned it represents 
less than .0049% of the company’s as- 
sets. The Hancock does not expect to 
sustain a loss and expects the balance 
to be paid in full when due, it was 
reported. 

Dr. Compton and John M. Hancock 

Defend Finance Committee’s Action 

Following Mr. Payson Rowe’s | talk 
two directors, who were not on the board 
during the oil transaction, defended 
those who were. They were Dr. Karl T. 
Compton, chairman of MIT, and John 


M. Hancock of Lehman Brothers, New 
York investment house. When _ the 
suits were filed by Pomerantz and the 
others both Compton and Hancock made 
independent investigations as a result of 
which they feel that neither the com- 
pany nor the authorizing directors had 
been derelict in their duty. 

Ferrell M. Bean, Chicago, a Hancock 
policyholder, read a motion defending 
the finance committee, saying in part: 

“It is not in the best interests of the 
company to bring or maintain suit or 
action against its directors or members 
of its finance committee; that no action 
or suit be brought or maintained by or 
on behalf of the company ... on ac- 
count of such investments; that the 
aforesaid six actions or suits be dis- 
affirmed; and that the officers of the 
company be authorized and instructed 
to bring to the attention of the U.S. 
District Court for the District of 
Massachusetts and all others to whom 
it may concern a vote of confidence by 
the policyholders of the John Han- 
cock.” 

Policyholders Express Their Confidence 

A number of general agents and 
others, speaking as policyholders, ex- 
pressed their confidence in the directors 
and finance committee and highly praised 
the integrity of the executives and di- 
rectors of the company over the years. 
They included Harry Gardiner, New 
York; Ralph Hoyer, Columbus, O.; Paul 
H. Conway, Syracuse; and Corinne 
Loomis, Boston. 

The motion of Mr. Bean was adopted 
by a vote of all the hundreds present 
with the exception of the three lawyers 
at the meeting who figure in the court 
action against the company and _ its 
directors. It was a ringing vote of con- 
fidence. 


Erickson Agency Led 
Edwin R. Erickson agency, Buffalo, 
led John Hancock general agencies in 
total Ordinary volume during 1950. 
The Bobst and Pitcher Agency, Bos- 
ton, was a close second with Harry 
Gardiner, New York, third. Ferrel 


Erickson on Use 


Pensions and Industrial Statesmanship 
was theme of the talk by Edwin R. 
Erickson, general agent of the company 
at Buffalo, before the meeting of the 
General Agents Association on Tues- 
day. One important measure of indus- 
trial statesmanship, said Mr. Erickson, 
is the extent to which industry’s leaders 
can enlarge and maintain their working 
force with a maximum of efficiency. One 
of the greatest incentives to increased 
efficiency is the pension plan. “The con- 
tribution which pension plans made to 
the successful prosecution of the last 
war’s effort through reduction of turn- 
over and efficiency of operations stands 
as a tribute to industrial statesmanship,” 
said Mr. Erickson. 

“Pension plans discourage separations 
among employes already with the firm,” 
he continued, “and encourage accessions 
among employes of superior type who 
value permanency and stability of em- 
ployment. They can be used to increase 
production through the retirement of in- 
efficient employes without loss of morale 
to the organization. Another advantage 
in pension plans to employers stems 
from the allowance of pension con- 
tributions as deductions from gross in- 
come for income tax purposes.” 

The employe’s desire for pension plans 
becomes clear by reason of the rapid 
increase in population at the older ages. 
In 1940 the number of people age 65 
and over was approximately 9 million; 
in 1950 the number was 11 million and 
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President Clark Report 


(Continued from Page 1) 


ple—and to our Government —in the 
form of higher prices for goods and 
services which result from excessive 
borrowing induced, more especially in 
boom times, by cheap money.” 

John Hancock’s mortality experience 
continues to be generally favorable. 
Death claims paid during the year in- 





Bean agency, Chicago, was _ fourth; 
Ralph Hoyer, Columbus, fifth; Swigert 
and Clark, Baltimore; M. Lowell 
Camps, New York; Lloyd J. Lynch, 
Detroit; American Factors, Honolulu, 
and Saul and Joos, Los Angeles, fol- 
lowed. 


of Pension Plans 


it is estimated that by 1975 there will be 
about 18 million in this age group. 


Wide Latitude in Plans 

_ “An employer who takes the initiative 
in inaugurating a pension plan has wide 
latitude in the method of providing pen- 
sions,” said Mr. Erickson. “He can 
choose from among four basic types as 
follows: individual annuity _ policies; 
Group annuities; self-insured trusts, and 
combination plans.” Mr. Erickson dis- 
cussed briefly the advantages of each of 
these plans. 

“Under any basic pension plan there 
must be a formula which defines the 
amounts of benefits an employe will re- 
ceive under the plan,” he said, “and it 
might be well to spell out a few which 
have been widely used by industry. They 
are: “(1) a constant percentage of the 
employe’s average annual compensation, 
where the average is taken over a se- 
lected part of the service period, such 
as the final five or ten years of service. 

“(2) A percentage of the compensation 
earned by the employe in each year of 
service. 

“(3) A flat amount for each year of 
the employe’s service regardless of com- 
pensation. 

“(4) A flat amount for each employe 
regardless of compensation and service 
period. 

“(5) The amount purchased at retire- 
ment by the accumulations of employer 
and employe contributions according to 
a fixed schedule.” 

Mr. Erickson discussed the old and 
the new Social Security laws and their 
integration with pension plans. “How- 
ever,” he remarked, “it should be appre- 


cluded nearly a quarter of a million 
dollars on account of deaths arising 
from the Korean war. 

Large Dividend Distribution 


Dividend distribution provided for the 
year 1951 amounts to $43 million as 
compared with $40 million distributed 
in 1950. The increase is accounted for 
by growth in the various classes of in- 
surance and by experience adjustments 
under the several Group coverages. 

On every business day in 1950 John 
Hancock paid to living policyholders 
more than $487,000 and to beneficiaries 
$216,000. Actually, these payments to- 
gether with amounts set aside for pol- 
icyholders and _ beneficiaries exceeded 
total premiums paid on insurance and 
annuities by $21 million. 


Hancock District Office 
Awards; Providence Leads 


The Providence East district office of 
John Hancock Mutual Life was awarded 
the President’s Trophy for 1950 for 
outstanding achievement. District Man- 
ager Irving Fitelson will receive the 
award, on behalf of his office, at the 
annual President’s Club meeting in 
April. 

For the fifth year in a row, the South- 
ern New England region, composed of 
17 district offices in Connecticut and 
Rhode Island, has been awarded the 
President’s Citation given the regional 
territory leading in President’s Trophy 
points. This citation will be presented 
at the President’s Club meeting to Re- 
gional Manager Arthur F. Norton. 

The following district offices of 
John Hancock will receive President’s 
Citations for “excellence” in 1950: Los 
Angeles No. 2, Calif.; Bridgeport, Hart- 
ford, Meriden, New Haven, New Lon- 
don, South Norwalk, Stamford and Tor- 
rington, Conn.; Aurora, Englewood 
(Chicago) and Roseland (Chicago), IIl.; 
3rockton, Chelsea, Dorchester, Roxbury, 
Springfield and Waltham Mass.; Grand 
Rapids and Motor City (Detroit), Mich.; 
Hackensack, Jersey City, Newark, New 
3runswick, Passaic and Paterson, N. 


J.; Bensonhurst (Brooklyn), Flushing, 


Hempstead Town, Mount Vernon, Roch- 
ester East, Rochester West, Sheepshead 
Bay (Brooklyn), Staten Island and 
Yonkers; N. Y.; Cleveland East and 
Youngstown, Ohio; Allentown, Erie, 
McKeesport, Norristown, Pittsburgh No. 
3, Reading and South Philadelphia, Pa.; 
Pawtucket, Providence Central and 
Providence South, R. I.; and Milwau- 
kee North, Wis. 


Hancock Gen. Agents Meet 


The John Hancock General Agents 
Association met in Boston this week. 
At its dinner in the Hotel Statler 
Monday night Paul F. Clark, president 
of the company, discussed the inflation 
situation. On Tuesday two panels were 
held. Moderator of the panel on 
“Agency Planning” was Henry S. 
Stout; speakers were Howard H. Cam- 
mack, CLU, Anthony J. Klug, George 
H. Plante and J. Kenneth Wyard. 
Moderator of the panel on “Agency 
Operating Methods” was M. Lowell 
Camps, speakers being Starkey Dun- 
can, Donald D. Kelly Lloyd J. Lynch 
and Harry H. Welsh, Jr. 

General Agent Edwin R. Erickson 
spoke on “Pension and_ Industrial 
Statesmanship.” 





ciated that the Social Security benefits 
by themselves become increasingly in- 
adequate for employes in the higher in- 
come groups.” He cited a table showing 
the low proportion that Social Security 
benefits bear to average annual earnings 
of employes. 
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Berkshire Life Makes 
Home Office Promotions 


NEW EXECUTIVE POSITIONS 





Owen, Starke, Wilkinson, Hendershot, 
and Hall, Figure in Change; New 
Director Elected 





Five members of the home office staff 
of Berkshire Life have been advanced to 
new executive positions. Frank J. Owen, 
Ir., assistant vice president, mortgage 
department; Ralph G. Starke, assistant 
vice president, securities department; 
Randolph H. Wilkinson, counsel and as- 
sistant secretary; Lewis B. Hendershot, 
assistant secretary and director of sales 
promotion; Albert L. Hall, associate gen- 
eral counsel. 

Careers 


Mr. Owen, a native of Pittsburgh, 
entered the company’s accounting de- 
partment after graduating from Williams 
College. He studied at the New York 
University School of Insurance, spent 
two years at company offices in New 
York City and Albany, and returned to 
the home office’s investment department 
in 1926. He subsequently became assist- 
ant supervisor of mortgage loans, man- 
ager of mortgage loans and last year 
was elected assistant secretary of the 
company. 

Mr. Starke joined the company as 
manager of the bond department in 1945 
after 24 years of investment banking 
in New York City. 

Mr. Wilkinson is a graduate of the 
University of New Hampshire and Bos- 
ton University Law School. For six 
years before going to Pittsfield he prac- 
ticed law in Boston. He joined the Berk- 
shire in 1943 as attorney for the com- 
pany. ; 

Mr. Hendershot went with Berkshire 
in 1931 from the Life Insurance Sales 
Research Bureau. He served as field su- 
pervisor, manager of agencies and four 
years ago became director of sales pro- 
motion for the company. He is a past 
president of the Life Insurance Adver- 
tisers Association and author of “Life 
Insurance Agency Organization,” which 
is used as an official text book by the 
American College of Life Underwriters 
and the Society of Actuaries. 

Mr. Hull is a graduate of Amherst 
College and Harvard Law School, and 
was engaged in private practice in Wor- 
cester until he joined Berkshire Life 
as attorney in 1937. An Air Force intel- 
ligence officer during World War II, he 
rejoined the company as counsel on 
leaving the service. He is a member 
of the Massachusetts and American Bar 
Associations. 

Elected to the board of directors was 
Harry C. Dutton, president of Eaton 
Paper Corp., Pittsfield. 


Life Co. of Georgia Issues 
New Policy; Other Changes 


Life Insurance Co. of Georgia has in- 
troduced an Adjustable Life contract in 
its Ordinary portfolio as a special fea- 
ture of its 60th anniversary this year. 
The contract provides that after a five- 
year period the policyholder may choose 
either a limited payment plan, an en- 
dowment, increased protection for the 
same premium, or maintain the face 
amount at a reduced premium. 

At the same time, Life of Georgia 

revised its Weekly Premium health and 
accident contract to make provisions 
considerably more liberal, and made the 
change retroactive to all policies in 
force. New features, all without increase 
in premium rates, include hospital and 
maternity benefits, double indemnity for 
travel accident, indemnity for loss of 
limbs or eyesight, extension of the period 
in which weekly benefits are paid in 
full, and payment for illness in a frac- 
tional part of a week. 
_ The Adjustable Life contract will be 
issued to both standard and sub-stand- 
ards risks ages 15 to 60, inclusive, with 
a minimum of $2,500. 


Union Mutual Supervisor 

John W. Nute of Scarsdale, N. Y., has 
been named as supervisor of the Mid- 
town Branch, New York City, of Union 
Mutual Life, Portland, Me., Michael 
J. Denda, resident vice president of the 
company announced. 

He succeeds Lyman R. Whelan, re- 
cently recalled to active duty with the 
Navy. 


Pacific Mutual Blood Bank 


Responding to the urgent need of 
wounded service men for whole blood, 
home office employes of Pacific Mutual 
Life have volunteered to establish a 
blood bank with the Los Angeles Chap- 
ter of the American National Red Cross. 

Close to a hundred members of the 
staff already have signed up to become 
donors. Groups of five or six at a time 
will be transported to Red Cross blood 
bank headquarters in a Pacific Mutual 
station wagon held on call for the pur- 
pose, thereby sparing thé mobile unit 
of the Red Cross for use of other groups 
not so equipped. 

Pacific Mutual’s blood donor program 
was originated by the employes them- 
selves. Ruth Stewart, R. N., superin- 
tendent of the company’s health and 
welfare department is acting as co-ordi- 
nator for the operation of the plan. 


Federal Life’s Assets 
Now at All-time High 


CAVANAUGH REPORTS 1950 GAINS 





Company’s Life Insurance in Force Up 
to $136,026,628 at Year-end; Sur- 
plus Also Increased 





L. D. Cavanaugh, president of the 
Federal Life of Chicago, in his annual 
report to policyholders for the year 1950 
pointed to fairly substantial gains in all 
departments of the company. In _par- 
ticular, admitted assets reached an all- 
time high of $31,332,311 at the year-end, 
of which $13,743,766 was invested in 
bonds representing 43.9% of total as- 
sets. All of the bond holdings were in 
good standing both as to principal and 
interest as of last December 31. Earn- 
ings on investments for the year totaled 
$1,209,421. 

Life insurance in force increased $7,- 
955,223 in 1950 to a total of $136,026,628, 
and this gain was 71% greater than that 
of 1949 over the year previous. Paid-for 
new life insurance last year totaled 
$19,323,000, an increase of 22% over that 
of 1949. At the same time, the Federal 
Life made a 30% gain in first year pre- 
miums in 1950 compared with the pre- 
vious year. 

Accident and 


health production for 





progress of all recruits. 








4 in a series of advertisements outlining advanta joyed 
NUMBER 7WO by field underwriters of the Equitable Life of ae de pageee 


TRAINED FOR 


SUCCESS 


Feta underwriters of the Equitable Life 
of lowa are expertly trained. New associates are 
enrolled in a combined study and field project 
known as the Basic Training Course. The next step 
in the training process is attendance at a Home 
Office School. Then follow two Intermediate Train- 
ing Courses featuring estate plans, business insur- 
ance fundamentals and programming. Cooperation 
is given eligible associates in their attainment of the 
Chartered Life Underwriter designation. Continu- 
ous personal supervision is given to the training 


HouITABLE 


FOUNDED IN 1867 IN DES MOINES 


OF 1OWA 











Bachrach 
L. D. CAVANAUGH 


the year amounted to $2,794,270, a gain 
of $36,000 over 1949’s writings. 


Progress in Mutualization 


Reporting on the company’s progress 
in mutualization, which has been in 
process since 1945, President Cavanaugh 
said: “Up to the end of 1950 we have 
retired 50% of the original °outstanding 
capital stock for which we have paid 
$1,500,000, plus interest on outstanding 
shares at the rate of 2% for retirement 
value of the stock. In addition, since 
adoption of the mutualization plan, we 
have increased our surplus by $600,000. 
As of last December 31 unassigned sur- 
plus stood at $2,066,943 which, together 
with $1,000,000 of capital stock, provides 
excess security to policyholders of 
$3,066,943.” 

Mr. Cavanaugh also pointed to an 
increase in the net interest yield on 
total invested agsets from 3.24% for 
1949 to 3.29% for 1950. He felt that 
even this slight increase in the rate of 
return was encouraging “in view of the 
continuing low interest rates which 
have prevailed throughout 1950, espe- 
cially on the type of investments pro- 
viding the high element of safety re- 
quired for investment of funds of life 
insurance policyholders.” 

The increasingly serious problem of 
inflation was touched upon in the Fed- 
eral Life report, and Mr. Cavanaugh’s 
thinking on the subject is that “this 
strain upon our economy can be stopped 
only by the united effort and coopera- 
tion of every loyal citizen of the United 
States. We, who are in the business of 
life insurance, have an unusual oppor- 
tunity to halt the inflationary spiral by 
encouraging those with whom we come 
in contact to do more saving, and to 
confine spending as nearly as possible 
to commodities that are essential.” 

In closing the report Mr. Cavanaugh 
paid tribute to life insurance producers 
who, he said, “are now providing a two- 
fold service in encouraging citizens to 
invest in life insurance. The person to- 
day who invests his money in life insur- 
ance is not only providing value pro- 
tection for his dependents together with 
savings for the later years of life, but 
he is also performing a patriotic act by 
investing in this manner instead of 
using the funds for purposes which in- 
crease the demand for commodities that 
are needed in our defense effort.” 

The Federal Life is now in its 52nd 
year. 


AGENCY OF THE YEAR 
President Theo. P. Beasley of Repub- 
lic National Life has designated the 
company’s Lubbock agency as the Agen- 
cy of the Year and presented an en- 
graved plaque to former Lubbock man- 
ager James A. Brown, now West Texas 

agency director for the company. 
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Chester Perrine (left), brokerage manager of Wm. Eugene Hays Agency, presents 
a picture of the 25-year associates of the agency to Albert H. Curtis. Looking on 
(left to right) are George Willard Smith, O. Kelley Anderson, Wm. Eugene Hays. 


In 1886 Albert H. Curtis pulled up 
stakes in the small town of Harrington, 


Me., and set out for Boston to make 
his mark in the city. This month he 
attended the 50th anniversary open 


house celebration of the agency he es- 
tablished for New England Mutual Life 
in 1901. For 16 years he was sole gen- 
eral agent and was co-general agent 
until his retirement in 1945. Wm. Eu- 
gene Hays, CLU, who resigned his post 
as director of agencies in the company’s 
home office to take over the reins as 
general agent in 1946, greeted Mr. Curtis 
at the open house on February 1. 
Among the many friends, policyholders, 
and business associates who congratu- 
lated Mr. Curtis, Mr. Hays, and the 


members of the agency staff were chair- 
men of the board George Willard Smith 
and President O. Kelley Anderson. 

Few life insurance agencies can equal 
the record established by the present 
Boston-Hays. With more than $120,000,- 
000 protection on its books, the agency 
carries more business than five out of 
six life insurance companies in America. 
Over the half-century $25,000,000 has 
been paid out in death claims or en- 
dowments. Moreover, the agency sold 
more than $10,000,000 of new business 
in 1950, to place fourth out of the com- 
pany’s 78 nationwide agencies, and since 
1946 has added $30,000,000 of new life 
insurance protection on the lives of citi- 
zens of Massachusetts. 





Fidelity Mutual Increased 
Its New Business by 14.6% 


Fidelity Mutual Life reports new busi- 
ness paid-for during 1950 amounted to 
$70,118,447, an 14.6% 
1949. Total life insurance in force at 
the close of last year was $661,928,302. 

Assets increased $12,129,834 to a total 
of $242,531,654. made in 


the Contingency Reserves for asset fluc- 


increase of over 


Increase was 
strengthening of 
policy reserves which now stand at $1,- 
500,000. After setting aside $2,045,199 for 
dividend distribution to policyholders in 
1951 and providing for all liabilities, the 
$10,- 


tuation and_ further 


unassigned surplus increased to 
015,758. 


Arthur V. Williams Dead 


Arthur V. Williams, 73, district man- 
ager in Charleston, S. C., for New Eng- 
land Mutual Life, died recently follow- 
ing a long illness. Dean of the com- 
pany’s South Carolina agency, he was 
active in many Charleston civic affairs. 
He was a member of the Port Com- 
mission, qualified for New England Mu- 
tual’s Quarter Million Club, belonged to 
Masonic bodies and during World War 
Il served as chairman of the USO. 

He leaves his wife and two children. 


Atlantic Life Increases 
Atlantic Life stockholders heard Pres- 
ident Robert V. Hatcher report recently 


that the company’s insurance in force 
increased during 1950 to $250,592,909. 


d'sclosed 


Mr. Hatcher’s 
that company earnings were substantial 


report further 
and permitted an addition of $730,117 to 


the surplus account, bringing capital, 


contingency reserves, and surplus to a 
total of $4,237,445 at the close of 1959. 
An increase of more than $5,000,000 
brought Atlantic Life’s assets to a level 
in excess of $62,000,000. Bond holdings 
totaled $20,431,656 and mortgage loans 
amounted to $29,114,725. These two ac- 
counts combined represent 80% of the 
company’s assets. 
_ Payments to policyowners and bene- 
ficiaries during 1950 amounted to $3,374,- 
029, bringing total payments since the 
company’s organization in 1900 to more 
than $83,300,000. 


HOSPITAL’S $500,000 LOAN 

The Arkansas Baptist Hospital, a 31- 
year-old institution in Little Rock, has 
completed a $500,000 issue of first mort- 
gage serial notes. The entire issue was 
purchased by the Mutual Life of New 
York. The notes mature serially from 
1952 to 1965 and carry interest rates 
ranging from 3% to 334% 





LIFE INSURANCE 





RENEWAL 


RENEWAL PURCHASE COMPANY 


60 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 








New England Mutual Life 
Conference for Agents 


The second regional advanced under- 
writing conference of agents of New 
England Mutual Life will be held at the 
Hotel President in Kansas City on Feb- 
ruary 23 and 24. Chosen on the basis of 
their training, ability, and performance 
in the field, over 90 advanced under- 
writers, representing 16 agencies in the 
Midwest area, will attend by invitation 
the intensive two-day seminar. 

Panel discussions, sound slide films, 
and relation of actual experiences in the 
field will be used to present techniques, 
sales presentations, and new material on 
business insurance and pension trusts. 

Homer C. Chaney, CLU, director of 
agencies; William C. Gentry, CLU, as- 
sistant director of agencies; Robert J. 
Lawthers, director of benefits and es- 
tate planning; and Doris Montgomery, 
CLU, attorney and manager of the 
pension business department, will organ- 
ize and conduct the meeting. 





Prudential Cash Awards 


The mail division of The Prudential 
was awarded the “President’s Suggestion 
Plaque” for 1950 and high cash award 
winners for the last quarter of the year 
were honored at a ceremony in the home 
office recently. Carrol M. Shanks, pres- 
ident, presented the plaque to Alexander 
Clark, Jr., mail division manager, in 
recognition of the division’s top stand- 
ing in the company’s competitive sug- 
gestion program. 

V Allaway, group accounting su- 
pervising clerk, won the highest individ- 
ual cash award—$1,175—for the last three 
months of 1950. Adoption of his sugges- 
tion resulted in greater simplification 
of the work in his division. 

Cash awards made by Prudential for 
outstanding employe suggestions sub- 
mitted during 1950 totaled more than 
$44,000. 


Big Writers Hear Tarleau 

The Million Dollar Producers’ Club 
of New York held a dinner and meeting 
at Biltmore Hotel January 30. Thomas 
N. Tarleau, well known attorney, ex- 
plained the viewpoint of the Secretary 
of the Treasury and Collector of Inter- 
nal Revenue’s office in interpreting the 
Revenue Code and Regulations as con- 
trasted with the taxpayers, giving some 
examples. When Roswell Magill became 
Under Secretary of the Treasury Mr. 
Tarleau was made his legal assistant. 
From 1938 to 1942 he was tax legislative 
counsel to Secretary of the Treasurer. 
He is former president of the Tax In- 
stitute and is a member of the Council 
of the tax section of the American Bar 
Association. He formerly was an in- 
structor in taxation at N. Y. University 
and Columbia. 














INSURANCE 
gp COURSE 


‘onsecutive Term by the Pohs Method 
Starts Mon., Mar. 12, for 
Brokers’ Examination on June 20, 1951 
AMERICA’S LARGEST INSURANCE 
BROKERAGE SCHOOL 
Write, phone or call for Booklet 


INSTITUTE OF 
INSURANCE 
132 Nassau Street 
New York 7, N. Y. 
Near City Hall 
Tel. COrtlandt 7-7318 


- POHS, Founder-Director 
App. by N.Y. State Dept. of Education, 
Dept. of Insurance and Under G. I. Bill 





















Joins Connecticut Mutual 


Birian-Moss 


ELLIS W. GLADWIN 


Ellis W. Gladwin has joined the Con- 
necticut Mutual’s home office staff as a 
correspondence consultant. He will carry 
out a program initiated a year ago by 
R. H. Morris Associates for whom Mr. 
Gladwin was an account executive. 

Mr. Gladwin has had wide experience 
with several New York advertising agen- 
cies and with Time, Inc. For two years 
he did special work in the insurance 
field for Good Housekeeping magazine. 
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Great-West Life’s Record 
New Business During 1950 





Karsh 
H. W. MANNING 


Great-West Life of Winnipeg had a 
record volume of new business during 
1950 amounting to $259,000,000 with total 
insurance in force at the close of the 
year of $1,671,000,000, it was reported 
by H. W. Manning, vice president and 
managing director, at the annual meet- 
ing last week. E 

New Group insurance amounting to 
$88,000,000 was at an all-time high being 
eight times the production of five years 
ago. Group insurance in force is now 
$349,000,000, Mr. Manning reported. 

Great-West’s assets increased $27,000,- 
000 and totaled $385,000,0C0 at the end 
of the year. A feature of. the invest- 
ment policy of the past five years has 
been to increase the number and amount 
of city mortgages and corporate securi- 
ties, and they now form 50% of total 
assets. This investment of funds in 
higher yielding securities has brought 
about a moderate increase in the gross 
rate of interest which reached 3.66% at 
the end of the year. 3 

Turning to general conditions, Mr. 
Manning called for vigorous and forth- 
right action to stem the tide of inflation 
and stated, “By increasing Federal rev- 
enues, reducing unnecessary government 
expenditures, and tightening credit con- 
trols, our statesmen can help provide 
security and strength to our economy.” 


Dominion Life Names Three 


Assistant General Managers 

At a recent meeting of directors of 
Dominion Life of Waterloo, Ont., Her- 
bert Schaus, formerly secretary was ap- 
pointed assistant general manager and 
secretary; Steele C. Mackenzie, super- 
intendent of agencies, was made as- 
sistant general manager and_superin- 
tendent of agencies; George F. Pangman, 
treasurer was named assistant general 
manager and treasurer. 


Urges Inflation Curbs 

Directors of National Life of Ver- 
mont in a resolution urged President 
Truman and other high government offi- 
cials to combat inflation immediately by 
furthering credit control, eliminating un- 
necessary Federal spending and review- 
ing the Federal tax program in order to 
“deprive inflationary forces of their po- 
tential before further harm is done to 
the Nation’s people. 


Made Erie General Agent 


Occidental Life of Calif. has appointed 
Raymond C. Blackson general agent at 
Erie, Pa. He was formerly with John 
Hancock Mutual and Northwestern Mu- 
ua 







NAMED BY SECURITY MUTUAL 


Lawrence F. Garot and N. J. Christman 
Appointed General Agents for Com- 
pany in Green Bay, Wis. 

Appointment of -Lawrence F. Garot 
and Norbert J. Christmas as general 
agents for Security Mutual Life in 
Green Bay, Wis., has been announced 
by Norman_T. Carson, superintendent 
of agencies. The newly established agen- 
cy will be known as Garot-Christman 
Agency and will represent Security Mu- 
tual in all lines of personal insurance. 

Mr. Garot has been in the insurance 
business since 1938, and has had exten- 
sive training. He was a member of the 
Merchant Marine from 1943 until 1945. 

Mr. Christman is a graduate of Notre 
Dame University, AB-LLB, having com- 
pleted law school there in 1933. He has 
been counselor for various Green Bay 
companies on labor negotiations. 

Appointed as supervisor for the agen- 
cy, William H. Hanrahan will be work- 
ing out of Appleton, Wis. 


Franklin Enters Rhode Is. 


Franklin Life of Springfield, Ill., has 
announced the opening of operations in 
Rhode Island. The Franklin now oper- 
ates in 43 states, the District of Colum- 
bia and Territory of Hawaii. 


Mass. Mutual Dividends 


At their meeting Massachusetts Mu- 
tual Life directors voted that the sched- 
ule of dividends effective since June 1, 
1950, be continued for the twelve-month 
period beginning June 1, 1951. More 
than $14,800,000 has been set aside for 
the payment of dividends in 1951. The 
directors also voted that the rate of 
interest on funds left with the company 
be continued without change. Accord- 
ingly, interest at 3% per annum will be 
paid through May 31, 1952;"on dividends 
left to accumulate and on proceeds left 
with the company for distribution to 
policyholders and beneficiaries. 


Jos. D. Bookstaver Agency 
Leads Travelers for 1950 


The Joseph D. Bookstaver Agency, 
Inc., the Travelers, 110 William Street, 
New York, led all general agencies of 
the company for 1950 in paid-for busi- 
ness. Top standing was achieved with- 
out the inclusion of any group writings. 
This is the second year that the agency 
has led all general agencies of the com- 
in the past six years when Saul 


pany 
Rosenstein became manager, succeed- 
ing the late Elias Klein. Associate 
manager of the agency’ is Milton 


Goldstein. 





MASSACHUSETTS INDEMNITY INSURANCE CO. 
CALL US ON YOUR NON-CANCELLABLE PROBLEMS 


Loyal Atkinson, Branch Manager 
50 East 42nd St., New York — MU Hill 7-5212 





The Finest in Non-Can. Disability Insurance 





























PRUDENTIAL DIVIDEND INCREASE 


CUTS NET COSTS 


Take our popular Modified 3 for example 
COMPARISON: 


NEW 


(1951 Seale) 


Age 35 — $10,000 


Gross Annual Premium: 


Ist 3 years 





After 3 years 


Net Payments 
Cash Value 





Summary 20 year cost: 
Gross Premiums 


Annual Dividends 


5,319.60 








$4,237.00 





3,570.00 











Termination Dividend 
Average Annual Net Cost per $1,000, if 
Surrendered 


BROKERAGE SPECIALISTS’ e 


EUBANK & HENDERSON, Managers 


40th Floor, 40 Wall Street, New York, N. Y. 


HOME OFFICE 
NEWARK, N. J. 





$ 2.39 





* Dividends based on 1951 scale, not guaranteed. 

The rates shown include the Waiver of Premium Disability benefit. 
For further information, call or see Messrs. Henderson, Robinson, Moore, 
Blatz, Curtin, or Meeker. Dial DIgby 4-0040. 


Digby 4-0040 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 


1,082.60* 


190.00* 


Downtown Agency 


vs. OLD 
(1950 Seale) 


5,319.60 
1,035.30 
$4,284.30 
3,970.00 


CANADIAN HEAD OFFICE 
TORONTO. ONT. 
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Dudley Davis Soon To Retire 


General Counsel, New York Life, With Organization 30 
Years; Work Largely With Legal End of 


Investments and Loans 


Dudley Davis, general counsel, New 
York Life, and with that organization 
30 years, will retire under the com- 
pany’s retirement program as of July 5, 
1951, his terminal leave starting on 
March 2. His work has been largely in 
connection with the company’s invest- 
ment, mortgage loans, municipal and 
corporate securities. He entered New 
York Life as assistant to its late gen- 
eral counsel, Harry H. Bottome, under 
whom he organized the investment law 
department of that company and he 
succeeded to the office of general coun- 
sel in 1943. 

Mr. Davis is descended from a long 
line of New England ancestors on both 
his mother’s and his father’s side. They 
included Governors John Winthrop and 
Thomas Dudley of the Massachusetts 
Bay Colony; William Davis, who settled 
in Roxbury, Mass., in 1640; and Robert 
3aker, who settled in Salem in 1637. 
Mr. Davis’ brother, the late Dr. Fellowes 
Davis, Jr., who died in 1934, for many 
years a prominent physician and _sur- 
geon in this city, was a director of the 
American Hospital at Neuilly-sur-Seine, 
France. 

Harvard Graduate 

The academic education of Mr. Davis 
started at Cutler’s School, New York 
City and St. Mark’s School, Southbor- 
ough, Massachusetts, from which latter 
institution he was graduated in 1901. 
He received his B.A. degree “cum laude” 
from Harvard in 1905; his LL.B. degree 
from Harvard Law School in 1907. In 
college he was a member of the Spee, 
Institute of 1770, the DKE, Hasty Pud- 
ding Club, Signet and other clubs and 
was a member of the editorial staff of 
the Harvard Advocate. 

In 1907 Mr. Davis started ‘practicing 
law in the office of John Vernou Bou- 
vier, Jr., and later was in partnership 
with his brother, Pierpont, under the 
firm name of Davis, Doyle and Davis. 
At outbreak of the war in Europe in 
1914 he became an ardent advocate of 
universal military training and worked 
with the American Defense Society in 
an effort to educate the public. He 
joined Company K, Seventh New York 
Infantry, in autumn of 1915. As a cor- 
poral in that organization he spent six 
months on the Mexican border in Mc- 
Allen, Texas, during the summer and 
autumn of 1916. 


World War I Experience 


After Mr. Davis returned to New 
York City in January, 1917, his father 
retired as floor member of New York 
Stock Exchange firm of Fellowes Davis 
& Co, after 42 years as an active 
member of the board. Mr. Davis joined 
the firm and took his father’s place on 


the floor of the exchange. When the 
United States declared war against 


Germany, Mr. Davis entered the first 
Plattsburg Training Camp for Officers 
in May, 1917; was commissioned a cap- 
tain of Infantry in August. Assigned to 
the 77th Division at Camp Upton, New 
York, he became the commanding offi- 
cer of Company F. 307th Infantry, and 
served with that organization at Camp 
Upton and in France where he saw ac- 
tive service at first in training with the 
British Expeditionary Forces in the Pas 
de Calais and in the Arras Sector, and 
subsequently with the United States 
forces in Baccarat Sector, Vesle Defen- 
sive Sector, Oise-Aisne offensive and 
Meuse-Argonne offensive. He was 
awarded the Silver Star and the New 
York State Conspicuous Service Cross 
and was cited. 

_ Upon his return to the United States 
in April, 1919, Captain Davis was de- 
mobilized at Camp Upton and during 
the winter of 1919-1920 he was active 
in organization of the Leonard Wood 


League formed to promote Major Gen- 
eral Leonard Wood for the Republican 
nomination for President of the United 
States. 

In 1920 Mr. Davis returned to the 
practice of the law in the office of Bou- 
vier and Beale. In July, 1921, he joined 
New York Life as assistant to its then 
General Counsel Bottome under whom 
he organized the investment law depart- 
ment of that company. 

After demobilization Mr. Davis kept 
up his interest in military affairs and 
assisted in the reorganization of the 
307th Infantry as a unit of the Organ- 
ized Reserves, serving with that regi- 
ment successively as captain, major, and 
lieutenant colonel. 


His Clubs and Other Activities 


Mr. Davis is a member of the Har- 
vard and Union Clubs of this city. He 
served as a Union Club governor from 
February, 1927, to February, 1945, and 
was chairman of its house committee 
and a member of its building committee 
for four years during the construction, 
furnishing and opening of the new club 
house at 69th Street and Park Avenue. 
He is a life member of the Society of 
Colonial Wars and served as a member 
of its council and as deputy secretary 
for several terms. At one time he was 
a member of the Sons of the Revolution 
and of its governing board; of the 
Military Order of Foreign Wars, Mili- 
tary Order of the World War, Order 
of Indian Wars, Society of the War in 
1812, Garden City Golf Club, Manhattan 
Club, Knickerbocker Club, but resigned 


DUDLEY DAVIS 


from many of these clubs a number of 
years ago. From its inception in 1940 
until October, 1943, he was a member 
of Selective Service Local Board No. 32, 
Manhattan. 

The elder son of Mr. Davis, William 
Grosvenor Davis, resides at Cold Spring 
Harbor, Long Island, with his wife who 
was Betty Washington Peyton of Staun- 
ton, Va. and his two daughters, Alice 
and Margaret. He is practicing law in 
association with Munder, Wiessman and 
Lockwood at Huntington, L. I. The 
younger son, Fellowes, resides at Hamil- 
ton, Mass., with his wife who was Alice 
Plummer of Boston and four children: 
Morgan, Rose, Susannah and Charlotte. 
He is an architect associated with a 
prominent firm in Boston. 
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_ The upsurge of interest in non- 
cancellable Accident and Health 
insurance has focused the atten- 
tion of progressive underwriters 
( on our position of leadership in 
; a specialized field. 


WORCESTER +> MASSACHUSETTS 


. President 


Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies 


NON-CANCELLABLE ACCIDENT & HEALTH e@ LIFE e GROUP 


Agency representation in the 48 states, the District of Columbia and Hawaii 








Claude L. Benner’s Message 
To Company’s Policyholders 


Claude L. Benner, president of Con- 
necticut American Life of Wilmington, 
and also a nationally known economist, 
is of the opinion that life insurance 
companies and also their field forces 
should use every means possible to bring 
to the attention of policyholders what 
inflation is doing to their life insur- 
ance protection. They can particularly 
make themselves heard on the need for 
government economy. Continental Amer- 
ican is sending out a pamphlet report 
to policyholders containing a message 
from President Benner in which he says: 

“It is important to you that inflation 
be held in check. Inflation can be held 
in check if our government operates on 
a pay-as-you-go basis. This is the hard 
way; but it is the sound way. So, lend 
your support to the balancing of the 
budget even if it means taxes more 
burdensome than at present. Lend your 
support to every movement to economize 
in the peace-time activities of our gov- 
ernment. For example, back up the Citi- 
zens Committee for the Hoover Report; 
insist that our government put into effect 
all of the economies, running into sev- 
eral billion dollars a year, recommended 
by these experts. Specifically, govern- 
ment non-military expenditures should 
be subject to the same austerity pro- 
gram that confronts the taxpayer.” 

It is the opinion of Mr. Benner that 
such a message will impress every pol- 
icyholder that it is a matter of personal 
concern to him that the government 
practice some of the austerity it is de- 
manding of the people. 


300 at North N. J. Dinner 


More than 300 attended the annual 
dinner of Life Underwriters Association 
of Northern New Jersey in Newark Feb- 
ruary 14 at Robert Treat Hotel. Frank 
Jannusi, Fidelity Mutual, is president of 
the association. At head table were 
Edmund L. G. Zalinski, executive vice 
president, NALU; Leroy Garrabrandt, 
New York Life, trustee of NALU; 
Joseph Fox, general agent, Berkshire, 
president of the State Association; 
George Griscom, Provident Mutual, 
president of Newark Chapter CLU; H. 
Horton Humphrey, general agent, Aetna; 
John Scanlan, president Newark Life 
Insurance and Trust Council; George 
Joseph, New England Mutual, president 
of the Life Supervisors Association. 

In addition to President Jannusi com- 
mittee consisted of Edward Jahn, Con- 
necticut Mutual; William Konow, Pru- 
dential; H. Horton Humphrey and Paul 
Duling. 


E. A. Trask Appointed 


Everett A. Trask has been named su- 
pervisor of agencies in the Ordinary 


agency department of Commonwealth 
Life of Louisville. Mr. Trask entered 
the life insurance business with the 


Bankers Life of Iowa in Huntington, 
West Virginia, in 1931. After ten suc- 
cessful years as a personal producer, 
Mr. Trask was moved to Louisville, and 
promoted to the managership of the 
Kentucky State Agency of Bankers Life. 
Resigning as manager for Bankers 
Life in 1949, Mr. Trask returned to per- 
sonal production for Mutual Benefit Life 
which position he resigned to accept his 
new post with Commonwealth Life. 


Assistant General Agent 


Appointment of Harry V. Winfree, Jr., 
as assistant general agent in the Ben 
Simon Agency, Norfolk, Va., for the 
Lincoln National Life Insurance Com- 
pany, has been announced. 

A native of Virginia and a graduate 
of V.P.1., Mr. Winfree joined the agen- 
cy in 1946 and has been a member o 
the Million Dollar Round Table for the 
past three years. During World War 
Il he served as a U.S. Marine aviator 
with the rank of Major. 
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Bookstaver Agency Leads 
Security Mutual in Jan. 





BURTON J. BOOKSTAVER 


Security Mutual Life, Binghamton, 
N. Y., has announced that the Book- 
staver Agency, 500 Fifth Avenue, New 
York, led all other agencies of the com- 
pany in paid premiums for the month 
of January. This is a noteworthy pro- 
duction achievement since the office was 
organized from scratch only seven 
months ago. Associated with General 
Agent Burton J. Bookstaver are Her- 
man Feingold, brokerage manager, five 
full time agents and many brokers. 

Mr. Bookstaver joined Security Mu- 
tual in 1948 and has been a substantial 
producer of high persistency business. 


Great-West Life Names 


Assoc. Group Supervisor 


Great-West Life has announced the 
appointment of R. M. Gaby as asso- 
ciate Group supervisor at the Toronto 
1 branch of the company. Mr. Gaby 
joined the company as Group repre- 
sentative in 1948. He was promoted to 
assistant Group supervisor in 1950. In 
his new position as associate Group 
supervisor he will be designing and 
servicing employe benefit plans which 
will include, life, accident & health and 
pension plans. He will assist W. Pres- 
ton Gilbride, CLU, eastern Group man- 
ager for Great-West Life. 


Old Line Life Promotions 


Warren J. Moore and Mearl F. Ryan 
have been elected vice presidents of Old 
Line Life of Milwaukee. E. H. Caspe 
has been named secretary and A. E. 
Pahlow treasurer. 


The company has insurance in force 
of $139,000,000 at end of 1950, a gain of 
$7,753,000. New paid life insurance for 
1950 was $15,293,000; accident, health, 
hospital and surgical premiums were 
$1,303,855. Assets rose $2,144,550 to $41,- 
800,000. 


Mutual Trust’s Figures 


Mutual Trust Life’s 46th annual re- 
port highlights the company’s excellent 
Progress during 1950. President Olson’s 
Report to the Board of Directors shows 
the following gains: 

New paid business of $37,814,842 brings 
total insurance in force to $391,628,647. 
Admitted assets gained $8,341,221 bring- 
ing total assets to $118,126,592. The 
surplus increased 7.9% to $9,881,468. Dur- 
ing 1950 $5,622,045 was paid to policy- 
holders and beneficiaries. The company 
now has 176,000 policyholders. Each year 
a larger percentage of new business is 
written on the lives of old policyholders 
and for larger amounts than policies 
written on the lives of new policyholders. 
_ The company has more than doubled 
Its size in both insurance in force and 
assets over the past ten year period. 


APPOINT A. L. FRANKLIN 


Albert L. Franklin has been appointed 
manager, Life, Accident and Group lines 
at office of Travelers in Jacksonville, 
Florida. 15 

He joined Travelers in 1930 and has 
been a field assistant at Charlotte, Wil- 
mington, Richmond and Jacksonville. He 
became assistant manager at Jackson- 
ville in June, 1938, and later in that 
same year moved to Miami in that ca- 
pacity in charge of that office. He 
returned to Miami*in 1939 and has served 
there since that time. 


ON C. M. ADVISORY COMMITTEE 


New members of the General Agents’ 
Advisory Committee, Connecticut Mu- 
tual, have been announced by Vincent B. 
Coffin, senior vice president of the com- 
pany. Elected at the General Agents’ 
Conference for a two-year term are 
Melzar C. Jones, Los Angeles; Halsey 
D. Josephson, New York; and Norris E. 
Williamson, Denver. Beginning their 
second year on the committee are D. 
Conrad Little, Norfolk; Floyd A. Rosen- 
felt, Toledo; and A. Van Pritchartt, 
Memphis, chairman of the group. 


Columbian National Gains 


Early figures based on the year end- 
ing December 29, 1950, show that Co- 
lumbian National Life, Boston, produced 
over $51,800,000 new life insurance. Or- 
dinary life insurance was up 12% over 
a year ago. Total insurance in force at 
the year’s end was $357,130,992, a gain 
of $23,370,000 in the twelve-month pe- 
riod. 

Total collections in accident and 
health were $596,000, an increase of 8% 
over the 1949 collections. 





What is a Girl? 


Reprinted from one of our Company 
mailing pieces, this description of little 
girlhood is a sister to the original “What 
is a Boy?” Both essays were written by 
Alan Beck, editor of our magazine for 
fieldmen (The Pilot’s LOG). 


ITTLE GIRLS are the nicest things 
L that happen to people. They are 
born with a little bit of angel-shine 
about them and though it wears thin 
sometimes, there is always enough 
left to lasso your heart — even when 
they are sitting in the mud, or crying 
temperamental tears, or parading up 
the street in mother’s best clothes. 


A little girl can be sweeter (and 
badder) oftener than anyone else in 
the world. She can jitter around, and 
stomp, and make funny noises that 
frazzle your nerves, yet just when you 
open your mouth, she stands there 
demure with that special look in her 
eyes. A girl is Innocence playing in 
the mud, Beauty standing on its 
head, and Motherhood dragging a 
doll by the foot. 


Girls are available in five colors — 
black, white, red, yellow, or brown, 
yet Mother Nature always manages 
to select your favorite color when you 


place your order. They disprove the 


Copyright 1950 


law of supply and demand — there 
are millions of little girls, but each is 


as precious as rubies. 


God borrows from many creatures 
to make a little girl. He uses the song 
of a bird, the squeal of a pig, the 
stubbornness of a mule, the antics of 
a monkey, the spryness of a grass- 
hopper, the curiosity of a cat, the 
speed of a gazelle, the slyness of a fox, 
the softness of a kitten, and to top it 
all off He adds the mysterious mind 


of a woman. 


A little girl likes new shoes, party 
dresses, small animals, first grade, 
noise makers, the girl next door, dolls, 
make-believe, dancing lessons, ice 


cream, kitchens, coloring books, 
make-up, cans of water, going visit- 
ing, tea parties, and one boy. She 
doesn’t care so much for visitors, 
boys in genera!, large dogs, hand-me- 
downs, straight chairs, vegetables, 
snow suits, or staying in the front 


yard. She is loudest when you are 





thinking, the prettiest when she has 


provoked you, the busiest at bedtime, 
the quietest when you want to show 
her off, and the most flirtatious when 
she absolutely must not get the best of 


you again. 


Who else can cause you more grief, 
joy, irritation, satisfaction, embar- 
rassment, and genuine delight than 
this combination of Eve, Salome, and 
Florence Nightingale? She can muss 
up your home, your hair, and your 
dignity — spend your money, your 
time, and your temper — then just 
when your patience is ready to crack, 
her sunshine peeks through and 


you’ve lost again. 


Yes, she is a nerve-racking nui- 
sance, just a noisy bundle of mischief. 
But when your dreams tumble down 
and the world is a mess — when it 
seems you are pretty much of a fool 
after all — she can make you a king 
when she climbs on your knee and 


whispers, ‘‘I love you best of all!’ 


The NEW ENGLAND MUTUAL 


Life Insurance Company of Boston 


FIRST MUTUAL LIFE INSURANCE COMPANY CHARTERED IN AMERICA— 1835 
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Magovern Now Counsel 
Mutual Benefit Life 


SUCCEEDING E. O. STANLEY 


James P. Moore Becomes Executive 
Assistant to President Thompson and 
Executive Vice President Palmer 





John J. Magovern, Jr., will become 
counsel, Mutual Benefit Life, assuming 
duties March 1. Counsel Edward O. 
Stanley, who is to retire, will remain 
with the company until January 1, 1952. 


and methods and will be in charge of 
that department. Assistant Cashier Ed- 
ward M. Ennis has been advanced to 
cashier, succeeding Russell B. Hubbard, 
killed in the Pennsylvania Railroad 
tragedy of February 6. 
Summary of Careers 

Mr. Magovern received his college 
training at Fordham University and law 
degree from Fordham Law School, was 
admitted to New Jersey bar in 1930 and 
as counsellor at law in 1933. In 1929 
he went with Newark law firm, now 
known as Pitney, Hardin & Ward. In 
December, 1936, he joined Mutual Bene- 





JOHN J. MAGOVERN, JR. 


James P. Moore, director of planning 
and methods, has been advanced to 
executive assistant and will assist Presi- 
dent Thompson and Executive Vice 
President Palmer in coordination and 
administrative phases, and have admin- 
istrative responsibility for planning and 
methods and purchasing Seperbebets. 
Assistant Secretary Don Slee has 
been advanced to director of ‘planning 


JAMES P. MOORE 


fit’s tax department. He was made as- 
sistant counsel in 1944, associate coun- 
sel in 1942, He has been chairman of 
Joint Committee on Income Tax With- 
holding and Information at source of 
ALC and LIAA, and is currently chair- 
man of Citizens Highway Committee for 
Essex County. 

Mr. Moore joined Mutual Benefit in 
1927 after completing high school. For 





close difficult cases. 


Since it was introduced on August 
16, 1948, our “Disability B” ($10 
Monthly per $1000) has conclusively 
proved its value to policyowner and 
underwriter alike. 


Time and time again Provident Life 
Producers have reported that Disa- 








DISABILITY INCOME 


-another “PLUS VALUE” that 
helps Provident Producers 


bility B was the deciding factor that finally moved a procrastinating prospect 
to protect his dependents against both hazards. 


Available with several policy forms, Disability B can easily be added to 
strengthen any eligible prospect’s life insurance program... 
why we can say Provident Producers are EQUIPPED FOR SUCCESS! 


Now licensed in 44 States and Canada 


an 
PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


bi CHATTANOOGA 






One more reason 








H. J. DAVIS ADVANCED 


Harmon J. Davis, prominent in San 
Diego insurance circles, has been pro- 
moted to manager of The Prudential’s 
new Cheyenne, Wyo., district office. He 
joined Prudential as a district agent in 
San Diego in 1937 and was promoted to 
staff manager there in 1947. 


ELECT C. J. KING PRESIDENT 
Charles J. King, CLU, Kansas City, 
has been elected president of National 


Associates of Mutual Benefit Life. 
Sidney Weil, Cincinnati, is vice pres- 
ident. 





seven years he was field auditor before 
jo‘ning agency department. In 1946 he 
was elected an officer with title of as- 
sistant superintendent of agencies and 
in 1948 was made director of agency 
finance. He gave up his duties in plan- 
ning and methods department in Febru- 
arv, 1950, to become director of the 
planning and methods department the 
company set up. He is a member of 
agencv procedure committees of LIAMA 
committee on costs. 

Mr. Slee joined home office in 1925. 
then became assistant cashier of the old 
Beers and DeLong agency and in 1940 
became cashier of a newly established 
New York City service and collection 
office, later being made manager of that 
office and was made a company officer 
when the New York office was moved 
to Newark head office. He joined plan- 
ning and methods department when it 
was established in 1950. He is a past 
president of Life Agencies Cashiers As- 
sociation of New York City. Mr. Ennis 
joined Mutual Benefit in 1926 after high 
school education and has been in cash- 
ier’s division during most of career. He 
became assistant cashier of company 


in 1946. He was on destroyer escort 


during World War II. 












HOME OFFICE—EAST ORANGI 





WE’RE LOOKING 
FOR A TALL MAN 


One with his head in the 
clouds and his feet firmly 
planted in the ground. An ag- 
gressive man fired with ambi- 
tion, but possessing stability and 
background. 


Our newly-created Ordinary 
Agency Department offers this 
man a worthwhile opportunity 
to capitalize on his ability to 
build his own General Agency. 



















Ordinary General Agencies 
are available in Philadelphia, 
Pennsylvania; Northern New 
Jersey, and Westchester County, 
New York. We cordially invite 
your inquiries. Write: William 
H. Fissell, CLU, Superintendent 
of Ordinary Agencies. 


Tur Coron 


Lire INstravcrn Cowpeayy 


L. E. Beardslee, Jr., Dead 


Lester E. Beardslee, Jr., 45, general 
agent in downtown New York for Co- 
lumbian National Life, died this week 
after a brief illness in the Mountainside 


Hospital, Glen Ridge, N. J. He is sur- 
vived by his wife, three sons and _ his 
mother. 


Mutual Life Leaders 


The Boston agency of Mutual Life 
of New York led all of the company’s 
agencies throughout the country in vol- 
ume of insurance sold during January, 
it was announced by Stanton G. Hale, 
vice president and manager of agencies. 
The agency is managed by Leland T. 
Waggoner, CLU. The St. Paul agency, 
managed by Don Bishop, was first in 
number of policies sold for the month 
and third in volume. 

Second place in both categories was 
held by the New York (Myer) agency, 
Richard E. Myer, CLU, manager. Grand 
Rapids, managed by Charles E. Brown, 
was third in policies sold. 


LEADS PACIFIC MUTUAL LIFE 

First in nationwide sales for Pacific 
Mutual Life during 1950 was the E. A. 
Ellis agency, Los Angeles. 
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\ ‘The Postal Lite Tassvance 
Company pays tribute to its 
field force for their splendid 
accomplishment in 1950 of 
passing the $50,000,000 mark 
of life insurance in force. 

This was not by chance but 
by carefully laid plan—through 
home office cooperation — 
friendly underwriting consider- 
ation and prompt policy issue 
service. 


—_— 







Postal’s complete portfolio 
of policy forms contains all 
the usual participating contracts 
plus many unique competitive 
forms such as Quadruple Pro- 
tection, Special Adaptable 

Policy, Family Income to 2%, 

s Reducing term mortgage. Ist 

year dividend—pro rata return 

of premium in event of death. 
© 

Choice agency territory is 
available in New York State 
for aggressive producers with 
managerial ea 


\/ EN Wrife ROY A. FOAN 


rd Agency Vice President 
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Passes Million Mark for 
Third Consecutive Year 
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PAT MUCCI 


Pat Mucci, Metropolitan Life, Pater- 
son, N. J., has completed the year 1950 
with $1,199,000 of Ordinary insurance 
paid for in addition to $3,188 of acci- 
dent and health first year premiums. 
This is the third consecutive year that 
Mr. Mucci has passed the million dol- 
lar mark. Since he started with the 
Metropolitan in 1945 he has placed over 
$5,000,000 of business. 

Manager of the Paterson district of- 
fice is Carlton W. Cox. 


STERLING ACQUIRES CHICAGO CO. 





Merger of Family Life Insurance Co. To 
Be Acted Upon at Stockholders’ 
Special Meeting March 1 

Sterling Insurance Co. of Chicago is 
acquiring by merger the Family Life In- 
surance Co., an Illinois stock company. 
Louis Breskin, president of the Sterling, 
has advised stockholders of a special 
meeting on March 1 at which the Family 
Life merger agreement will be sub- 
mitted for their consideration and ap- 
proval. Directors of the Sterling at their 
meeting February 9 passed a resolution 
calling the special meeting. 

The Family Life, organized in 1946, 
specializes in writing hospitalization and 
medical insurance. As of last December 
31 the company had total assets of 
about $600,000 and capital and surplus of 
$442,000. 

Under the proposed merger agreement 
the Sterling will acquire all the business 
and assets, assume the liabilities and take 
over the policy obligations of the Family 
Life. As soon as the merger is effective, 
the operation of Family Life will be 
moved to Sterling’s home office. 

The acquisition of the Family Life is 
another step in Sterling’s expansion pro- 
gram. Since 1947 Sterling has operated 
solely on an agency basis and rapidly has 
become active over the country. Today 
the company is licensed in 22 states and 
has branch offices in Philadelphia and 
Louisville, Kentucky. In addition to writ- 
ing medical expense, hospital and life- 
time income policies, the company is also 
expanding its activities in the writing of 
life insurance. 


NEW JERSEY DISTRICTS WIN 

The New Jersey groun of district 
agencies of The Prudential, directed 
by Joseph F. Kiley, led the other dis- 
trict agency organizations last year with 
a net paid for new business of more than 
$189,329,000. In New Jersey are 38 Pru- 
dential district offices. William A. Hope 
and Samuel E, Roberts are assistant 
directors of New Jersey district agen- 
cies, 


N’western Mutual Auditor 
Charged “Diverting” $87,553 


Milwaukee—Leonard A. Timmerman, 
who was auditor for Northwestern Mu- 
tual Life, has been released on bail on 
charges of diverting $87,553 of company 
funds to his own use. An employe of 
the company for 25 years, Timmerman 
is 43 and has a wife and four children. 
His salary was -$9,500. Police reported 
him as saying he had been living be- 
yond his means. 


Great-West Appointments 

Great - West Life has announced four 
field appointments. 

In Canada, L. Reichardt has been ap- 
pointed supervisor at Peterborough. 

In United States, W. Ruterbusch II 
has been named district manager at Bay 
City, Michigan, under the Saginaw 
branch; C. E. Patton has been made 
district organizer at Pontiac, Michigan, 
under the Detroit branch; and William 
J. Callahan, Jr., has been appointed 
assistant Group supervisor at Detroit. 


Massachusetts Mutual Life 


General Agents Election 
Clarence W. Reuling, CLU, co-general 
agent at Peoria, Ill., has been elected 
president of Massachusetts Mutual Gen- 
eral Agents Association for the coming 
year. He succeeds Angus B. Rosbor- 
ough, CLU, Jacksonville, Fla. Other of- 


ficers are Frank W. Howland, CLU, 
Detroit, vice president, and F. J. Van- 
Stralen, CLU, San Francisco, secretary- 
treasurer. 
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This month The Mutual Life re-enters Texas with the opening 


of new agency offices in Dallas, Fort Worth, Houston, and San 


Antonio. Texas was the only state in which we had not operated 


in recent years. The opening of these new offices is another step 


in the Company’s current program to extend its services. Nine- 


teen new Mutual Life Agencies have been opened throughout 


the United States and Canada in the past three years. The 


new offices in Texas will provide on-the-spot facilities for the 
public and for 8,000 Texans who still hold $20,000,000 in 


Mutual Life insurance. 


Texas has experienced a population increase of 16 per cent in 


the past 30 years. And the incomes of its citizens have risen 


even faster—almost 40 per cent between 1929 and 1949. An 


increasing population—with a higher income level—means that 


life insurance needs are also expanding. Our Field Under- 


writers will find a stimulant to selling in the fast-moving eco- 


nomic vigor of the state. 


Our 2nd Century of Serwice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 
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Tested Sales Ideas Given 
At Columbian Nat’! Meet 


MERVIN LANE CHICAGO SPEAKER 


Stimulates General Brokers to Sell 
More Life and A. & H.; First of 
Three Regional Meetings 








chairmanship of Agency 


Under the 
Robinson the 


Vice President Charles C. 
Columbian National Life of Boston held 
the first of three regional meetings in 
Chicago, February 8, at which Mervin L. 


Lane, New York insurance broker and 
author, was the principal speaker. 
Mr. Lane spoke at both the morn- 


ing and afternoon sessions and had an 


inexhaustible supply of tested ideas in 
putting over life and A. & H. sales. 
Purpose of the meeting was to show 


Chicago insurance brokers how they can 
increase their production through a com- 
bination of effort on these two personal 


lines. % p 
A successful producer for over 25 
years, Mr. Lane held close attention 


as he cited actual cases of how general 
insurance sales lead to a fine volume of 
life business. Similarly, life cases often 
produce a by-product of fire, casualty 
and A. & H. business, particularly the 
latter as it is a natural running mate 
of life insurance. 

The speaker emphasized that more 
and more insureds are accepting the 
idea of doing business with one insur- 
ance broker who will watch both prop- 
erty and life insurance values. He de- 
clared that any general insurance broker 
who does a conscientious job in the life 
field can, by diligent application to his 
task, eventually handle his client’s life 
insurance business as efficiently as an 
agent handling life business only. 

Continuing, Mr. Lane said that con- 
stant vigilance is necessary in handling 
a combination of general and life insur- 
ance for, if the details of any one trans- 
action are not properly developed, the 
broker may lose the entire account. 

Offers Helpful Sales Pointers 

Based on his own experience in sell- 
ing, Mr. Lane offered some helpful sales 
pointers. He lamented that too many 
producers fail to keep in touch with 
policyholders after the initial sale, over- 
looking that salary increases, promo- 
tions or change of job are potent rea- 
sons for selling additional insurance. 
“It is too easy to deliver an accident 
policy providing $25 or $50 weekly bene- 
fits when your client really needs higher 
benefits and can afford to pay for them,” 
he said. 

A staunch believer in direct mail cir- 
cularizing, Mr. Lane recommended this 
simple procedure: Attach your business 
card to an attractive circular and mail 


to a select few of your prospects. Then 
make a telephone follow-up the next 
morning for interviews. Sending out 


sales bulletins or sales folders selectively 
is much wiser, in his opinion, than a 
large mailing which cannot possibly be 
followed up. and which will be upsetting 
to the clerical routine of the broker’s 
office. In fact, Mr. Lane favors a one- 
prospect-a-day concentration. 

His general advice was to avoid hit 
and miss methods of mailing; to prepare 
your list of names, addresses and tele- 
phone numbers in advance; mail ma- 
terial every day but Friday, and phone 
prospects all five days each working 
week. 

Urges Simple Language 

The prospect will buy much more 
readily if sales letters are simply ex- 
pressed and _ technical language is 
avoided in both the spoken and written 
word. “Trade terms are clear to us,” he 
said, “but they are confusing and un- 
interesting to the prospect. He wants to 
know what he will get for loss of time 
from the duties of his occupation.” 

Mr. Lane was optimistic that 1951 will 
be a big production year but said that 
careful sales planning and daily time 
control will be necessary. Maintaining 
that commissions on life insurance are 
not going to increase percentage-wise, 
“the only solution will be to use every 





New York - Oshin Agency 
Wins Home Life Award 


The New York-Oshin Agency of 
Home Life of New York was honored 
recently as the winner of the company’s 
agency building award. This marks the 
second time in three years that the 
Oshin unit earned the company’s high- 
est agency-wide tribute. 

A plaque was presented to Manager 
Clarence Oshin by W. J. Cameron, Home 
Life president at a special luncheon 
for Oshin agency personnel at the Hotel 
Vanderbilt. Also present from the home 
office were William P. Worthington, ex- 
ecutive vice president, John F. Walsh, 
vice president and manager of agencies, 
and Gerald K. Rugger, manager of Group 
insurance. 

During 1950 the Oshin agency led the 
entire company in the production of new 
business, showing an increase of 42% 
over the previous year. 


MEYERS-CRISONA AGCY. RECORD 


which 


The Meyers-Crisona Agency, 
represents Continental Assurance as 
general agents in Jamaica, L. I, will 


complete its fifth year with the com- 


pany at the end of May, 1951. The 1950 
paid business of this agency was the 
best to date and, as a result, Meyers- 


Crisona exceeded its 1949 production by 
over $1,000,000. 





minute of your day as constructively as 
possible. If you do so, your dollar com- 
missions will hit a satisfactory level,” 
said the speaker. 


Mr. Lane was introduced by Vice 
President Robinson, a close friend for 
many years, who announced that the 
Columbian National’s second regional 


meeting will be held March 8 at Hotel 
New Yorker, New York, and the third 
on March 14 at Hotel Somerset, Boston. 
The Chicago_meeting closed with a din- 
ner at which Columbian’s president, 
Julian D. Anthony, was the speaker. 


Massachusetts Mutual Had 


Record Business for 1950 


President Leland J. Kalmbach of 
Massachusetts Mutual Life told the Gen- 
eral Agents Association meeting in Chi- 
cago last week that the company’s new 
production was the best on record, and 
the Ordinary insurance in force increased 
to $3,020,000,000, which, with the $141,- 
000,000 of Group insurance in force, 
gave a total of $3,162,000,000 of insurance 
outstanding. 

In the Ordinary department 41,747 
new policies amounting to $294,952,158 
were placed, as well as 1,780 individual 
annuities providing annual incomes of 
$896,609. In the Group department $52,- 
915,741 of Group life insurance was sold 
representing 165 policies covering 33,- 
874 certificate holders. In addition, new 
Group annuities in various forms of 
Group accident and health coverage were 
written with estimated annual premiums 
of $2,697,467. The combined production 
of life insurance in both departments 
amounted to $347,867,899 a 21% increase 
over 1949, 


Mr. Kalmbach also stated, “The com- 


pany’s earnings were very satisfactory. . 


At the close of the year, $4,150,000 was 
added to the general surplus and $3,500,- 
000 to the security fluctuation fund. As 
a result of the additions, the general 
surplus of the company now stands at 
$72,600,000 and the securitv fluctuation 
fund at $10,000,000. The company’s as- 
sets increased by $82,000,000 to a total 
of $1,395,000,000, with the greatest in- 
crease occurring in mortgage loans, 
which now stands at $262,000,000.” 

The company’s mortality was slightly 
more favorable than in the previous 
year. The net rate Of interest earned 
for the year was 3.09% after excluding 
a substantial portion of our income from 
stocks. 
















A WELL-BALANCED COMPANY 


improves performance 


In Life Insurance, the fine 


balance of past history, 


present progress and future 


objectives is essential to 


outstanding achievement. 


Fidelity is a well-balanced 


company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 











S. M. Sitomer Club President 


Samuel M. Sitomer, Brooklyn, Union 
Central Life, by leading all agents of the 
company in 1950 production became the 


SAMUEL M. SITOMER 


new president of Union Central’s Half 
Million Dollar Club. J. M. Dellert, 
Grandson agency, Chicago, is vice pres- 


J. M. DELLERT 


ident. Mr. Sitomer joined the company 
in its New York office in 1920 and for 
eight years has been a member of the 
Half Million Dollar Club. Mr. Dellert 
joined company in 1931 in Chicago. He 
attended University of Chicago School 
of Business. 


HARMELIN ANNIVERSARY 

February marks the 33rd anniversary 
of the Arnold Harmelin and Sons Agen- 
cy of Columbian National Life. 

The down-town Manhattan office is 
one of three Columbian National agen- 
cies in New York City and is one of the 
oldest company agencies still managed 
by its original general agent. 

Arnold Harmelin, father of his co-gen- 
eral agents, David and William Harmelin, 
was named to head the Newark agency 
in 1918. A few years later, he moved 
to his current location in New York’s 
Financial District. 

In 1950, the agency had its most suc- 
cessful year, producing over $2,600,000 in 
life insurance to rank fourth among 
company agencies. At the same time, 
the agency was the second largest in 
first year life premiums. 
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This Is Everybody's Job 


The Institute of Life Insurance is doing outstanding work in its program to check inflation. But 


it can’t do the whole job. 


At best, the Institute can only spearhead a movement to bring about public awareness of the 
danger of inflation. Isn’t it our job as individual companies and underwriters to carry the mes- 


sage to that segment of the American public we serve. 


In the over-all effort of reaching the more than 80 million policyholders and other miliions of 
savers in this country we realize that, alone, Home Life’s voice amounts to a whisper. But our 
voice, joined with the voices of hundreds of other companies, al! doing their part, will produce 


a thunderous call to action. 


When 80 million people are determined to check inflation, inflation will be checked. 


Here are steps we have taken at Home Life to help carry out the Institute’s program: 


A letter from the president was sent to all policyowners urging their 
1. participation in the Institute’s “Six Ways to Check Inflation” program. 
Similar letters were sent to mortgagors and mortgage correspondents. 
A message on inflation is being included in the annual statement to 


policyowners. 


A letter from the president was sent to all field and home office per- 
y a sonnel explaining the need and objectives of the effort and urging 
personal action on the Institute’s program. 


3 Each Field Underwriter was furnished with Institute literature and a 
e procedure for using it at the opportune time in all client interviews. 


A visual presentation on “Life Insurance Income, a ‘Defense in Depth’ 
4. Against Inflation,” was given to all underwriters for use as needed 


during client contacts. 


A major purpose of this effort is to urge our field associates and their clients to write to their 
elected representatives voicing support of effective action, now, to check inflation. Our govern- 
ment has a right to know how savers feel about this vital, non-partisan problem. 


Home Life Insurance Company 
New York, N. Y. 


"A Career Underwriters’ Company" 
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Insurance People Killed in N.J. Disaster 


Deaths Include That of “Jack” James, General Agent Monarch 
Life in Newark; Tragedy Caused by Collapse of Tem- 


porary Overpass on Pennsylvania Railroad 


More than 80 persons lost their lives 
in the wreck on the Pennsylvania Rail- 
road when a train carrying suburban 
commuters and traveling at high speed 
crashed through a temporary overpass 
in Woodbridge, N. J., on night of 
February 6. The train was running at 
high speed and no signal light was 
noted by the engineer as he approached 
the temporary trestle. A number of 


persons engaged in the insurance busi- 
ness were killed. Their names and 
summary of some of their careers fol- 


low: 
Those Who Died 


John Francis James, general agent of 
Monarch Life of Springfield, Mass., 
and a leading agent of that company, 
was an outstanding figure in interna- 
tional collegiate football and was presi- 
dent of the New York chapter of the 
Inter-collegiate Football Association. 
He had been a field judge for 17 years 
and had worked in the Army-Navy 
game two years ago. Son of an insur- 
ance broker and a graduate of Prince- 
ton University, he played football 
for Princeton and was picked as a 
member of several All American teams. 
He also figured in target shot putting 
and rugby events; was on the rugby 
Ail-Eastern team which played Oxford 
vs. Cambridge. Upon leaving college 
he went into Wall Street. He joined 
the Monarch Life four years ago. In 
addition to writing large Ordinary 
volume he did considerable accident 
and health insurance. In World War II 
he was a lieutenant commander in 
charge of LST’s in the Pacific. He was 
in the Navy three and a half years. 

Russell B. Hubbard, 43, a 
cashier of Mutual Benefit Life. 


Two Equitable of New York Victims 


Helen Potter and Ruth Crimmins of 
the Equitable Life Assurance Society. 
Mrs. Potter, 26, wife of Lloyd Potter, 
an Equitable employe, was in agency 
department. Miss Crimmins, 21, was 
daughter of John W. Crimmins, Town- 
ship Committeeman of Laurence 
Harbor. She was in auditing depart- 
ment. 

Robert H. McCarter Young, member 
of the Newark insurance firm of 
O’Gorman & Young. He was a gradu- 
ate of Princeton University and had 
been a captain in Army combat engi- 
neers in World War 

William E. Robinson, attached to the 
legal staff of Fidelity & Deposit Co., 
with offices in Newark. He played foot- 
ball at Brooklyn Poly Prep and 
Trinity College and later was a foot- 
ball official of the Eastern Colleges 
Association. 

George W. C. McCarter, one of the 
leading lawyers of New Jersey, whose 
law firm of McCarter, English & 
Studer represented some life insurance 


senior 





RCSA 
ROY CLARK SERVICE AGENCY 
Complete Facilities for Handling 
DBL Claims on Long Island 


390 Hillside Ave., New Hyde Park, L. 1. 
Fieldstone 7-0047 
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companies in northern New Jersey. 

E. Stokes, managing vice presi- 
dent of the Church Fire Insurance 
Corporation and former U. S. manager 
of Royal Exchange Assurance. Mr. 
Stokes had no direct connection with 
the Church Life Insurance Corporation, 
running mate of the fire corporation. 


Three Escaped With Only Bruises 


Among the New Jersey insurance men 
lucky to emerge from the wreck with 
only bruises or shock were Clyde W. 
Quick, Aetna Casualty & Surety’s bond- 
ing manager in Newark; James Conway, 
Hartford Accident & Indemnity’s bond- 
ing manager in Newark, and William V. 
Drew, Fidelity & Deposit’s assistant 
manager in Brooklyn, who lost his hat 
and brief case but suffered only from 
shock. 

The Prudential reported 27 claims for 
upward of $133,000. The day following 
the accident the company had already 
paid $78,000 of these claims. 

Metropolitan Life had 18 claims for 
a total of $73,000, including some double 
indemnity. 


Health Council Reports 

John H. Miller, vice president, Mon- 
arch Life Insurance Co., presented a 
comprehensive report February 14 to the 
subcommittee on health of the Senate 
committee on labor and welfare on be- 
half of the seven life and accident and 
health organizations comprising the Na- 
tional Health Council, on operations in 
the insuranc€~industry in the health 
insurance field. 





JOHN FRANCIS JAMES 





Fluegelman and Monroe 
Address N. Y. C. Ass’n 


Speakers at the February Business In- 
surance Forum of the Life Underwriters 
Association of the City of New York, 
Inc., were David B. Fluegelman, North- 
western Mutual Life and Stewart A. 
Monroe, associate general agent, Mu- 
tual Benefit Life, Huber Agency. Sub- 
jects discussed were “Sole ‘Proprietor- 
ship - Key Man - Stock Liquidation.” Mr. 
Fluegelman analyzed the sales aspects 
and Mr. Monroe discussed the legal 
aspects of each of these phases of busi- 
ness insurance. Messrs. Fluegelman and 
Monroe were the fifth and sixth speak- 
ers to discuss the subject of business in- 
surance at the monthly educational meet- 
ings of the association. 








Conversion Privileges. 





“New LONG-TERM Family Income Rider” 


Custom-Made to meet your Client’s Needs. 


MAXIMUM PERIOD—50 Years (but not 


to exceed insured’s Age 70). 
MINIMUM PERIOD—10 Years. 


Can be attached to our Term or any other 


Participating or Non-Participating Policies. 


Write or Call for Information and Rates. 


Issued Sub-Standard. 
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Mutual Life Advances 
3 in Agency Training 


DANFORD, PHELPS AND CAHILL 





Centralize Recruiting and Strengthen 
Personnel in Charge of Training 
Program 





Mutual Life of New York has made 
some office changes designed to cen- 
tralize recruiting and to strengthen the 
training program. Edward C. Danford, 
CLU, has been named superintendent of 
agency development. Ward Phelps, CLU, 
was appointed assistant superintendent 
of agencies. Daniel P. Cahill, CLU, was 
named director of field training. 

Mr. Danford joined Mutual Life as a 
field underwriter in the Columbus, O., 
agency in 1935. He was named agency 
organizer there in 1938, and was pro- 
moted to be a member of the staff of 
the director of training at the company’s 
home office in January, 1946. He has 
been manager of the Cleveland, Ohio, 
agency since January, 1947. 

In 1930, Mr. Phelps entered the insur- 
ance field as a field representative in 
Tokyo, Japan, for a Canadian life com- 
pany. He was appointed a consultant 
with Life Insurance Sales Research Bu- 
reau in 1934, and joined Mutual Life in 
1944 as an administrative assistant. He 
has been director of training for the 
company since February, 1945. Mr. 
Phelps is an associate fellow of Life 
Office Management Association and a 
member of the Insurance Institute of 
Toronto. 

Mr. Cahill entered the life insurance 
business in 1929. He served as agency 
secretary and superintendent of field 
service with Manhattan Life until March, 
1946, when he was named state super- 
visor in Texas for that company. He 
was appointed director of the life insur- 
ance marketing course at Texas Chris- 
tian University in September, 1946, and 
assumed the same position at Purdue 
University in September, 1947. He 
joined Mutual Life in September, 1949, 
as supervisor of schools. 


Travelers Field Changes 

Six field personnel changes in life, 
accident and Group lines have been an- 
nounced by the Travelers. 

Four Group Supervisors have been ap- 
pointed. They are V. Paul Ricken at 
San Francisco, W. Rogers Primm, Jr., 
at Atlanta. Norman A. Gallup at Hart- 
ford and Robert M. Halsted at Detroit. 

Two Field Supervisors also have been 
appointed. James E. Mitchell has been 
appointed to Springfield, Mass. and R. 
N. Hogue to Dallas. 


V. A. LeVoir Appointed 


V. A. LeVoir, Minneapolis, has been 
appointed special agency assistant in the 
R. E. Shay Twin City agency of Bank- 
ers Life of Des Moines. He has been 
supervisor in the agency since 1938. Mr. 
LeVoir joined the company in 1936 after 
his graduation from the University of 
Minnesota, where he was a well-known 
football and baseball player. 
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Seated left to right: G. B. Whitsitt, L. L. Graham, B. V. Alton. Standing: F. D. 


Brown, 


J. A. Criswell, E. F. Smith, W. D. Grant and Kenneth Martin. 


The above home office staff members of Business Men’s Assurance of Kansas 
City figured in promotions as told in The Eastern Underwriter last week. 

“Louis L. Graham was named vice president with general executive duties; 
William D. Grant became vice president in charge of reinsurance; B. V. Alton 
became director of personnel; G. B. Whitsitt, claim secretary; E. F. Smith, mana- 
ger life claims; J. A. Criswell, manager accident and health claims; F. D. Brown, 
manager group claims; and Kenneth Martin was named assistant to vice president. 





Charles G. Taylor, Jr., Gets 


Honorary Doctor’s Degree 
Charles G. Taylor, Jr. president of 
Metropolitan Life, received the honor- 
ary degree of Doctor of Engineering 
from Stevens Institute of Technology at 
graduating exercises at the New Jersey 
Institute Wednesday last week at which 
he was the principal speaker. 


Wyman Equitable Society 


Agents Assn. President 
Silas D. Wyman, CLU, of Boston has 
been elected president of Agents As- 
sociation of Equitable Life Assurance 
Society, succeeding Hamilton E. Childs. 
The association has more than 1,500 
members. Mr. Wyman, a life member 
of Million Dollar Round Table, a past 
president of Boston chapter of CLU 
and Boston Life Underwriters Associa- 
tion, has also been a national trustee of 
NALU. He is a graduate of Yale, class 
of ’16, and received his LL.B. in 1927 
from Northeastern University Law 
School. In World War I he was a cap- 
tain of infantry and in World War II 
was in the Army Air Force, attaining 
the rank of lieutenant Colonel. 
The Equitable’s agents’ association is 
issuing a house organ known as “The 
Association Quarterly.” 


R. McAllister Lloyd to Speak 
R. McAllister Lloyd, president of 
Teachers Insurance and Annuity Asso- 
ciation of America, will be one of the 
speakers at the annual meeting of the 
New York State Association of Real 
Estate Appraisers, meeting at the Hotel 
Astor, New York City, March 9. 


Guernsey’s New Post 
S. Kendrick Guernsey has’ been 
elected executive vice president of 
ag Life Insurance Co., Jacksonville, 
‘la. 


Conn. Mutual January Gain 

January was the third largest month in 
the ‘history of Connecticut Mutual Life 
with new business totaling $24,952,478, an 
increase of 19.5% over January of a 
year ago. 


Washington Asst. Manager 

Occidental Life of Calif. has appointed 
Lee D. Gerhold assistant manager of its 
Washington, D. C. branch. He was for- 
merly with New York Life and All 
States Life. 


T. W. Warren has been appointed 
manager of the Vancouver branch of 
Fidelity Life Assurance Co. 


Life Companies Seek Law Changes 
To Broaden Investment Channels 


Among spokesmen for life companies 
heard by the Joint Legislative Commit- 
tee on Insurance Rates and Regulations 
at a hearing on investments held in 
New York, Friday last week, were Fred- 
eric W. Ecker, executive vice president 
of Metropolitan Life; Richard K. Payn- 
ter, Jr., financial vice president, New 
York Life; and Stuart F. Silloway, vice 
president and manager of securities in- 
vestments of Mutual Life of New York. 

Mr. Ecker appeared in support. of 
amending the New York law to provide 
more adequately for loans by life com- 
panies to small businesses. The proposal 
which Mr. Ecker favored has for its ob- 
jective the meeting of a possible need 
for intermediate or longer-term credit 
by smaller firms. Except for real estate 
mortgage loans, he pointed out, it is not 
possible under the present law for a life 
insurance company to invest its funds 
through loans to unincorporated busi- 
ness enterprises. 

The proposal is explicit in defining 


the area of lending as supplementary to 
and in conjunction with the lending by 
commercial banks. It is stipulated that 
the life insurance company will make 
only those loans which are initiated 
through and submitted by a commer- 
cial bank, with the bank taking at least 
10% of the loan and staying with it for 
the same period as the life insurance 
company. P 

Mr. Paynter and Mr. Silloway both 
supported the amendment to the New 
York investment law proposed by Life 
Insurance Association of America and 
American Life Convention which would 
allow New York chartered life compa- 
nies to investment up to 5% of assets, 
but no more than two-thirds of surplus, 
in outlets which are not specifically 
named in statutes. Another phase of the 
“leeway provision” would grant the life 
firms the right, with specified safe- 
guards, to invest up to 3% of their 
assets, but no more than one-third of 
surplus, in common stock and loans to 
small businesses. 











HOME OFFICE 
NEWARK, N. J. 


Prudential security plans sell because they serve 








The Tom Beckers added another Prudential building stone to their house of security with $10,000 
of Modified Life 3 and a 20-year Family Income rider for $160 a month. 
If Mr. Becker should die, their plan would pay— 
@ $2,000 in cash immediately, 
@ an income of $160 a month until his children are grown, 
@ then a smaller income to his wife for her entire lifetime. 
Dan Waters, Prudential Agent who sold this plan says, "When | see how | can help families 
like the Beckers, | realize how important my job is. | can offer every prospect a tailor-made 


life insurance program because of the variety of contracts in The Prudential's sales kit and the 
flexibility of Prudential policies." 


The above facts are based on actual cases in our files, but the names are fictitious. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 


CANADIAN HEAD OFFICE 
TORONTO, ONT. 
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CARDINAL 


JACK L. 


Mitchell T. Melham, 


western 


regional sales di- 
rector of Pennsylvania for 
Franklin Life of Springfield, Ill., has an- 
appointment of Jack L. 
John C. Shaffer as 
agents for the company 


nounced the 
Cardinal and asso- 
ciate general 
with offices in Clairton and McKeesport, 
Pa. The part of an 
extensive Frank- 


appointments are 
expansion program of 
lin Life in the Pittsburgh area. 


Both Mr. Cardinal and Mr. Shaffer 


Issues New Policy Forms 

Two new plans of insurance have been 
released by National Life of Vermont. 
They are Endowment Annuity at Age 
55 and Endowment Annuity at Age 70. 

The new policies provide $1,000 of 
life insurance or the cash value, if 
greater, for each ten doll ars of month- 
ly income at the retirement age. The 
monthly income is guaranteed for at 
least ten years whathea: the insured 
survives or not, and optional guaran- 
tees of 15 to 20 years tor an adjusted 
amount of monthly income may be 
elected. 

The three Insurance and Income 
policies at maturity ages 55, 60 and 
65 which the company has been issu- 
ing, provide for $1,500 of insurance or 


the cash value, if greater, for a ten 
dollars a month income for ten years 
certain. With this extension of En- 
dowment Annuity contracts, Endow- 
ment Annuities are now available at four 
retirement ages—55, 60, 65 and 70. 


Philadelphia Life Up 17% 


Philadelphia Life announces the com- 
pletion of another record-breaking year. 
The $32 million of new business paid for 
in 1950 mpetents an increase of 18% 


over the $27 million paid for in 1949. 
Insurance in force showed a correspond- 
ing gain from $120 million at the begin- 


1950 to more 
end, 


ning of 
at the 


C than $140 million 
an increase of 17%. 


CHICAGO SUPERVISORS CLUB 

The board of the Life Agency Super- 
Club, Chicago, has named two 
directors to fill vacancies on the 


visors 


new 


board. By reason of promotion of 
Charles “Bud” Rothermel to manager 
of the life department of Moore, Case, 
Lyman and Hubbard, his term as secre- 


tary-treasurer is to be completed by R. 
M. MacCallum of Prudential’s Goldman 
agency. 

Elected to the board for a 
term is Earl Montgomery, 
cock; for a one year term 
Tomlinson, Gruendel agency, 
land Mutual. 


two year 
John Han- 
Russell C. 
New Eng- 


JOHN C. SHAFFER 


were formerly associated with Metro- 
politan Life as assistant district mana- 
gers in the Pittsburgh area. They both 
entered the life insurance field in 1947 
and as a result of outstanding records 
in personal production both were in 
1949 promoted to the positions of as- 
sistant managers. 

Mr. Cardinal has specialized in field 
training. Mr. Shaffer is completing his 
work for the CLU designation and has 
appeared as a speaker at meetings of 
life underwriter associations. 

In their association with Franklin 
Life, Messrs. Cardinal and Shaffer will 
combine agency organization with per- 
sonal production. 


VV VV VV VV VV VV VV VV VY 
PROTECT THE FAMILY DURING 
THE CRITICAL YEARS 


Attach our famous family income 
riders—10, 15, 20 and 25-year—to 
our low cost ordinary life. 

This provides: 

Cash clean-up fund, 
Income while children are grow- 
ing up, 
Life income to widow. 
Phone for illustration. 
PETER B. FLEMING AGENCY 


Mutual Trust Life Ins. Co. 
175 Main St. 30 Church St. 
White Plains, N. Y. 
WHite Plains 8-5175 
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Philadelphia Congress 

The annual luncheon and sales con- 
gress of Philadelphia Association of Life 
Underwriters was held at the Bellevue- 
Stratford Hotel baliroom February 15. 
David B. Fluegelman, a star agent of 
Northwestern Mutual Life and secretary 
of National Association of Life Under- 
writers; gave his philosophy of selling; 
R. Braddock Dinsmore, Provident Mu- 
tual agent, Princeton, N. J., told how 
he builds clientele through use of audit; 
and Robert N. Waddell, general agent, 
Connecticut Mutual, Pittsburgh, ap- 
praised the logic and emotion of present 
day production. 


Great-West Appointments 

Great-West Life has announced five 
field appointments. Roger Ethier, Mon- 
treal, and Stewart N. Loud, Detroit, have 
been appointed supervisors in their re- 
spective branches. 

In the Group field, E. E. Brooker and 
J. A. Faux have been named assistant 
Group supervisors for Ontario and J. M. 
Curran has been made assistant Group 
supervisor at Montreal. 





selling ''tools." 


the sales. 


That's why we keep up a continuous flow of 
fresh ideas to our agents. It's one of the 
reasons for our record growth... why we 
are one of the fastest growing insurance 


companies in the Middle West. 


If you are interested in joining a "live" and 
growing company, write or phone our 


agency director, Wm. J. Merritt. 


WISCONSIN NATIONAL 


LIFE INSURANCE COMPANY 
Home Office: Oshkosh, Wis. 


First Legal Reserve Stock Life Insurance 
Company Incorporated in Wisconsin 


GENERAL AGENCY OPENINGS IN WISCONSIN, 
INDIANA, MINNESOTA 


MICHIGAN, ILLINOIS, 


We feel that a good salesman can become 
a topnotch salesman if he has the right 
Idea-packed letters, cards, 
folders and booklets help "hammer home" 














NO—We Haven't Seen EVERYTHING 
(But We've Been Around!) 


We specialize in the “hard-to-place” 
risks, and your unusual case may be 
routine to us. 


FOR INSTANCE, we give liberal con- 
sideration to overweights . . . diabetics 
. . - ulcerites . . . pernicious anaemics 
-..Wwomen.,..etc.... 





Samuel D. Rosan Agency, Inc. 
General Agent 
CONTINENTAL ASSURANCE CO. 
Chicago, IIl. 

76 William St., N. Y. 5, N. Y., 

WH 3-7680 


Ask for Sam Rosan, Howard Rosan, 
Jack Cohen, Jule Roseman or Al Morelli 














Northern Florida Manager 





MERLE A. BROSCHE 


Merle A. Brosche has been appointed 
by Kansas City Life as general agent 
for northern Florida. The agency terri- 
tory consists of 35 counties. 

Mr. Brosche, educated at Purdue Uni- 
versity and a resident of Florida for 22 
years, now lives in Jacksonville. 

Mr. Brosche has been associated with 
the life insurance business for 15 years, 
for the past five years manager for a 
large eastern insurance company in 
Jacksonville. During World War II he 
served with the Airborne Engineers. 

The agency, to be known as the 
Merle A. Brosche agency, is located at 
4109 Peachtree Circle East, Jacksonville. 


LITTLE ROCK ASS’N ELECTS 

Pratt C. Remmel, general agent, Mu- 
tual Benefit Life, was elected president 
of the Little Rock General Agents and 
Managers Association at a recent meet- 
ing of the association. Other officers are 
John O. Gaultney, manager, New York 
Life, vice president and C. E. Nix, 
manager, National Life and Accident, 
secretary. Directors named were Pharis 
A. Hawes, manager, Metropolitan Life; 
Edwin L. Baxley, manager, New England 
Mutual Life; and C. Graham Smith, 
manager, Jefferson Standard Life. 


BUYS UTILITY BONDS 

Lakewood Water & Power Co., of 
California, has sold $950,000 of first 
mortgage bonds, 34% series due 1976, 
to New York Life, it has been announced 
by the directors of the utility company. 
Proceeds will be used to pay off bank 
loans and for new construction. 
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Figure in Massachusetts Mutual Executive Changes 


Following the January meeting of di- 
rectors of Massachusetts Mutual Life 
President Leland J. Kalmbach an- 
nounced that Richard C. Guest, vice 
president, was elected a director; J. 


Truman Streng, second vice president, 





RICHARD C. GUEST 


was elected a vice president. Other offi- 
cers advanced were: Michael Marchese 
to second vice president; Louis Levinson 
to actuary; Dr. Thomas S. Sexton to 
associate medical director; Harold F. 


MICHAEL MARCHESE 


Philbrick to assistant actuary; and Ru- 
dolph G. Kraft to superintendent of real 
estate. 

Mr. Guest joined the company last 
October having previously been vice 
president, actuary and a director of 
State Mutual Life. He is a member of 
the board of governors of Society of 
Actuaries. 

Mr. Streng came to the home office 
in 1948 as second vice president after 





SOUTHWESTERN DIRECTORS 


Directors of Southwestern Life, Dallas, 
added three new members to the board 
of directors, President Ralph Wood 
reported. Directors added are Karl 
Hoblitzelle, Dallas theatre magnate and 
bank chairman; J. L. Latimer, Magnolia 
Petroleum Co. president and Richard 
King, Christi bank chairman 
and South Texas ranch owner. 


‘Corpus 


serving in several of the company’s dis- 
trict real estate offices. He is a member 
of American Institute of Real Estate 
Appraisers and a trustee of Urban Land 
Institute. 

Mr. Marchese has been with the com- 





Arthur Johnson 


J. TRUMAN STRENG 


pany since 1913 for some years in the 
underwriting department most recently 
as underwriting secretar «. He is a mem- 
ber of the Home Ofi.ce Underwriters 
Association. 





LOUIS LEVINSON 

Mr. Levinson joined the mathematical 
department 
Harvard in 1927 having been associate 
actuary since 1946. He is a 
the Society 
the company employes’ pension commit- 


following graduation from 
Fellow of 
of Actuaries, chairman of 
tee, member of the committee on costs 

Agency Management Association. 


PACIFIC MUTUAL JAN. GAIN 

A gain of 41% is reported by. Pacific 
Mutual Life in new life insurance writ- 
ten during January as compared to the 
same month a year ago. 
of the by Fred S. 
Sibley, agencies. 

Top producing unit of the month was 
the Charlton G. Standeford 
Fresno, Cal. Forty coast 
to coast recorded increased writings in 
January. 


Announcement 
made 
superintendent of 


increase was 


agency at 


agencies from 


Northwestern National 
Gains Told by R. G. Stagg 


$13,700,000 INCREASE IN RESERVES 


W. R. Jenkins, Walter Biorn and Stahrl 
Edmunds Also Make Reports to 
Annual Meeting of Company 


In the 66th annual year-end report of 
Northwestern Life, 
R. G. Stagg gave special 
the breakdown of major items as_ be- 
tween the mutual and stock branches. 

He singled out the item of $13,700,000 
increase in reserves for future payments 
to policyholders as being especially sig- 
nificant just now. These reserves now 
total $163,000,000, he pointed out, an in- 
crease of $60,000,000 in the past five 
years which has come about despite the 
trend toward the purchase of term in- 
surance. 

While the company’s sales of new life 
insurance hit an all-time high last year 
of $149,000,000, consisting of $84,000,000 
of Ordinary and $65,000,000 of Group 
life, the accelerated trend toward infla- 
tion was a factor in producing these big 
figures, Mr. Stagg said. “Policyholders 
and stockholders have a direct personal 
interest, present and future, in the infla- 
tionary trend,” he commented. ‘“More- 
over, as citizens they have a compelling 
responsibility to defeat inflation which 
is possibly the gravest threat of all to 
our national security and hence to the 
security of free peoples everywhere.” 

Heads of three major home office de- 
partments reported to the meeting on 
1950 trends and the outlook for 1951 in 
their respective spheres. Vice President 

R. Jenkins discussed developments 
affecting the sale of Ordinz iry; Walter 
Bjorn, second vice president and di- 
rector of Group insurance, touched on 
highlights of the company’s expanded 
group operation; and Stahrl Edmunds. 
personnel director, told of problems and 
developments in that field. 


National President 


attention to 


Occidental Life Announces 


Agency Department Changes 


Three important changes in the agen- 
cy administration department of Occi- 
dental Life of California have been an- 
nounced by Vice President William B. 
Stannard. 

J. Edward Carnal has been named 
western and southern division manager, 
Gordon V. Jenkins has been named ad- 
ministrative assistant, agency depart- 
ment, and Joseph T. DuMoe will add the 
supervision of brokerage business to his 
present duties. 

In his new position, Mr. Carnal will 
have under his management the Pacific 
Northwest, State of California, Rocky 
Mountain area and southern states con- 
sisting of Arizona, New Mexico, Texas, 
Oklahoma, Alabama, Arkansas, Louisi- 
ana and Mississippi. 

Mr. Carnal, the former home office 
brokerage manager, has been in the 
insurance business 20 years, 15 of which 
he has spent with Occidental. He also 
served as head of Occidental’s brokerage 
operation in Chicago. 

As administrative assistant, Mr. Jen- 
kins takes on added responsibilities un- 
der Vice President Stannard. His entire 
business experience has been gained with 
Occidental, beginning in 1936. Most 
recently he has been an assistant divi- 
sion manager. 

Mr. DuMoe takes his new brokerage 
duties on in addition to his function as 
superintendent of salary savings and 
mortgage protection and supervisor of 
pension trust business. He has been with 
Occidental since 1937. 


HEAR TALK BY A. J. SCHICK 

Albert J. Schick, chairman of the New- 
ark Society of CLU, and with The 
Prudential, recently addressed the Hud- 
son County Life Underwriters Associa- 
tion in Jersey City on the subject of 
business insurance. 


Awarded Directors’ Cup 
Of Phoenix Mutual Life 





JOSEPH J. WARREN 


The Brooklyn Borough Hall agency of 
Phoenix Mutual Life, 
seph J. Warren, 
Directors’ 


managed by Jo- 
has been awarded the 
Cup of the company for its 
1950 accomplishment. Presentation of 
the cup was made by D. Gordon Hunter, 
company vice preisdent, at a _ recent 
meeting. 

Runner-up agencies were Providence, 
Albert J. Woodward, and 
managed by William A. 


This was the second straight year 


agency 


managed by 
Bridgeport, 
Hunt. 
that Bridgeport earned runner-up hon- 
ors. 
The 


board 


cup is awarded by vote of the 


directors to the agency which 
each year shows the best attainment in 


agency objectives and excels in the 


factors of successful management. 

Less than four years old, the 
Sorough Hall agency 
in volume of business, running 92% 
ahead of 1949. The agency also had an 
excellent record in training and develop- 


ing new salesmen. Agency leader was 


srooklyn 
had its best year 


Pat J. Crandall. 

Joseph Warren, manager of the win- 
ning agency, joined the company’s New 
York Downtown office in 1938. He was 


advanced to field supervisor in 1941 and 
received further training in the Brook- 
lyn Central, New York Downtown, and 
New York Lincoln agencies. He was 
appointed manager of the new Borough 
Hall agency in September, 1947. 


Huebner Foundation Grants 
The S. 
surance Education, administered at Uni- 


S. Huebner Foundation for In- 


versity of Pennsylvania, by a board 


professors prominent in insurance edu- 
cation, is currently announcing to leaders 
in colleges and universities of the United 
States that 
ship and scholarship grants will be avail- 
1951-2 


and Canada liberal fellow- 


able for the academic year 


These grants are intended exclusively 
for young teachers or graduate students 
desirous of preparing for insurance 
teaching or research work in higher edu- 
cational institutions and who will pri- 
marily be studying for their doctorates 
Through this means the Foundation is 
making a practical and timely contribu- 
tion to the strengthening of college and 
university faculties. 

3asic fellowship and scholarship grants 
for non-veterans will range from $700 
to $2,125. A candidate for either a fel- 
lowship or a scholarship must have at 
least a bachelor’s degree and intend to 
follow insurance teaching as a’ career, 
or intend to major in insurance for a 
graduate degree. 
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Massachusetts Mutual General Agents 
Meet at Edgewater Beach, Chicago 


Chicago — General Agents Association 
of Massachusetts Mutual Life held its 
annual business conference February 5 
and 6 at Edgewater Beach Hotel, with 
more than 100 general agents and com- 
pany officials in attendance. 

The Monday morning session was 
opened by Angus B. Rosborough, CLU 
of Jacksonville, Fla., association presi- 
dent. Leland J. Kalmbach, president 
of the company, delivered the opening 
address and discussed the life insurance 
industry’s place in the nation’s economy. 
He stated that he felt that the industry 
had more than kept pace with the na- 
tion’s economy in respect to its prime 
function of furnishing life insurance pro- 
tection and that the genera] agents, as 
representatives of the sales force, could 
well be proud of this record. He also 
commented on the company’s progress 
as it entered its centennial year, and 
reported that operations in 1950 were 
the most satisfactory in the Massa- 
chusetts Mutual’s 99-year history. 

A panel on “Planning the Job,” con- 
ducted by Corydon K. Litcl iard, CLU, 
Springfield, Mass., E. W. Gale, Wilkes 
Barre, E. Leo Smith, Indianapolis, 
Jewel W. Tyson, CLU, Richmond, and 
Kenneth W. Perry, CLU, Hartford, con- 
cluded the morning session. 

Bg afternoon session, under Clarence 

. Reuling, CLU, Peoria, III, vice pres- 
ye of the association, included two 
panels. Kenney E. Williamson, CLU 
Peoria, William F. Hughes, CLU, Mem- 
phis, Alvin T. Haley, CLU, Greensboro, 
N.C., Desmond J. Lizotte, Newark, and 
Silas G. Johnson, Madison, Wis., spoke 
on the recruiting of career underwriters; 
and J. S. Braunig, Boston, Howard 
Kelley, Chicago, and Gerald L. Griffin, 
CLU, Albany discussed the training of 
career underwriters. 

The inter-related functions of the 
home office agency department and the 
field agencies was the theme of an ad- 
dress by Vice President Charles H. 
Schaaff who brought out that “the way 
to obtain production objectives and to 
maintain permanently our high position 
among the life insurance companies is 
to increase manpower.” 

Wrayburn M. Benton, second vice 
president, was toastmaster at a dinner 
meeting Monday evening, at which time 
special awards were presented for out- 
standing achievements. Earl C. Jordon, 
Chicago recived the Perry Achievement 
Award on behalf of his agency from 
President Kalmbach; Vice President 
Schaaff presented plaques to the Roch- 
ester, St. Louis-Woods, and Lawrence, 
Mass. agencies, group winners in the 
recent Quota Buster Contest; and Vice 
President Chester O. Fischer presented 
service emblems to General Agents 
Ernest M. Sawyer, La Salle, Ill., Frank 
W. Drake, Birmingham and Corydon '@ 
Litchard, CLU, Springfield. 

Lovell H. ¢ ‘ook, CLU, Springfield, im- 
mediate past president of the associa- 
tion, presided over the Tuesday session. 
Vice President Richard C. Guest gave a 
general discussion of insurance affairs. 





Reports Record January 

The largest January production in the 
history of the Equitable Life of Iowa 
was recorded last month by the com- 
pany ’s field force, R. E. Fuller, agency 
vice president, announced. A total of 
$9,622,381 of new life insurance volume 
was paid for, for a gain of $2,155,898, or 
28.9% over the total recorded in Janu- 
ary, 1950, 

Insurance in force was increased dur- 
ing the month by $4,212,692, increasing 
the total insurance in force figure of 
the Equitable Life of Iowa to $1,104,- 
868,975. 


He commented on mortality experience, 
military business, changes in medical un- 
derwriting, pension trusts, graded death 
benefit contracts, and a general survey 
of the company’s operations and policies 
in the Group insurance field. 

Clarence E. Pejeau, CLU, Cleveland, 
John R. Humphries, Ch: ittanooga, Harry 
C. Copeland, Jr., Syracuse, Geo. Paul 
Roberts, W heeling, Ned G. Patrick, 
CLU, Omaha, and Eugene W. Hassfeld, 
CLU, Toledo, were the speakers on a 
panel, “Ideas That Sell.” The final 
speech of the conference was given by 
V ice President Fischer and was entitled, 

“The Best Is Yet To Come.” Mr. 
Fischer stressed the leadership responsi- 
bilities, as citizens and as life insurance 
men, which must be assumed by both 
agents and general agents in these cru- 
cial times. He stated, “It is my belief 
that we have recognized the difficult and 
dangerous situation which confronts us 
and that we have accepted the challenge 
and are going to meet the needs that 
arise, whatever they may be.” 


Life Insurance Is Up 
With Nation’s Economy 


PROTECTION VOLUME SHOWS 





President Kalmbach of Massachusetts 
Mutual Gives General Agents Facts 


on Trend 





President Leland J. Kalmbach of 
Massachusetts Mutual Life, in speaking 
before company general agents at Edge- 
water Beach Hotel at Chicago last week, 
stated that he felt the life insurance 
industry had more than kept pace with 
the nation’s economy, an achievement 
that was a real credit to the sales forces 
of the nation. 

“In recent months the opinion has 
been expressed on several occasions that 
somehow the life insurance industry has 
failed to keep pace with the expansion 
of the country’s economy,” he said. “Ap- 
parently this conclusion is arrived at on 
the basis of the diminishing portion of 
the national income finding its way into 
the premium accounts of United States 
life insurance companies or upon the 
tendency for life insurance company as- 

















“Mind if I drop one in? I think your boss needs to revise his own 
and your company’s group insurance program!” 


Bankerslifemen Know Howto Make 
Effective Suggestions 


Presenting valuable insurance program suggestions is daily 
practice for Bankers/ifemen, though we must admit we have 
not heard of any of them using suggestion boxes for this. 


They do have attractive and well-organized proposal 
material, which they know how to use effectively, to make 
their suggestions completely clear to their prospects. With 
the Bankers Life plans which they have available, they can 
make proposals exactly suited to the prospects’ needs. This 
is a successful combination of tools for the Bankers/ifeman 
thoroughly trained in their use. 


The clarity and soundness of their recommendations 
earn respect for Bankers/ifemen, help to make them the 
kind of life underwriters you like to know as friends, fellow 


workers, or competitors. 


Bankers /2/e COMPANY 


DES 


MOINES 





sets per policyholder to decline. Frank- 
ly, I do not agree with this conclusion. 

“The framework within which our 
economy operates has changed in several 
important respects in the _ post-Pearl 
Harbor period, and unless these changes 
are considered in analyses of this type, 
I am afraid we may reach conclusions 
not supported by the facts. 


Two Far-Reaching Changes 


“Two most far-reaching changes have 
taken place—first, the tremendous in- 
crease in the level of all taxes levied 
directly and indirectly on our market, 
and, second, the steady increase that 
has occurred in the cost of living. Two 
other factors are the growing aware- 
ness of the old age and survivors insur- 
ance benefits under the Social Security 
Act, and the tremendous growth in pri- 
vate pension plans. These latter two 
factors have resulted, for important seg- 
ments of the population, in the realiza- 
tion that there is a somewhat diminished 
need for the accumulation of funds in 
the hands of life insurance companies 
for personally financed retirement pur- 
poses. On the other hand, the increases 
in taxes and the cost of living have re- 
sulted in the recognition of a need for 
greater life insurance protection. 

“I feel strongly that the primary re- 
sponsibility of life insurance companies 
to society is to furnish life insurance 
protection and that, as important as the 
investment functions are, they are of a 
subordinate nature. Therefore, I think 
that in attempting to evaluate how effec- 
tive the life insurance industry has been 
in recent years, we should ask the follow- 
ing question: ‘Are life insurance sales 
and the amount of life insurance in force 
keeping pace with the insurance needs 
of our society?’ The answers will neces- 
sarily have to take into consideration 
the growth in our population and the 
increase in the cost of living. 

“First, as regards life insurance sales, 
a comparison of life insurance purchases 
per million of population with the Con- 
sumers’ Price Index, compiled by the 
U.S. Department of Labor, and more 
generally known as the cost of living 
index, indicates clearly that in recent 
years life insurance sales have more 
than kept pace with the growth in the 
country’s population and with the in- 
crease in the cost of living. A table 
comparing life insurance purchases per 
million of population with the cost of 
living, taking the averages of the years 
1935 - 1939 inclusive as a base, shows that 
for each year since that period, except 
during the war years, the index of life 
insurance purchases has kept well above 
the consumers’ price index. 

“A similar table comparing life insur- 
ance in force per million of population 
with the consumers’ price index, shows 
that at the end of 1950 the index of 
life insurance in force per million of 
population was well in excess of the 
consumers’ price index, indicating that 
even the total life insurance in force has 
more than kept pace both with the 
growth in population and the increase 
in the cost of living. I shall have to 
confess that the results of this latter 
comparison were somewhat surprising 
to me, having in mind that it would 
normally take a number of years of in- 
creased sales to offset the reduced pur- 
chasing value of the total life insurance 
in force brought about by an increase 
in the price level. 

“As a result of these comparisons, I 
think it is evident that the life insur- 
ance industry has very definitely kept 
pace with the nation’s economy in re- 
spect to its prime function of furnishing 
life insurance protection. I think it 
should give us all a feeling of real pride 
to know that the agency forces of 
the country have done such an outstand- 
ing job.” 


DR. RAINARD B. ROBBINS DEAD 

Funeral services for Dr. Rainard B. 
Robbins, consulting actuary and former 
vice president of Teachers Insurance 
and Annuity Association, were held 
Tuesday in Tarrytown, N. Y. Dr. Rob- 
bins died Sunday of a heart attack. He 
was 64 years old. 
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Northwestern Mut. Assets $2.6 Billion 


New Life Insurance Last Year $455 Million; Net Income 
Earned on Investments Was 3.15%; 
President Fitzgerald’s Report 


Reporting to the 93rd annual meeting 
of the company President Edmund Fitz- 
gerald of Northwestern Mutual said 
sales in 1950 were third highest in its 
history. New insurance that year 
reached $455 million with average policy 
of $6,729. Total insurance in force De- 
cember 31 last was slightly more than 
$6.3 billion on more than 1,400,000 poli- 
cies. Income in 1950 was $365.6 million, 
about 63% coming from premiums, 24% 
from investments, 13% from other 
sources. A record amount of $182 mil- 
lion of benefits paid covered death and 
endowment proceeds, dividends and 
other payments, about 450 going to liv- 
ing policyholders. In addition to bene- 
fits paid from 1950 income, the sum of 
$137.6 million was credited to policy 
and other legal reserves for payment of 
future benefits, and $88 million was 
credited to contingency reserves. Addi- 
tions to contingency reserves, including 
$2.1 million from the 1949 tax reserve, 
totaled $10.9 million. Total contingency 
reserves are now $167.5 million, a ratio 
of 7.1% to reserve liabilities. Assets 
reached $2.6 billion. The dividend scale 
effective last year on policies has been 
continued for 1951, and_ estimated 
amount of dividends payable is $39.4 
million. The rate paid on funds held at 
interest for policyholders and_ benefi- 
ciaries will also be continued at the 
same rate; namely, 3% where that rate 
is the contract guarantee and 2.75% 
where the guarantee is lower. 


Investment Trends 


Net income earned on investments 
averaged 3.15% during 1950, compared 
with 3.13% for 1949. Mortgage loans 
offered the principal channel for new 
investments, showing a net increase of 
$123 million. The Northwestern Mutual 
closed a total of $122 million of new 
residence mortgage loans during the 
year, including F.H.A. and V.A., dis- 
tributed over 31 states. The entire mort- 
gage loan portfolio now exceeds 45,000 
loans totaling $454 million, its all-time 
high. Credit restrictions are now re- 
ducing the rate of investment in real es- 
tate mortgages. 

The bond account showed a net in- 
crease of slightly under $12 million. By 
reinvesting substantial sums, becoming 
available from maturities, sinking fund 
redemptions, sales and calls, the bond 
department purchased new holdings 
which will result in an increase of some 
$500,000 a year in the company’s future 
income. Increases are shown in the 
public utility and industrial bond ac- 
counts, little change is noted in railroad 
bonds and railroad equipment trust cer- 
tificates, and decreases resulted in mu- 
nicipal and government bond _ holdings. 
Total investments in the bond account 
are well above $1.8 billion. 

At the year end, the asset value of 
preferred stocks held amounted to $46.6 
million, or 1.8% of assets. 


Federal Taxation 


_ Last year Congress proposed to tax 
income of life insurance companies for 
1949 and retroactively for 1947 and 1948. 
The retroactive feature, opposed in prin- 
ciple by the Northwestern Mutual, was 
not included in the law passed in 1950. 
However, Mr. Fitzgerald pointed out, 
Federal income taxes of $2,534,000 
chargeable to 1950 under the new law 
are 71% above the $1,480,000 for 1949. 
Total Federal, state and local taxes of 
the company payable for 1950, are al- 
most $7 million. One-half of the in- 
crease in the 1950 cost of doing business 
over 1949 came from greater tax pay- 
ments, 

Commenting further on taxes, Mr. 
Fitzgerald also pointed out that under 
the amended Social Security Act, the 


Northwestern is now paying taxes for 
those agents who are defined as “em- 
ployes” under the law. 
No War Clause at This Time 
As of this date, no “war clause” 


limiting benefits payable as a result of 
death in war service is in effect under 


Federal L. & C. Joins LIAA 


Federal Life and Casualty, Detroit, 
has become a member of the Life Insur- 
ance Association of America. The com- 
pany was elected to membership by the 
Association’s board of directors at its re- 
cent meeting. President of the company 


sb, VV. Che. 





any Northwestern Mutual policy. All 
restrictions of World War II were can- 
celled as of October 18, 1945, except for 
claims arising before that date. If and 
when necessary, new policies issued will 
be subject to a war clause, said Mr. 
Fitzgerald. 
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Joins AMA Research Staff 


Burian-Moss 


JOSEPH WEITZ 


Joseph Weitz, associate professor of 
psychology at Carnegie Institute of 
Technology, has joined the staff of the 
Agency Management Association as a 
research associate and will take charge 
of the association’s research in the field 
of opinion and attitudes of agents and 
the life insurance public. 

One of Dr. Weitz’s first projects will 
be the completion of the “Baton Rouge” 
interview survey. Also to be published 
under his supervision is the study of 
agent attitudes done by the association 
for Commonwealth Life. 

Dr. Weitz was born in New York City 
and received a degree from Carnegie 
Tech in 1937. He then studied at the 
University of Virginia, receiving an 
M.S. in 1938 and a Ph.D. in 1940. From 
that time until his entry into the Army 
Air Corps in 1942, he served as assistant 
professor of psychology at Tulane Uni- 
versity. Following service as a captain 
with the Air Corps’ Psychological Re- 
search Section, he returned to Tulane 
in 1946 as an associate professor. He 
went to Carnegie in 1948. 


Since World War II Dr. Weitz has 
served as a consultant to a number of 
armed forces groups and government 


agencies. He has had many articles pub- 
lished in scientific journals. 


Honor Roy A. Schroder 

Roy A. Schroder, retiring general 
agent for Pacific Mutual Life at New 
Orleans, was presented with a copy of 
a resolution passed by the company’s 
board of directors, at a recent testi- 
monial dinner, attesting to his outstand- 
ing record and the high esteem in which 
he is held by Pacific Mutual Associates. 
Attending the banquet were Fred S. 
Sibley, Pacific Mutual’s superintendent 
of agencies, and other company officials. 

Mr. Schroder began his Pacific Mutual 
career in 1930 as a personal producer 
in Kansas, moved to California in 1936 
and was appointed general agent at New 
Orleans in 1941. He will continue with 
Pacific Mutual as a personal producer. 


Aetna Life Awards 
Three general agencies of the Aetna 
Life have been awarded certificates tor 
producing outstanding agency bulletins 


during 1950. They are the Henry A. 
Maddox Agency, Atlanta, Ga., which 
publishes “The Georgian”; Rayford B. 


Hills Agency, Dallas, producers of the 
“Heart Beat’; and Kasche & Kasche 
Agency, Milwaukee, publishers of the 
“News Reel.” 

The awards were based upon excel- 
lence and effectiveness in design, pre- 
sentation of contents, and interpretation 
of agency policies and plans, 
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INVESTMENT RESEARCH 
ACTIVITIES 

The investment research program of 

Life 

has attained a scope and importance far 


Insurance Association of America 
beyond that of mere investment research 
as revealed in the report of Dr. James 
J. O'Leary, 


search for the 


investment re- 
This 


director of 


association. pro- 
gram was never intended as a day-to- 
day investment service for the individual 
life insurance investment officer; rather 
it is devoted to long-range economic 
research affecting the investment aspect 
of the life insurance business with its 
primary value in the aid it provides to 
top policy decisions in the business. 
The 
is made up of a dozen of the top in- 
vestment officers and economists of the 
Ecker, 
executive vice president of Metropolitan 
Life, and including Sher- 
win C. Badger, vice president New Eng- 
land Mutual; William W. Bodine, chair- 
man of the board of Penn Mutual Life; 
Homer N. Chapin, vice president Massa- 
Mutual; Devereux C. Josephs, 
New York Life; L. Douglas 
executive vice president Na- 
Robert B. Patrick, 
3ankers Life 
financial vice 
Life; Caleb 
Prudential; 


Investment Research Committee 


life companies with Frederic W. 


as chairman, 


chusetts 
president 
Meredith, 
Life of Vt.; 
president 
Sedgwick, 


tional 
financial vice 
Co.; John P. 
president State Mutual 
Stone, vice president The 
Frank J. Travers, vice president Ameri- 
can United Life; Frazar B. Wilde, presi- 
dent Connecticut General Life; and 
Donald B. Woodward, second vice presi- 
dent Mutual Life of New York. 

During the period 1945-1950 research 
expenditures amounted to $681,514 of 
which $384,288 has been paid to outside 
research agencies for research sponsored 
by the association. For instance, the 
association is participating in three proj- 
ects with the National Bureau of Eco- 
Research on corporate bond re- 
estate finance and 
A grant was made 


nomic 
search, urban real 
agricultural finance. 
to the Cowles Commission for Research 
in Economics for work on Economic As- 
pects of Atomic Power, a pioneering 
undertaking. Another project is Saving 
and the American Capital Market which 
should show the part life insurance com- 


panies play in savings and investment. 


The advisory committee for this project 
contains some of the most distinguished 
economists of the country, including 
several life company investment offi- 
cers. Other projects under similar aus- 
pices are that on Capital Requirements 
in the American Economy and study of 
Formula plans for Common Stock Pur- 
chases. 

These are all in addition to the re- 
search projects being carried on by 
association’s own research staff. 
have been many opportunities 
for the staff to cooperate with the 
business in a broad way. As Dr. 
O’Leary says in his report: “Perhaps 
the outstanding advantage which has 
been derived from the investment re- 
search program during the past year 
has been that as the national emer- 
gency has developed, the program has 
given the life insurance business a 
close contact with government policy 
makers on the question of credit con- 
Partly because of the research 
the insurance business had 
an excellent opportunity to consult 
the Federal Reserve Board and 
Housing and Home _ Finance 
Agency on controls over mortgage 
credit and the same opportunity is 
being provided in current discussions 
which are taking place on establishing 
a system of voluntary agreement by 
life companies and other lending insti- 
tutions to restrain inflationary credit.” 

The investment program 
of LIAA is demonstrating the wide 
field of its possible value not only to 
the life insurance business but to the 
American economy. 


the 
There 


trols. 
program, 


with 
the 


research 


whole 


Andrew Hamilton, well known Mon- 
treal property insurance adjuster, has 
been in the insurance business half a 
century. Insurance company executives 
were hosts at an affair paying him trib- 
ute on his anniversary. On behalf of the 
gathering Alex Hurry, retired Canadian 
manager of Northern Assurance, pre- 
sented Mr. Hamilton with a gold watch 


and chain. 
* * 


Arthur M. Collens, who recently re- 
tired as chairman of the board of Phoe- 
nix Mutual Life, has been designated 
Member Emeritus of the National In- 
dustrial Conference Board of New York 
by formal action of the board in recog- 
nition of his years of affiliation with 
the organization. He has been an ac- 
tive member of the board since 1937. 


CHARLES E. CLEETON 


Charles E. Cleeton, CLU, vice presi- 
dent of National Association of Life Un- 
derwriters, marked his 30th anniversary 
with Occidental Life recently. After 
making the company’s $100,000 Club the 
first year, becoming an officer of the 
$290,000 the next, he opened his own 
general agency in Los Angeles in 1935. 
In 1934 he passed all five of the CLU 
exams in one sitting, has since held 
all offices in the Los Angeles Chapter of 
CLU, and has been a life member of 
the Million Dollar Round Table since 
1935. He was elected a trustee of NALU 
in 1946, was elected secretary in 1949 
and currently is vice president. 

a ee 

S. Rush Coffin, for three years the 
leading agent of the Aetna in Hartford, 
has been appointed-a supervisor of the 
general agency of Shepard and Com- 
pany, that city. General agents are C. 
Gilbert Shepard and Joseph T. McCance. 
Mr. Coffin, a graduate of Weslevan 
College and son of Vincent B. Coffin, 
senior vice president, Connecticut Mu- 
tual, is first vice president of Hartford 
Life Underwriters Association and chair- 
man of 1951 Connecticut Life Under- 
writers Congress. 

o* * cs 

Robert F. Beiden, advertising depart- 
ment, Hartford Fire, and Henry E. Con- 
ner, Jr., supervisor in expense analysis 
department, Aetna Life Affiliated Com- 
panies, have been 25 years with their 
organizations. 

ae 

J. E. Horsley of Miami, Fla., was the 
leading individual producer for 1950 of 
the American Fire & Casualty of Or- 
lando, Fla. Mr. Horsley has held the 
top spot in production for many years. 

* * * 

S. Jock Thomson, of the Securi- 
ties Department of Pacific Mutual Life, 
has been elected to serve on the Board 
of Governors of the Los Angeles Soci- 
ety of Security Analysts. 

oe . 


Dwight L. Clarke, chairman of the ad- 
visory council of Occidental Life of Cali- 
fornia, has been named chairman of 
the Life Insurance Committee of the 
Los Angeles Chamber of Commerce by 
President Oscar L. Trippett. 

ie a ae 


Clarence S. Madill, New York Life, 
Montreal, has been elected president of 
Life Underwriters Association of Can- 
ada. C. Wesley Mealing, CLU, Toronto, 
is chairman of the board. Redmond J 
Cartrand has been appointed field as- 
sistant. 





EDWARD L. SWEEDLER 


Edward L. Sweedler, one of the prin- 
cipal agents of Union Central Life and 
a partner in Sweedler-Sisson Co., a 
Brooklyn insurance agency, has_ been 
made chairman of the Brooklyn Red 
Cross insurance division of 1951 cam- 
paign. He is a trustee of Hebrew-Edu- 
cational Society of Brooklyn and is ac- 
tive in other philanthropic organiza- 
tions. He is a trustee of the Brooklyn 
branch of the Life Underwriters Asso- 
ciation of the City of New York. 

ee 


Maurice S. Tabor, long active in Buf- 
falo life insurance circles, has been 
elected treasurer of the Community 
Chest of Buffalo and Erie County. 

# 

Harry J. Volk, head of the western 
home office of The Prudential, has 
been named chairman of the metropoli- 
tan traffic and transit committee. 

* OK * 





JARL T. SORENSEN 


Jarl T. Sorensen, newly named assist- 
ant secretary of the Eastern Underwrit- 
ers Association, has had a well- rounded 
experience in the fire insurance engi- 
neering and rating field. In addition to 
his connections with the Ohio Inspection 
Bureau and the Western Actuarial Bu- 
reau in Chicago he served several years 
with the Insurance Company of North 
America as an engineer and_ special 
agent and in public utility production. 
He has served on committees of Na- 
tional Fire Protection Association and 
the Council of Special Risk Under- 
writers. 

















_—_—_ Pe 





February 16, 1951 








Page 21 





Schools for General Adjustment 
Bureau’s Personnel 

The General Adjustment Bureau de- 
cided in 1946 that it would inaugurate, 
for its own personnel, training schools 
in Fire, Inland Marine, Automobile and 
Casualty loss adjustment subjects. These 
schools were established in Hoboken, 
N. J. In them a large number of ‘its 
personnel has studied the fundamentals 
of loss adjustment. 

Appearing as lecturers at the school 
have been officers of companies, general 
adjusters and others in the adjustment 
field especially qualified to communicate 
information about special types of losses. 
Furthermore, classroom work has been 
combined with field work. Those taking 
the courses in automobile insurance have 
made inspection trips looking at car 
wrecks and the following day have re- 
viewed the results of their inspection. 
Among other classes have-~ been those 
on Business Interruption insurance, the 
lecturers being managers and senior ad- 
justers. 

Hoboken was selected as the training 
center because it is only a few miles 
from downtown New York if travel is 
by Hudson Tube or ferry; and at the 
same time it is far enough away from 
the downtown New York insurance cen- 
ter where General Adjustment Bureau 
has its headquarters and so many com- 
panies have their home offices that the 
students can escape the distractions of 
the metropolis; and furthermore, it is 
possible for these trainees to find easily 
available hotel accommodations in Jer- 
sey City, which is next door to Hoboken. 

The school, successfully run under the 
direction of William C. Moore, GAB 
director of education, assisted by Allan 
Wikman, assistant director of education, 
operated in efficient routine until the 
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property insurance business was hit by 
a catastrophe which resulted in more 
than 210,000 losses for GAB and prob- 
ably will reach a million losses for the 
insurance companies over all. It was a 
wallop of $100,000,000 and the losses are 
still coming in. This catastrophe was the 
windstorm of November 25, 1950, which 
swept over 11 states in a few hours. 

In order to handle this great property 
disaster the General Adjustment Bureau, 
which the day before the storm had a 
personnel of 3,000 workers, including 
1,700 adjusters, found itself so swamped 
with work that it was necessary to aug- 
ment the personnel by another 1,000, so 
that 4,000 persons are now in the or- 
ganization. 

In view of the specialized nature of 
the windstorm losses and the large in- 
crease in the number of inspectors, it 
was thought advisable to revise the study 
program which had been used in the 
Hoboken school so that the students 
could concentrate on storm losses. Be- 
fore the storm the classes had continued 
over a fortnight or four weeks’ dura- 
tion. 

And so it happened that dozens of 
inspectors of storm losses began taking 
special training courses, and there have 
been close to 300 of such students. They 
come to Hoboken from all over the Bu- 
reau’s Eastern Department, from Maine 
to West Virginia, but mostly from New 
York, New Jersey, Connecticut, Massa- 
chusetts and Pennsylvania. The room 
in which they study—generally for a 3% 
days’ stretch—will accommodate approx- 
imately 60 men. 

Each student is supplied with a port- 
folio containing material of about 40 
items. These include policies, forms, 
instruction releases, guiding principles, 
building-construction and estimating and 





W. C. MOORE 


a brief library of factual information. 
After taking the Hoboken course the 
students go out in teams of five or six 
men under a supervisory adjuster and 
inspect actual storm losses. At GAB 
they call them “Storm Troopers” or 
“Bird Dogs.” 

Educational Director Moore, who, by 
the way, is a son of the late Louis 
Moore, for years general adjuster of 
New York Underwriters Agency (an 
affiliate of Hartford Fire, and now called 
New York Fire Underwriters Insurance 
Company), is author of the book, “A 
Primer on Adjustments,” written for 
agents, brokers and other producers and 
published by Rough Notes Co. A grad- 
uate of Princeton, he has been with the 
GAB 24 years. Allan Wikman has also 
been with GAB for almost a quarter 
of a century. Born in Sweden, Mr. 
Wikman was senior adjuster in Scran- 
ton and Buffalo and came to the New 
York head office of GAB in 1947. He 
is also one of the lecturers at the School 
of Insurance Society of New York. 

Most of the instruction at the wind- 
storm loss instruction sessions has been 
by Earl F. Leach, general adiuster of 
GAB, and Allan Wikman. Mr. Leach 
has been with the GAB 25 years, that 
anniversary being celebrated last Decem- 
ber at which time he was presented by 
GAB with a gold watch. During his 
GAB experience Mr. Leach was a prin- 
cipal adjuster in Newark, Asbury Park, 
Paterson and Trenton and was manager 
of the Jersey City office prior to com- 
ing to the head office in 1948. 

Philip Winchester, general manager, 
Eastern Department, GAB, has frequent- 
ly visited the School, taking an active 
interest in the entire training program. 

* * * 


Booklet by Kirkpatrick and Kendrick 

The Chamber of Commerce of the 
United States has issued a 15-page book- 
let, entitled “Benefits and Costs of In- 
dividual and Family Health Insurance 
Policies,” written by A. L. Kirkpatrick, 
manager of the Chamber’s insurance de- 
partment, and Benjamin B. Kendrick, 
research associate, Life Insurance Asso- 
ciation of America. The booklet is based 
on studies of data obtained by the na- 
tional chamber’s insurance department 
from leading insurance companies and 
fraternal societies writing hospital, sur- 
gical, medical expense and _loss-of- 
income insurance. 

Two full page charts illustrate fea- 
tures contained in the most popular 
forms of policies issued by leading 
companies. 

The authors point out that the present 
voluntary system is making available to 
the public a wide range of insurance 
policies which any individual or family 
can purchase if they want to give insur- 
ance protection a high priority in the 
list of family budget necessities. 

“The assumption seems warranted,” 
the study concludes, “that almost any 
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self-supporting individual or family will- 
ing to give the cost of such protection a 
priority over alternative expenditures— 
usually less necessary—can purchase re- 
markably complete coverage against 
health expenses.” 

* * 
Get British Honors 


As is often the case, some British 
insurance men figured in the New Year 
honors of King George. The following 
are new: 

Knights Bachelor—E. D. A. Herbert, 
a director in London head office of the 
Northern Assurance board, and W. A. 
Souter, an underwriting member of 
Lloyd’s. : 

Order of the Bath—H. W. Ayers, 
under-secretary, Ministry of National 
Insurance. 

Order of the British Empire—S. K. 
Davies, Law Union & Rock; R. Gilles- 
pie, United Kingdom Mutual War Risks 
Association; J. S. Pearce, Ministry of 
National Insurance. 

a * a” 


The December 31 Deadline 


The Natural Business Year Commit- 
tee of the Illinois Society of Certified 
Public Accountants recently published 
an article by the president of a company 
manufacturing automobile accessories 
which has been reprinted by the maga- 
zine Credit and Financial Management 
under the caption, “Why Close Your 
300ks At December 31?” Some com- 
ments made by this executive follow: 

“Our company reported the results of 
operations on a December 31 year. That 
time of year has always been one of 
our busiest seasons. Despite the fever- 
ish activity of our accounting depart- 
ment, we have never been able to ex- 
pedite the routine mechanics of closing 
our books to obtain financial informa- 
tion for management before it became 
ancient history. Our company had been 
advised of the advantages of a natural 
business year in the past by our au- 
ditors. Like so many things, however, 
we kept putting off a ch ange in our ac- 
counting period because it seemed rela- 
tively unimportant and also because we 
never paused to consider what effect it 
would have on our operations. 

“An analysis of our monthly produc- 
tion, sales, inventory, and_ receivables 
for a period of time, disclosed that the 
lowest point in our annual _ business 
cycle occurred in July. On this basis, 
we decided to make a change to a fiscal 
year ending July 31 and filed requests 
with the Commissioner of Internal 
Revenue and with our various state tax- 
ing authorities for permission to change 
our accounting period. Permission from 
each was easily obtained. 

“Our change to a natural business 
year has resulted in several important 
advantages. First, our statements pre- 
pared on a July 31 fiscal year have a 
‘new look.” We are no longer con- 
fronted with substantial working capital 
tied up in inventories and receivables 
since these items at this time of year 
have been substantially liquidated and 
appear as cash, giving a much healthier 
appearance to our balance sheet. 

“The elimination of sizable inventory 
and receivable balances which had al- 
Ways appeared in our calendar year 
statements also did away with much 
of the conjecture as to ‘valuation’ of 
these items. With smaller inventories, 
the work of taking and pricing the in- 
ventory was cut approximately in half, 
thus effecting a saving in man-hours. 
Not only did we effect an over-all saving 
in man-hours with respect to this item, 
but at July 31 our organization was bet- 
ter able to absorb the work of taking 
inventory and had more people available 
for this purpose. Furthermore, our au- 
ditors required less time to verify in- 
ventory and receivables, giving them 
additional time for other important au- 
diting tests. Our accounting department 
also substantially eliminated much of 
its year-end closing overtime costs 
which had been incurred on a calendar 
year basis, since it did not have to con- 
tend with a peak-period work load at 
the time the books were closed.” 
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Black, Peterson and 
Payne Home Directors 


ALL ARE VICE’ PRESIDENTS 
Black Is Assistant to President Smith, 
Peterson Comptroller and Payne 
Vice President and Secretary 
Harold V. Smith, president of the 
Home Insurance Co., has announced 
election to the board of directors of 
Kenneth E. Black, vice president and 
assistant to the president; Leonard 
Peterson, vice president and comptroller, 
and Herbert A. Payne, vice president and 


secretary. 

Mr. Black entered insurance in 1924 
with the Liberty Mutual. Prior to join- 
ing the Home in 1942, he had been vice 
president of D. F. Broderick & Co, 
Dearborn National Fire and the Dear- 
born National Casualty. During the war, 
he supervised the Home Insurance Co.’s 
activities in war damage insurance and 
was elected assistant secretary of the 
Ifome Indemnity in 1946. 

\ year later he was elected secretary 
of the Home, and in January, 1949, be- 
came assistant to the president. Early in 
1950, in addition to that office, he was 
elected vice president of the Home. 

Peterson and Payne 


Mr. Peterson, except for 22 months 
as an artillery officer in World War I, 
has been in the insurance business since 
he graduated from the Armour Institute 
of Technology in 1916. Prior to coming 
to the Home in 1920 as a special agent 
in the Chicago office, he was engaged 
in fire prevention engineering in Chi- 
cago, where he was born. He has been 
an officer of the Home since 1934, having 
been appointed assistant secretary in 


September of that year, secretary in 
March, 1935, vice president and secre- 
tary in December, 1941, and vice presi- 


dent and comptroller in April, 1947. 

He has been active in insurance asso- 
ciation work for many years. Currently 
he is chairman of the special committge 
on standard fire insurance policy of the 
National Board of Fire Underwriters 
and a member of the uniform forms 
committee of the Western Underwriters 
Association. 

Mr. Payne joined the Home organiza- 
tion in 1921 as an adjuster, later becom- 
ing assistant general adjuster. In Febru- 
ary, 1939, he was transferred to the 
Eastern department as supervisor. Mr. 
Payne was made assistant secretary in 
April, 1939; secretary in 1941, and assis- 
tant vice pre sident and secretz ary in 1945. 
He was elected vice president and secre- 
tary in May, 1949. Mr. Payne, who is 
also vice president and rena of the 
Home Indemnity, is a native of Balti- 
more. A considerable part of his career 
with the company has been spent in 
servicing the Indianapolis territory. 


Cole, Haran and Hutton 
Advanced by Bonito & Co. 


George W. Kuchler, president of Alan 
H. Bonito & Co., Inc., has announced 
election by the directors of William J. 
Cole, Joseph A. Haran and James J. 
Hutton as officers. Mr. Cole joined the 
office in 1946 and has been inland ma- 
rine underwriter and «will continue in 
this position holding the title of 
tant secretary. 

{r. Haran started with the corpora- 
tion in 1947 and has been manager of 
the loss department and will hold the 
title of assistant secretary. Mr.‘ Hutton 
became affiliated with the staf—-in 1948 
in charge of the accounting department 
and has been elected assistant treasurer. 


assis- 


Agency Assistant in 
The Travelers Fire 


Promotion of John C. Alexander, Jr., 
to agency assistant in the fire and ma- 
rine agency department of the Travelers 
Fire and the Charter Oak Fire has been 





JOHN C. ALEXANDER, JR. 
announced by Vice President Virgil V. 
Roby. 

Mr. Alexander has been manager, fire 
and marine lines, in the Peoria office of 
Travelers since September, 1949. He has 
been with the company since his gradu- 
ation from Trinity College in 1939. 

He became associated with the Travel- 
ers as a trainee and, after service in the 
underwriting departments was transfer- 
red to Newark and later to Oklahoma 
City. He was appointed field supervisor 
in the Hartford branch office in 1945 
and, in 1946 was assigned to Indianapolis 
in the same capacity. He became assis- 
tant manager in Indianapolis in 1948, 


Great American Group Premiums 


At $88,250,600 Record High 


Net premiums written by the Great 
American Group in 1950 amounted to 
$88,250,600, a new record high and $6,- 
543,607 above the 1949 total. The six 
fire companies boosted their writings by 
$5,175,760, with the Great American 
Indemnity adding $1,367,847 to its pre- 
mium income. 

The Great American, parent company 
of the group, had 1950 net premiums of 
$48,199,124, up over $4,000,000. Affiliated 
fire companies report net premium of 
$11,725,180, a rise of $1,140,000. The lat- 
ter does not include premiums of the 
American Alliance which are excluded 
because ownership interest therein is 
less than a majority. Great American 
Indemnity premiums amounted to $28,- 
26,296. 

The Great American reports assets of 
$115,849,582, policyholders’ surplus $54,- 
358,661 and unearned premiums $46,827,- 
032. The American Alliance on Decem- 
ber 31, 1950, had assets of $20,513,503, 
policyholders’ surplus $10,677,837 and un- 
earned premiums $7,889,876. The Ameri- 
can National assets are $5,864,511, 
policyholders’ surplus $3,453,870 and un- 
earned premiums $1,943,840. The Detroit 
Fire & arine assets are $8,267,090, 
policyholders’ surplus $4,398,155 and un- 
earned premiums $3,239,734. The Massa- 
chusetts Fire & Marine assets are 
$7,345,348, policyholders’ surplus $3,476,- 
413 and unearned premiums $3,239,734. 
Rochester American assets are $9,522,912, 
policyholders’ surplus $5,578,977 and un- 
earned premiums $3,239,734. 

The Great American Indemnity reports 
assets of $50,204,336, policyholders’ sur- 
plus $16,368,949, unearned premiums 
$12,719,357 and reserve for losses $19,- 
871,004 

In his report to stockholders Chairman 
D. R. Ackerman stated: 

Losses and Loss Expenses Incurred 

“Adverse conditions in certain lines of 
our business which prevailed during 
1950, resulted in an increase in losses 
and loss expenses incurred. Estimated 
countrywide fire losses for 1950, as re- 
ported by the National Board of Fire 
Underwriters, amounted to $688,460,000, 
as compared with $667,536,000 in 1949 
and $711,114,000 in 1948. The several 
windstorms which occurred in many of 
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the western states during the year, the 
Florida hurricane in October, and the 
windstorm which swept across the north- 
eastern states late in November result- 
ed in substantial losses for fire insurance 
companies. 

“The latter storm created more prop- 
erty damage claims than any single 
occurence in the history of the fire 
insurance business and produced a total 
amount of incurred losses exceeded only 
by the losses arising out of the great 
conflagrations in Chicago in 1871 and in 
San Francisco in 1906. In the automobile 
field, the experience on coverages as- 
sumed by the fire insurance companies 
was Satisfactory, but the latest round 
of the inflationary spiral and an increase 
in accident frequency and severity ad- 
versely affected liability results. 

“Underwriting expenses comprise all 
expenses in connection with the acquisi- 
tion and processing of the insurance 
business and include taxes paid to State 
and Municipal governments as well as 
Federal taxes other than income and 
excess profits taxes. General economic 
conditions caused practically every type 
of expense to increase more rapidly than 
the increase in our production and, as a 
result, the ratio of expenses incurred to 
premiums written advanced fractionally 
during the year. 


Trade Profit and Statutory 
Underwriting Gain 


“Underwriting operations produced a 
trade profit of $9,233,903. However, in- 
surance companies are required by law 
to maintain unearned premium reserves 
as a liability, and increases in premium 
volume create corresponding increases in 
such reserves. The increase of $8,293,- 
402 during the year in the unearned 
premium reserves, when deducted from 
the trade profit and after giving effect 
to underwriting profit and loss items 
and minority interests, leaves a statutory 
underwriting gain of $936,001.” 





Independent Filing Made 
For Multiple Fire Risks 


Fire insurance companies which do 
not approve of rating methods involved 
in the Escott Plan for rating multiple 
location fire risks have filed individually 
an independent plan with the New York 
Fire Insurance Rating Organization. 
These companies include the America 
Fore Group, Loyalty Group, Aetna Life 
Affiliated Companies, Royal-Liverpool 
Group, Hartford Group, New York Un- 
derwriters and Fidelity & Guaranty 
Corp. 

The plan offered by these companies 
provides for credit factors only based 
on differentials in underwriting and pro- 
duction expenses, but not on loss expe- 
rience. Credits range from 5% to 15% 
depending upon size of premium. Addi- 
tional credits are based on number of 
locations and maximum liability at one 
location. 

This new plan will apply to two or 
more locations, instead of the mini- 
mum five provided in the Escott Plan. 
Insurance may be written for three or 
five-year terms with the usual discounts 
for such term coverage. The independ- 
ent plan likewise permits Form No. 5— 
coinsurance form—to be written with 
90 or 100% coinsurance. 

The plan provides for a maximum 
credit in the rate of 25%. There is a 
maximum 5% credit for dispersion of 
risk; 5% maximum for number of loca- 
tions and 15% maximum for size of pre- 
mium. In any event, the first $1,000 of 
premium is inviolate and not to be de- 
based. Two or more merchandise or con- 
tents locations constitute a multiple lo- 
cation risk. There is no dispersion credit 
where values at any one location com- 
prise 51% or more of the total. 
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ARTHUR JOYCE DIES 





Advertising Manager of North America 
Had Long Career in Newspaper 
Writing and in Ad Field 


Arthur St. George Joyce, advertising 
manager of the Insurance Co. of North 
America Companies, died February 9 


1 Jefferson Hospital, Philadelphia, after 
a critical operation. 
for nine weeks. Mr. 
manager for the 


He had been ill 
Joyce had been 


advertising North 





Phillips Studio 
ARTHUR JOYCE 
America Group. since 1943. He first 


joined North America two years earlier 
as publicity director for the celebration 
of the company ’s 150th anniversary. 

Born in Ennis, Ireland, he was the 
son of the late J. St. George Joyce, 
journalist, poet, historian and one-time 
foreign editor of the old Philadelphia 
North American. He was a member of 
the St. George family in Ireland, which 
traces its lineage back to Edward the 
Conqueror. 

Brought to Philadelphia in early 
youth, he was educated at Central High 
School in Philadelphia. During his long 
career as a newspaper and advertising 
man, Mr. Joyce was on the Public 
Ledger in several capacities. At one 
time he was its financial editor and 
was later city editor of The Evening 
Ledger. He was also city editor of 
The North American. 

Mr. Joyce was an 


account executive 


at the Foley Advertising Agency for 
ten years before joining the North 
America. 

A widower since his wife died in 


November, 1948, Mr. Joyce is survived 


by a daughter, Paula Joyce, and a 
brother, John St. George Joyce, both 
of Philadelphia, and by two sisters, 


Mary Frances Joyce of Philadelphia and 


Mrs. H. B. Vanderhoef of Tryon, N. C. 


London & Lancashire Group 
Names Conn. Special Agents 


The London & Lancashire Group has 
appointed William S. Davis and William 
H. Huntting as special agents for Con- 
necticut. Mr. Davis has been associated 
with the London & Lancashire since 
1932 and has had considerable experi- 
ence in both the casualty underwriting 
and agency work. Since the death of 
C. H. Schroder, former special agent, 
Mr. Davis has been servicing agents in 
Connecticut, where he is already well 
known. 

Mr. Huntting, who recently joined the 
org? inization, has had considerable ex- 
perience in both agency and company 
work. He also is well known in Con- 
necticut. The appointees will make their 
headquarters at the Hartford office of 
the London & Lancashire Group and 
will serve both fire and casualty agents. 


Aetna Insurance Group Reports 


Gains in Premiums, Assets, Surplus 


The Aetna Insurance Group reports 
gains in premiums, assets and surplus 
for its companies in 1950. Premium in- 
come for the group of three fire and 
one casualty company exceeded $105,- 
323,000, an increase of $5,862,560 over 
1949. Consolidated net assets at the end 
of 1950 totaled $188,405,000, an increase 
of $16,459,772 for the year. 

In his annual report to stockholders 
President Clinton L. Allen stated that 
the Aetna has been giving careful con- 
sideration to multiple line development. 
Continuing he said: 

Multiple Line Progress 

“During the past year our companies 
have been making adjustments in prep- 
aration for the introduction of multiple 
line underwriting which type of busi- 
ness is becoming increasingly popular 
in this country. Our companies have 
now been licensed to write multiple line 
business in virtually all states in which 
th's type of coverage is permitted. We 
are constantly engaged in a study of 
new coverages and new policies, and 
the management is not disposed sum- 
marily to reject new ideas because they 
are untried. Instead it is our intention 
to approach each new hurdle in a realis- 
tic and practical manner, having in mind 
our desire to serve the purchasers of 
our policies and, at the same time, to in- 
stitute prudent safeguards in order to 
insure to our companies a reasonable ex- 
pectancy of profit. 

“Insurance on motor vehicles now con- 
stitutes a large proportion of the pre- 
mium writings for all companies. Our 
group is no exception to this general 
rule. We view the year 1951 with some 
apprehension because the increasing fre- 
quency and severity of automobile acci- 
dents is a real cause for concern. In the 
physical damage department a material 
rise in cost of repairs is noted, particu- 


larly since the start of the Korean 
hostilities. Despite these disquieting 
trends, we have knowledge of impend- 


ing rate reductions in some territories 
where the experience in recent years 
has been fairly profitable. It is our hope 
that the supervisory authorities will give 
proper weight to present-day conditions 
when evaluating the over-all situation. 
“We have now started forward on an- 
other new year surrounded by uncer- 
tainty, and with the knowledge that we 
appear to be approaching a near-war 
footing. Any prophecy pointing to the 
probable results for 1951 is merely spec- 
ulative and consequently of small value. 
We have a closely knit, smooth-running 
organization and we are gearing our- 


selves to meet the challenge of new and 
radically changing conditions. We shall 
do our best to render a good accounting 
of ourselves.” 

1950 Premiums 

Aetna Insurance Co. premiums in 1950 
were $59,541,182, an increase of $2,890,- 
000. Incurred losses totaled 42.26% and 
expenses paid 44.82%. The Standard re- 
ported premiums of $14,435,232, an in- 
crease of $550,000 and the World Fire 
and Marine had premiums of $5,856,270, 
a gain of $760,880. The Century Indem- 
nity reported premiums of $25,490,879, 
an increase of $1,661,000 The Century 
had an incurred loss ratio of 47.39% and 
expenses paid of 51.08%. 

Assets of the Aetna Insurance Co. at 
the close of 1950 amounted to $133,747,- 
861, up over $12,000,000; capital remained 
at $10,000,000 and net surplus was $36,- 
867,529, up nearly $5,000,000. Unearned 
premiums of $59,506,030 expanded close 
to $4,700,000. 

The Century Indemnity shows assets 
of $38,180,780, capital $2,500,000, surplus 
$6,906,418 and unearned premiums $11,- 
718,927. All items other than capital 
were higher than at the end of 1949. 
The Standard has assets $27,285,409, 
capital of $2,500,000, surplus of $5,746,208 
and unearned premiums of $14,267,444. 
The World Fire & Marine reports as- 
sets of $13,115,777, capital $2,500,000, 
surplus $3,771,970 and unearned pre- 
miums $5,183,451. 


W. H. Roddy to Address 
Ad Conference April 2 


Whitney H. Roddy of Bloomfie'd, 
N. J., will address the spring meeting 
of the Insurance Advertising Conference 
in New York City on April 2. President 
of Whitney H. Roddy, Inc., one of the 
leading north Jersey insurance agency 
offices, Mr. Roddy will tell how adver- 
tising and public relations techniques 
have been employed in the development 
of his agency. 

Mr. Roddy has been enraged in the 
agency business in Bloomfie'd for 30 
years. He is vice president of the Com- 
munity Trust Co. and is active in civic 
affairs. 

The spring meeting of the confer- 
ence will be held in the Park Sheraton 
Hotel, New York. It will be formally 
opened on Sunday evening, April 1, 
with the president’s reception. Monday’s 
session will feature a series of addresses 
and round table discussions on topics 
related to the merchandising of fire and 
casualty coverages. 
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Ohio Farmers Holds 
103rd Annual Meeting 


PROGRESS IN 1950 IS SHOWN 


President McVay Welcomes 300 Pro- 
ducers; Annual School of Insurance 
Held; Agents’ Officers 


All territories in which the Ohio 
Farmers is licensed were represented at 
the 103rd annual meeting of the com- 
pany held in LeRoy, Ohio, on February 
13 and 14. There were approximately 
300 local agents in attendance. The 
Sixth Annual School of Insurance under 
the direction of D. P. Ely, production 


manager of the company, was held 
Tuesday. 
On February 14, the 103rd 


Ohio Farmers was held, be- 


annual 


meeting of 





C. D. McVAY 


ginning with the welcome address of 
C. D. McVay, 
election was held and 
McVay; John Weber, 
Ohio, and J. C. Hiestand, 


and secretary of the company, 


president. The annual 
directors C. D. 


Medina, 


vice president 


attorney, 


LeRoy, 
were reelected directors. 

The financial and underwriting state- 
ments of the two Ohio Farmers Com- 


panies were read by Mr. Hiestand and 











the following fig ures were reported: 
surplus of the Ohio Farmers as of De- 
cember 31, 1950, $5,582,025 including a 


reserve of $600,000 
$462,527 over De- 


general 
gain of 


, 
voluntary 
showed a 


cember 31, 1949. Total admitted assets 
of the company were $16,195,376. 
The Ohio Farmers Indemnity, owned 


and operated by the Ohio Farmers, 
showed a gain in surplus of $177,098, 
making the combined capital and sur- 
plus as of December 31, 1950, $2,396,045. 
Admitted assets of the indemnity com- 
pany were reported as $8,206,724. 


The 60th annual meeting of the Ohio 
Farmers Agents Association was held, 
presided over by Charles Collier, presi- 


dent of the association and president of 
the Hawley & Reed Insurance Agency 
of Cleveland. Election of the Ohio 
I'armers Agents Association was held 
with the following results: president, 
Carl Ike, St. Marys, Ohio; vice presi- 
poe John Best, Columbus, Ohio; sec- 
retary-treasurer, C. D. Palmer, Column- 
bus, Ohio. 


NEW JERSEY WOMEN MEET 

The Insurance Women of New Jersey 
met last evening for a dinner meeting at 
the Military Park Hotel in Newark. 
There was a white elephant sale followed 
by a ple ay. The regional meeting of the 
women’s association is to be held at 


Pittsburgh, March 30, 31 and April 1. 
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Well Prepared Folders by Agents 


Successful in Getting Customers 


A local agent who has successfully 
demonstrated that an informal, but ef- 
fective and pleasant, appronch in printed 
form pays well is Griffith Harris of 
Greenwich, Conn., who through the use 
of a folder introduced himself to several 
thousand prospects in his home commu- 
nity. The “Hartford Agent,” publica- 
tion of the Hartford Fire and other 
companies in that group, describes how 
Mr. Harris added 116 new accounts to 
his agency mainly through the use of the 


specially designed folder. The “Hart- 
ford Agent” presents this story as fol- 
lows: 


Our first connection with “Griff” dates 
back to 1946, when as a World War II 
veteran, he came to the Hartford Acci- 
dent and Indemnity training center. The 
year before, after having been dis- 
charged from service—he was Staff Ser- 
geant, 9th Air Force—he had gone into 
business with an experienced local agent 
who represented the Hartford Accident 
and Indemnity Company. “Griff” soon 
realized that -he needed both knowledge 
and confidence if he were to hold up his 
end of the partnership and began_to 
make the success he hoped for. The 
training center, he says very frankly, 
gave him both. The intensive study 
under expert guidance gave him the 
necessary back log of information and 
the enthusiasm to go out and sell cover- 


ages he would have hesitated to tackle 
before. But most important of all, it 
built up his confidence in himself—in his 
ability to give his customers that little 
extra service that would put him one 
step ahead of his competitors. 


Active in Civic Affairs 


The next four years brought their ups 
and downs, but his business increased 
steadily. He joined the Veterans of 
Foreign Wars, the Lions Club, the 
Moose, the Elks and the Country Club, 
and took an active part in various civic 
movements. He went after and succeed- 
ed in selling a considerable number of 
contractors and smal] industrial accounts. 
Automobile and comprehensive personal 
liability policies were his biggest sellers. 
His automobile business took on im- 
petus one day when a local automobile 


dealer telephoned to say, “Griff, I’m 
going to send all my customers to you 
for their insurance from now on. That 
letter you sent me yesterday thanking 
me for giving you a tip on a customer 
is the first damn time any one in this 
town ever took the trouble to say 


‘Thanks,’ ” 

As a matter of fact, taking the trouble 
to say “thanks” is one of “Griff’s” strong 
points, and it brings results every time. 
Sometimes, depending on the circum- 


stances, it’s just a brief note (he uses 
especially selected note paper or an 
unusual card to give these letters an 


extra personal touch), a box of candy, 
a carton of cigarettes or a magazine sub- 


scription at Christmas, but each time, 
going out of his way to say: “Thanks” 
has definitely cemented a closer rela- 
tionship. 


With Dignity and Friendliness 


In the fall of 1949 when “Griff’s” part- 
ner decided to go into another line of 


business, “Griff” became the sole owner 
of the agency. The question then was 
how to make that fact known. It was a 
big step for a young fellow of twenty- 
seven with a wife and two small children. 
He wanted to capitalize on the event, 
do it in a dignified way, yet avoid being 
stuffy or commonplace. Above all, he 
wanted his announcement to be friendly 
and informative. It was quite an order. 
After making a rough sketch of what 
he thought the folder should look like, 
he jotted down his ideas, wrote out a 
draitt of the copy, and took them to 
Leonard Gold of the Empire Press. Inc., 
a local printing organization whom he 
felt had enough imagination to visual- 
ize the effect that he wanted to create. 
His ideas, he says, he got from a dozen 
different sources—articles he had read, 
attractive printing jobs he had seen, and 





from talks with company advertising 
men. Chiefly, however, they were his 
own. The final outcome was a happy 


combination of informality and informa- 
tion, an attention - getting appearance 
and moderate cost. He ordered 9,000 to 
be printed. 

While the job was in the hands of 
the printer, “Griff” set about compiling 
his: mailing list. At a cost of $75 he 
bought a mailing list of all automobile 
owners in his vicinity. To this he added 
his own customers, and with the help of 
the classified directory picked out other 
likely prospects. The completed list 
contained 8,400 names. 

Since addressing 8,400 envelopes by 
hand was out of the question if any 
other work in the agency was to be done, 
the obvious answer was to get some 
kind of an addressing machine. On the 
recommedation of his printer, “Griff” 
bought a “Master Addresser,” an inex- 
pensive machine costing about $50 which 
requires no stencils, plates or ribbons. 
In two days 6,000 envelopes were ad- 
dressed, and in three days the job was 
completed and mailed. 

The results were not.immediately ap- 
parent. At first, a number of people 
commented on the attractive folder; sev- 
eral stopped him on the street to sug- 
gest that copies be sent to friends; there 
were some phone calls from old custom- 
ers suggesting that he drop around. He 
received several letters from advertising 
men. 

But then gradually there were others 

PHOENIX LONDC 


N-PENNA AMERI 


FIDELITY 


Since 


L. & L. & PHENIX 


COMPLETE 
FACILITIES 


744 BROAD STREET - 


ie) 
c 
oO 
i 
< 

5 
=< 
z 
Ww 


110 William Street 


PH 


AN-HARTFOR 


O'GORMAN & YOUNG, Inc. 


New York Wieildesichtaein Office 


—from strangers—like the one which 
came to his home one evening from a 
Mrs. K. who wanted him to talk to 
her husband. An appointment was made 
and the following night found “Griff,” 
hat in hand, ringing the doorbell of a 
$40,000 home in the fashionable section 
of town. The owners had received the 
folder, liked it (“Even my wife could 
understand it,” the man said) ow SED. 
got to thinking no insurance on 
furniture. Result of interview: $10,000 
on household contents, $1,000 residence 
and outside theft, $20,000 comprehensive 
personal liability, and a promise of the 
dwelling and automobile policies on ex- 
piration, 


Or like the phone call which he could 
hardly understand because of the man’s 
gutteral, foreign accent. There was a 
lot of satisfection in that one, because 
it definitely proved the value of the 
friendly, informal approach used in the 
folder. 


Family Pictures in Folder Help 


“I want for you to have my business,” 
said the man, “because you have such a 
nice family, nice kids. Minna, my wife 
and I, we have no children . .. we 
always wanted a family . . . we like the 
picture of your wife and babies .. . 
I would | like for you to write my in- 
surance.” 

All in all, up to the present, “Griff” 
has made over 40 new customers—di- 
rectly as result of his folder. The indi- 
rect results—the suddenly increased pol- 
icies, the invitations to “drop around and 
see me” which resulted from that one 
mailing are still being felt and will be 
for some time to come. 

One interesting sidelight was a request 
for 1,600 copies of the folder from the 
Direct Mail Advertising Association of 
America—the largest organization of its 
kind in the country—which is approved 
par excellence. The association wanted 
the folder for distribution to members 
as an example of effective direct-mail 
advertising. 

Although the folder has now served 
its original purpose—that of announc- 
ing the new agency set up—it can be 
used for some time as a novel calling 
card. Since the first printing, the front 
page has been revised, and another sup- 
ply has been ordered for use with new 
and prospective clients. 


MIAMI AGENCY ELECTIONS 

Raymond F. Feilbach and Martin 
Grossman have been elected vice presi- 
dents of the Gabor Insurance Agency, 
Inc., of Miami, Fla., it is announced 
by Frank Gabor, president. Mr. Gross- 
_man joined the agency in 1948 and has 
earned two national prizes as a_busi- 
ness producer. His new duties involve 
sales management and development in 
the accident and health field. 

Mr. Fielbach joined the Miami firm 
in 1949. He is in charge of fire and 
casualty insurance. 


MOUNT GILEAD, N. C., AGENCY 

The North Carolina Secretary of State 
has issued a charter to Mount Gilead 
Insurance Agency, Inc., of Mount Gilead, 
N.C., which listed authorized capital 
stock of $100,000. Incorporators are P. 
R. Rankin, Albert McCaulry and D. A. 
Bruton, all of Mount Gilead. 
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AGENTS’ SERVICE OFFICE 


Midwest Agents to Discuss Possibility 
of Such a Division in NAIA to Aid 
Larger Producers 
Creation of a research and_ service 
office, under the aegis of the National 
Association of Insurance Agents will 
provide one of the main themes for 
discussion at the Third Annual Midwest 
Territorial Conference at Memphis on 
March 12 and 13. Clarence M. Hunt, 
Nashville agent and vice chairman of 
the conference, will lead the discussion. 

Establishment of such a service, de- 
signed primarily to help those larger 
agencies who are constantly faced with 
“facility” problems was suggested origi- 
nally by H. H. Corson, managing part- 
ner of Davis, Bradford and Corson, 
Nashville local agency. Mr. Corson ad- 
vocated the move while addressing the 
interstate operations meeting, conducted 
by Walter M. Sheldon, Chicago, at the 
Second Annual Conference of the Mid- 
west Territory held last March in St. 
Louis. The conference later adopted a 
resolution requesting the NATA to study 
the creation of a division within the 
NAIA charged with the responsibility of 
providing “research jn market conditions, 
buyers’ suggestions and demands, etc. 

Boiled down, the idea contemplates 
employment of highly skilled personnel, 
familiar with the many ramifications of 
an ever changing insurance market, well 
acquainted with company underwriters 
and capable of directing extraordinary 
agency requests into channels which 
promise most favorable reception. Jumbo 
fire lines, not eligible for preferred treat- 
ment; excess limits on hazardous liability 
operations; catastrophe covers of vari- 
ous kinds; complicated interstate rating 
problems; trucking and public vehicle 
undertakings, all would be processed by 
this division of the NAIA, according to 
present plan. 

The executive committee of the Na- 
tional Association considered establish- 
ment of such an office at its executive 
committee meeting in New York on Jan- 
uary 19 but did not reach a decision. 
Doubt is expressed in some quarters as 
to whether or not the majority of agent 
members of the NAIA would find the 
service to be of value. This is countered 
by the proponent’s plan to conduct the 
office on a “pay as you go” basis, with 
services being available to those who 
subscribe either on an annual or on an 
item basis. 





LEDDY ADDRESSES STUDENTS 

John J. Leddy, director of education 
for the American Insurance Group, ad- 
dressed the opening session of the 
Newark School of Insurance, conducted 
by the New Jersey Association of In- 
surance agents, on Thursday evening, 
February 8. Mr. Leddy showed a series 
of slides used extensively by the edu- 
cation department of the American 
Group for orientating students and new 
employes to the insurance business, 
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HE royal governors of five colonies 
sw with General Edward Braddock in 
the Blue Room of the Carlyle House, Alex- 
andria, Virginia, in April 1755. The pur- 
pose of the council was to discuss the col- 
onists’ participation in the French and 
Indian War and to plan Braddock’s Indian 
campaign. George Washington, then only 
twenty-three years of age, was also invited 
to join the group on account of his knowl- 
edge of Indian warfare. Though Washing- 
ton was made a member of Braddock’s staff 
with the rank of major, because of his 
youth, the general was reluctant to follow 
his advice. 

A few days after the meeting Braddock’s 
expedition set out from Alexandria only to 
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be overwhelmingly defeated in a disastrous 
battle near Fort Duquesne in which the 
general lost his life and three-quarters of 
his troops were killed, wounded or missing. 
To prevent the enemy from knowing of 
Braddock’s death his men secretly buried 
him and concealed his grave by driving 
heavy wagons across it. At the midnight 
burial Washington read the service after 
which he led the thirty survivors of his 
force back to Alexandria. 

A tax on the colonists to finance the 
French and Indian War was proposed by 
the governors in their historic meeting in 
the Blue Room. Preceding the Stamp Act 
by ten years, it was the first of the levies 
which were to incite rebellion against the 
British government. As the first demand for 
taxation originated in the Carlyle House, 
the home has often been referred to as “the 
place where the Revolution was born.” 

Owner of the house was Colonel John 
Carlyle, one of Alexandria’s wealthiest men 
and a prominent social and political figure. 
Emigrating from his native Scotland to 
Dumfries, Virginia, in 1740, with two fel- 
low countrymen he later moved up the 





Blue Room, scene of councils and balls 


Potomac to the site of Alexandria of which 
they became founders and trustees. Every 
year on St. Andrew’s Day kilted bagpipers 
and other members of the local St. An- 
drew’s Society pay tribute to the Scots 
who founded Alexandria. 

For many years Carlyle carried on a 
prosperous trading business with Glasgow. 
During the Revolution his ships succeeded 
in running the British blockade, enabling 
him to supply Washington’s army. 

The Carlyle House was built 
in 1752 on the site of an old fort 
known as the Hanging Fort be- 
cause of the numerous execu- 
tions that took place there. Still 
visible in the foundations are 
traces of gloomy dungeon cells 


where Indians were imprisoned. 








Early utensils to delight lovers of antiques 


This impressive old mansion is now open 
to the public through the courtesy of its 
owner. Though present-day buildings have 
encroached on the surrounding area, aside 
from its historical interest it is architec- 
turally important as one of the great houses 
of Virginia. 

* * x 

The Home, through its agents and brokers, is 

America’s leading insurance protector of Amer- 


ican bomes and the homes of American industry. 


x THE HOME * 
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Home Office: 59 Maiden Lane, New York 8, N. Y. 
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®* AUTOMOBILE © #£MARINE 


The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds _ 


Copyright 1951, The Home Insurance Company 


Page 25 








Page 26 





February 16, 1951 








Zone 4 Rating Assns. 
To Meet in Chicago 


SESSIONS ON FEBRUARY 26-28 


Fire, Inland Marine, Automobile, Casu- 
alty, Accident & Health and Uniform 
Accounting on Agenda 





A meeting of the rating organizations 
in Zone Four of the National Associa- 
tion of Insurance Commissioners will be 
held February 26-28 in the State Office 
Building, Chicago, it has been announced 
by Hugh Tollack, NAIC assistant sec- 
retary. 

Also, a meeting of the accident and 
health rate study subcommittee of the 
NAIC’s accident and health committee 
will be held March 1-2 at the State 
Office Building, and a meeting of the 
uniform accounting subcommittee will be 
held April 2 at the Commodore Hotel, 
New York. 

Schedules by Days 


No agenda for the Zone Four rating 
parley has been released, although it 
was stated that the casualty and automo- 
bile section will meet February 26, the 
fire and inland marine section Febru: iry 
27, and the life and accident and health 
section February 28. All sessions will be 
executive. 

The accident and health study sub- 
committee was called in accordance with 
a “suggestion” for a study adopted at 
the NAIC mid-winter meeting in Los 
Angeles. Commissioner representatives 
on this committee are John H. Wick- 
Thomas, 


strom, Michigan; Joseph D. 

California; John H. Powell, Illinois; 
Charles L. Stoffel, Minnesota; W. Har- 
old Bittel, New Jersey, and Max J. 


Schwartz, New York. Industry commit- 
tee members are C. O. Pauley, managing 
director of the Health and Accident Un- 
derwriters Conference; T. P. Schwartz, 
representing the Bureau of Accident and 
Health Underwriters and M. A. Ellis, 
of Metropolitan Life representing inde- 
pendent companies. 

Agenda for the uniform accounting 
committee meeting will include a con- 
tinuation of general expense discussions, 
a continuation of discussion on the re- 
insurance commission question, including 
Exhibit A as proposed by the New York 
Insurance department, and Exhibit B, as 
counter-proposed by the Industry uni- 
form accounting committee. 

The agenda will also include review 
of employe relations and welfare, as de- 
veloped at the October, 1950, meeting. 


To Urge Simplification 
At Agents’ Conference 


The need for simplification of the in- 
surance business in all of its phases will 
be given careful consideration by agents 
at the third annual meeting of the Mid- 
west Territorial Conference, scheduled 
to be held at Memphis on March 12 
and 13. Charles A. Dawson, head of the 
Dawson Insurance Agency, Fargo, N. D., 
and a member of the executive commit- 
tee of the National Association of 
Insurance Agents, will appear on the 
interstate agents panel in support of his 
long time contention that current insur- 
ance policies of all kinds, classes and 
character, are long winded, generally 
ambiguous and mystifying to the insur- 
ing public. 

Supporting Mr. Dawson’s opinion, al- 
though from a different approach, will be 
John M. Hennessy of the Moellmann & 
Hennessy Agency of Louisville, Ky. Mr. 
Hennessy, a former president of the 
Louisville Board, will discuss “The Need 
For a Rawr Rating Organization.” 
At the National Association of Insurance 
Agents meeting in Chicago last year 
Mr. Hennessy paid his respects to the 
fire rule book, which he c!aimed_ to 
be unnecessarily complicated. At that 
time, he suggested that a nationwide 
study be undertaken of the methods by 
which fire rates are established. 


Cairo, and from 1920-1924 acted as its 
manager in the United States. He was 
also a former vice president of the 
Insurance Society of New York. 

Mr. Stokes, son of the late Henry 
and Amy Stokes, was born on May 10, 
1883 in Lymington, Hampshire, Eng- 
land, and educated at private schools: 
Milne’s Institute, Fochabers and George 
Watson’s College, Edinburgh, Scotland. 

He was for 25 years a vestryman of 


Late E. C. Stokes Long 


Fire Insurance Executive 
Everard C. Stokes, vice president of 
the Church Fire Insurance Corp., was 
killed in the New Jersey train wreck 
on February 6. He was manager of the 
Church Fire, New York City, since its 
incorporation in 1929, and had been vice 
president and a director since 1934. Mr. 
egriaae pret anise tick bae the Church of St. Uriel the Archangel, 
N. Joy ) Sea Girt, N. J. He was also a member 
the Egyptian branch of the Royal Ex- of the Watsonian Club of New York, 


MASS. HEARING POSTPONED 

The Massachusetts hearing on the 
Escott Plan for multiple location fire 
risk rating has been postponed to some- 
time in March. A hearing was scheduled 
for January 31. 





Mark Twain Fellowship and the St. 
George Society. 

He is survived by his widow, Phyllis 
Margaret; three daughters, Mrs. C. W. 
Miles, Mrs. John Hoffman, Mrs. W. S. 
Kempen; four grandsons and a grand- 
daughter; a sister, Mrs. D. B. McNair 
of Wyomissing Hills, Pa., and a brother, 
Archibald Stokes of Minneapolis. 

































change Assurance as its manager in the Poetry Society of America, the 
as of December 31, 1950 
Of the Companies of the 
(As filed with the Insurance Department of the State of New York) 
ASSETS LIABILITIES ASSETS LIABILITIES 
“Bonds and Stocks......... $233,359,513.00¢  Unearned premiums....... $ 57,072,399.61 *Bonds and Stocks......... $199,446,041.00t  Unearned premiums....... $ 45,077.887.75 
Real Estate.............. 151,780.63 Losses in process of adjustment 18,658,619.19 Real Estate.............. 118,693.71 Losses in process of adjustment 16,889,756.43 
—" (aot 90 days 5,792.115.88 _Resetve for reinsurance... .. 560,437.44 = (not 90 days 4,763,363.90 Reserve for reinsurance... 385,813.24 
Interest accrued ......... 5 06 —=Reserve for taxes and expenses 5,341,000.00 Interest accrued.......... 260,718.89 Reserve for taxes and expenses 3,613,000.00 
Cash on deposit and in office 7,027, 628.59 Reserve for dividends..... 1,249,428.00 Cash on deposit and in office  4,448,546.56 Reserve for dividends. ..... 999,574.00 
All other assets........... 4,271,992.58 Reserve for all other liabilities 1,945,039.01 All other assets........... _3,523,492.99 Reserve tor all other liabilities 1,692,187.65 
Total Admitted Assets. $251,141,881.74 Total Admitted Assets. $212, 560,857.05 
SVanuations on basis approved by Nationa Assnciation Capital .. . .$25,000,000.00 “Valuations on basis approved by National Association Capital . . . .$20,000.000.00 
tose" moreet et sand stocks nag boc Net Surplus 141,314,958.49 195 market auotatinns of bonds and stacks nad bees Net Surplus. 123,902,637.98 
the total assets would be $25/.605.- a used the total admitted assets would be $213.016. . z 
2834 end polleynolders” surplus $166,945 197.64. —Policyholders’ Surplus. ..-... 166,314,958.49 662.05 and policyholders’ surplus $144,446,847.39. — Policyholders’ Surplus...... 143,902,637.98 
‘ment are depented Yor purposes requires bylaw, $251,141,881.74 ‘Seineat are’ deposited fer: purposes required by ine $212,560,857.05 
ASSETS LIABILITIES ASSETS LIABILITIES 
“Bonds and Stocks... . $ 58,785,251.00¢ — Unearned premiums .. .. $ 20,831,723.37 *Bonds and Stocks......... $ 46,114,706.00t  Unearned premiums... $ 14,072,145.49 
oo (not 90 days 2.826.113.81 Losses in process of adjustment 2,013,327.08 SS) eee 2,498,560.25 Losses in process of adjustment  4,115,170.31 
Interest accrued.......... 106,544.28 ‘Reserve for reinsurance. . .. 115,882.96 jest. yd be on op pron 10,031.2 Reserve for reinsurance. ... 26,245.31 
Cash on deposit and in office 2,739.143.16 Reserve for taxes and expenses 2,044,000.00 Miverdue) .....$,935,828.93 ‘Reserve for taxes and expenses 1,940,000.00 
All other assets........... 200,630.66 Reserve for all other liabilities 61,892.30 Interest and rents accrued. 86,069.64 Reserve for all other liabilities 743,645.14 
Total Admitted Assets. .$ 64,657,682.91 pega hoe in office 1, 1266433. = 3 
*Valustions on basis approved by National Association Capital..... CS ce eee 
‘1990 market quotations of bonds and steckernad been Net Surplus. .34,590,857.20 Total Admitted Assets. .$ 53,788,029.67 Capital ..... 5,000,000.00 
Beal andpoliyoicert aren 48" 441 Poicholders’Surplus......_39,590,857.20 vant on aul anprena by tiene Arecition Wat Surplus. .27.890,823.42 
J e 9! marke’ notation: f nas and seeks had . a iy 
Securitog caried at $1,102,566 $.00 In the, above state. $ 64,657,682.91 ts aaa S uotations mite, aut would ibe Policyholders’ Surplus...... __32,890,823.42 
$32,905.9 $ 53,788,029.67 
agai -ye sri at $270,000.00 in the above state- 
¢ deposited for purposes required by law 
THE FIDELITY and CASUALTY COMPANY OF NEW YORK 
ASSETS LIABILITIES 
“Bonds and Stocks......... $123,466,162.00t  Unearned premiums....... $ 35,789,695.00 
teed espe Te he 30,159.08 Reserve for claims........ 48,308,055.26 
A sd TERE 10,789,329.19 Reserve for reinsurance. ... . 297,279.54 A 
Interest accrued.......... 379,459.48 Reserve for taxes and expenses 2,866,538.00 
Cash on deposit and in office  6,118,820.56 Reserve for all other liabilities 517,490.29 : 
’ All other assets.......... _3,339,822.91 
‘ Capital...... $2,250,000.00 
Total Admitied Assets. .$144,123,753.22  (27IR!..- SE-Aah snes 
en: bed basis approved by Naticaal Association 2s a oa aaa 
Ins eo Hasloners. It ree Policyholders’ Surplus. .... . 56,344,695.13 
57202 "and “policyholders” surplus '$56.736.1269: $144,123,753.22. 
tSeeurities carried at $1.389.289.40 in the above state- 
ment are deposited for purposes required by law 
HOME OFFICES: EIGHTY MAIDEN LANE, NEW YORK 38, N. Y. 
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John R. Cooney, Joseph F. Matthai 
On Pittsburgh Day Dinner Program 


John R. Cooney, president of the 
Loyalty Group, and Joseph F. Matthai, 
executive vice president of United States 
Fidelity & Guaranty, will address the 
Silver Anniversary Pittsburgh Insur- 
ance Day dinner on Tuesday, February 
27. As vice president of the National 

Board of Fire Underwriters and presi- 
ie of the Association of Casualty and 
Surety Companies, respectively, Messrs. 
Cooney and Matthai will respond to 
“A Toast” to be delivered by John M. 
Thomas, chairman of the board of the 
National Union Companies. 

Artemas C. Leslie, as Pennsylvania’s 
Insurance Commissioner, and David L. 
Lawrence, as Pittsburgh’s mayor, will 
also be on the dinner program. Charles 
H. Kahrs of the London Assurance will 
introduce the guests of honor as presi- 
dent of Insurance Club of Pittsburgh, 
the sponsoring organization. Toastmas- 
ter is to be Charles H. Bokman, resi- 
dent vice president for New Amsterdam 
Casualty and a past president of the 
club. He will be introduced by Jet 
Parker, resident vice president of Amer- 
ican- Associated Insurance Companies, 
who is the Insurance Day general 
chairman. 


Luncheon Program 


Melvin J. Miller, president of Na- 
tional Association of Insurance Agents, 
will be featured in an address entitled 
“What’s the Answer?” at the I-Day 
Luncheon at 12:15. This event is to be 
conducted under the auspices of Pitts- 
burgh Association of Insurance Agents 
with William J. Zwinggi of Logue Bros. 
& Co. as chairman. He is a past presi- 
dent of the local association and cur- 
rently president of the Pennsylvania 
association. 

The program of educational forums will 
begin at 9; 30 in the morning and con- 
tinue until 5 o’clock in the afternoon. 
Unhurried open discussions will high- 
light each forum. All the meetings are 





Policies Become Eligible 


For Term Insurance in La. 

All policies, with the exception of 
builders’ risk and reporting forms, be- 
came eligible for term insurance in 
Louisiana under a revision of rules an- 
nounced February 2 by the Louisiana 
Rating & Fire Prevention Bureau. 

In explaining the action, W. H. Kir- 
chem, chairman of the fire division of 
the Louisiana Insurance Rating Com- 
mission, pointed out that the division 
“has always held that term insurance 
was based upon the principles of a long 
term contract payable in advance, on 
which the total premium is earned in 
case of any total loss and a reduction 
in rate was given because of the use 
of the premium for additional years and 
single handling of the multiple year con- 
tract. For these reasons Louisiana has 
not allowed the use of the various de- 
ferred payment plans. 

“To further advance its belief that 
term insurance was based upon the 
above stated factors, Louisiana has 
changed the term rule so that all risks 
excepting those which by their nature 
do not lend themselves to term insur- 
ance may be insured under a term con- 
tract. This, we believe, eliminates the 
discriminatory feature of the term rule 
Since it removes any support by an un- 
derwriting factor. 

“We do not accept the present reduc- 
tion in rate of term contracts as being 
statistically correct, but insist that they 
are based only on the aforesaid prin- 
ciples of term insurance and therefore 
should be available to all types of risks 
and that any plan of term insurance not 
following the above principles is dis- 
criminatory and should not be accept- 
able.” 


to be held on the 17th floor of Hotel 
William Penn. 

Ralph H. Alexander, Deputy Insur- 
ance Commissioner of Pennsylvania and 
a past president of the Insurance Club, 
will address the Keynote Forum at 9:30. 
He will be introduced by the I-Day 
General Chairman Parker. 

The fire and marine forum will con- 
vene at 10 in the morning with William 
C. Fiand, vice president of the Alle- 
mannia Fire, as moderator. Featured 
speakers will be P. S. Ayers, vice presi- 
dent of Appleton & Cox, and William 
J. Traynor, assistant secretary of the 
North British Group. 

The accident and health and _ the 
fidelity and surety forums are sched- 
uled for 11 a.m. R. C. O’Connor, assis- 
tant vice president of Reliance Life, and 
D. Blake Lumpkin, resident vice presi- 
dent of Maryland Casualty, will be 
moderators. Karl A. Ernst, vice presi- 
dent of International Association of Ac- 
cident and Health Underwriters, will 
address the A. & H. forum. Fred W. 
Selsor, superintendent of the bond de- 
partment in Cleveland for Fidelity & 
Casualty, will speak at the bond forum. 

Immediately after the luncheon, the 
casualty insurance forum will com- 
mence. James M. Cahill, secretary of 
National Bureau of Casualty Under- 
writers, will be the principal speaker, 
and Harold B. Ellis of Hoover & Diggs 
Co. will serve as moderator. 

The agency management forum will 
begin at 3:15. Robert B. Lawless, super- 
intendent of the agency management 
service department of the Phoenix- 
Connecticut Group, will be the featured 
speaker. The president of Pittsburgh 
Association of Insurance Agents, Wil- 
liam A. Shaw of W. J. Kellar Agency, 


will be moderator. 


National Surety Inland 
Marine Names Capps Supt. 


The National Surety Inland Marine 
Insurance Corp. has announced appoint- 
ment of Paul F. Capps to superintendent 
of the Western department’s inland ma- 
rine department located in Chicago. Mr. 
Capps will report to Russell J. Scott, 
the home office superintendent. 

Mr. Capps goes to National Surety 
with a background of 25 years’ experi- 
ence in inland marine underwriting in 
Illinois and Indiana. 


Eugene S. Anderson Dies 

Eugene S. Anderson, retired advertis- 
ing manager of the Hartford Fire and 
a resident of Windsor, Conn., died at 
the Hartford Hospital February 7. He 
had been in failing health for several 
years and had retired four years ago 
after serving with the company since 
1921. He had been advertising manager 
since 1931. 

Mr. Anderson was the author of many 
articles on photography and for several 
years was editor of Better Photos mag- 
azine. He was a former photographic 
editor of “Field & Stream,” an experi- 
enced mountain climber and an ardent 
fisherman. He leaves his wife, Mary E 
Anderson; a son, Stewart Anderson of 
Needham, Mass., and a sister, Mrs. 
Stuart John of Upper Montclair, N. J. 


WALTER M. ZINK DIES 

Walter M. Zink, 73, a former insur- 
ance agent of Buffalo, N. Y., died 
February 8. Shortly after his graduation 
from University of Buffalo Law School, 
Mr. Zink went into the insurance busi- 
ness with his brother, Henry A., and 
the late Albert Zink. They operated the 
agency first at 210 Pearl Street and 
then in the Ellicott Square Building for 
about 25 years. 
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$ 
NEW BUSINESS 
IS THE LIFE-BLOOD 
OF EVERY AGENC y! 


One fertile source of it is found among the fast- 


growing Inland Marine lines, where premium volume 


continues upward year after year. Inland Marine 


offers today's best opportunities for new business 
and increased production. 


Pep up, step up your production by selling 
the Inland Marine and Special Lines listed below. 
Check the ones you're interested in developing 
and write the Home Office. You are assured of 
prompt information and assistance. Remember, 
if it’s Inland Marine, we write it! 


“) Neon Signs 
Outboard Motor Boats 
and/or Motors 


Owners” Cargo on Owners’ 
rucks 


Parcel Post Insurance 
Parking Meters 
Pattern Floater 


Personal Effects 
(Tourist Floater) 


Personal Property Floater 


Physicians, Surgeons and 
Dentists’ Instruments 


Processing Risks 

Radium 

Rain Insurance 

Registered Mail 

Salesmen's Sample Floater 
Scientific Instruments 
Silverware Floater 

Sports Equipment Floater 
Stamp and Coin Collections 
Surveyors’ Equipment Floater 
Theatrical Floater 
Transportation Floater 

Trip Transit 

Vending Machine Floater 
Voting Machine Floater 

(J Wedding Presents 

(0 Wool Growers’ Floater 


Bailee Forms 
(Customers' Goods) 
Bridge & Tunnel Insurance 
Camera, Projection Machine 
and Equipment 
Cold Storage Locker Insurance 
Contractors’ Equipment 
Deferred Payment Merchandise 
Department Store Floater 
Exhibition Floater 
Fine Arts: All Risks 
Fishing Equipment Floater 
Fur Floater 
Furriers’ Customers Insurance 
Garment Contractors’ Floater 
Golfers’ Equipment Floater 
Gun Floater 
Horse & Wagon Floater 
Installation Floater 
Jewelry & Furs Floater 
Livestock Floater 
Lodge Paraphernalia Floater 
Mechanics’ Tools and 
Equipment 
Miscellaneous Property Floaters 
Mobile Agricultural Machinery 
and Equipment 
Morticians' Floater 
( Motor Vehicle Cargo 
0 Musical Instruments 


me 
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Inland Marine & Special Lines Department 


NORTH BRITISH AND MERCANTILE 
INSURANCE COMPANY LIMITED 


THE PENNSYLVANIA FIRE INSURANCE COMPANY 


THE COMMONWEALTH INSURANCE COMPANY 
OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY 
OF AMERICA 


THE HOMELAND INSURANCE COMPANY 
OF AMERICA 


150 WILLIAM STREET, NEW YORK 38, N. Y. 


Philadelphia Atlanta Boston 
$ Detroit Chicago San Francisco 
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Great American Names 
Five Asst. Secretaries 


THREE LOCATED IN NEW YORK 
Beeson, a Formo and 
Bishop of Western Department 
Are at Chicago 





announces that 


Wickham Malla- 


The Great American 
Walter E. Beeson, F. 


lieu, Jr., and Eugene G. Dunn, all of 
the New York office of the group, and 
Miles C. Formo and Leonard A. Bishop 


of the Western department at Chicago, 


have been appointed assistant secre- 
taries of the Great American, Ameri- 
can Alliance, Rochester American and 


American National Fire. 

Mr. Beeson received his education at 
the University of Texas and at Colum- 
bia University. He joined the Great 
American in 1929. After training in 
various underwriting departments at the 
home office, he became special agent in 
Texas and later in Maryland and Vir- 
ginia. In 1946 he returned to the home 
office as agency superintendent in 
charge of the Southeast department. He 
will continue to supervise the business 
of the fire companies of the Group in 
these states. 


Mallalieu and Dunn 


Mr. Mallalieu attended New York 
University and in 1929 became associated 
with the Schedule Rating Office in New- 
ark, N. J. He started with the Great 
American organization in 1939 and has 
served as special agent in New Jersey 
and in West Texas. He was called to 
the home office in 1948 to become su- 
perintendent of the brokerage depart- 
ment. More recently he has supervised 
the company’s operations in the Middle 
department. 

Mr. Dunn began his insurance career 
with the Employers Fire in 1932 after 
graduation from Boston University. He 
served in various positions in the bro- 
kerage and special risks departments of 
that company and later covered Maine, 
New Hampshire and Vermont_as spe- 
cial agent for the Hanover Fire. He 
became associated with the Great 
American in 1946 as New Hampshire 
and Vermont special agent and moved 
to the home office in 1950 to become 
agency superintendent in charge of the 


New York and New England depart- 
ments. 
Formo and Bishop 
Mr. Formo is a graduate of North 
Dakota College. After two years with 


the United States Department of Agri- 
culture he entered insurance as a local 
agent. He was employed by the Great 
American in 1938, first as fieldman and 
adjuster for the farm and hail depart- 
ments and later doing regular special 
agency work in the state of Minnesota. 
In 1944 he joined the United States 
- wy, returning to the Great American 

1 April, 1946, to become assistant mana- 
ae of the farm and hail departments of 
the Western department of the group in 
Chicago. 

Mr. Bishop joined the Great American 
in 1930 as a clerk in the home office 
accounting department. He served the 
company as accountant in the Pittsburgh 
and San Francisco offices and upon his 
release from the United States Army 
in 1946 he was transferred to the West- 
ern department in Chicago. He has been 
chief accountant in that departmental 
office for the past four years. 


Texas Field Club Elects 

Tom R. Chatfield of Dallas, CPCU 
and secretary in the Southwestern de- 
partment of the Loyalty Insurance 
Group, is the new president of the 
North Texas Field Club for 1951. He 
succeeds R. H. Helvenston of the Aetna. 

Other officers named by the club in- 
clude Virgil Hooks, Jr., Gulf Insurance 
Co., vice president; J. H. Speed, retired 
special agent, secretary-treasurer, and 
rank, F. O. Long, retired special agent, 
assistant secretary-treasurer. 


St. Paul Group Shows 
Underwriting Profits 


1950 NET PREMIUMS’ HIGHER 

Shepard and Parish Made Secretaries; 

King and Fertig Advanced to 
Assistant Secretaries 








All three companies of the St. Paul 
Group reported underwriting profits in 
1950 at the annual meetings January 17 
and 18. The St. Paul Fire & Marine 
reported underwriting profit of $2,907,- 
202, the Saint Paul-Mercury Indemnity 
$823,938, and the Mercury $615,294. 

The St. Paul reported net premiums 
of $45,738,703, an increase of $2,473,029 
over 1949. Unearned premiums _in- 
creased $3,477,689 to $35,571,550, and as- 
sets gained $7,777,867 to $110,526,484. 

Mercury’s net premiums were $11,051,- 
442, and unearried premiums were $10,- 
500,682, an increase of $926,961. Saint 
Paul-Mercury Indemnity wrote $29,724,- 
166 in net premiums, an increase of $1,- 
423,611. 

Four Officers Advanced 

Four officers were advanced. Roger 
B. Shepard, Jr., and John C. Parish 
advanced from assistant secretary 


were 
to secretary of the St. Paul Fire & 
Marine and the Mercury companies. 
William E. King and J. Fertig were 
named assistant secretaries of both 
companies. 

Mr. Shepard joined the St. Paul in 


1939 and during the period from 1942 to 
1945 served in the Navy as lieutenant 
commander. On his release he was con- 
nected with the marine department of 
the company’s New York office. He 
was named assistant secretary of the 
fife companies in January 17, 1948, and 
as secretary will continue in the fire 
department. is 

Mr. Parish has béen with the St. Paul 
Group since 1936, starting in the casu- 
alty department. He spent three years 
in the Pacific department in San Fran- 
cisco as assistant manager. On Janu- 
ary 18, 1949, he was made assistant sec- 


retary of the Saint Paul-Mercury In- 
demnity and was named secretary in 
November, 1950, succeeding W.  F. 


Somerville in supervision of the casu- 
alty business. 

Mr. King joined the Saint Paul-Mer- 
cury Indemnity as an attorney in the 
claim department in 1941. He was 
named assistant secretary of that com- 
pany in Januarv. 1948. As assistant sec- 
retary of all three companies he will 
continue as an assistant to M. D. Price, 
president of the Indemnity company, 
aiding other offices in the execution of 
the company policies. 

Mr. Fertig joined the Indemnity com- 
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Insured Fire Losses in 
Ontario Higher in 1950 


While fire losses for Ontario in 1950 
were up only $800,000, insured losses 
were almost two millions higher, ac- 
cording to preliminary figures issued 
by the Ontario fire marshal’s office 

In the last quarter of the year there 
were 4,913 fires for a total loss of #4,- 
942,299 and an insurance loss of $#,- 
106,233. This compared with 4,591 fires 
with a total loss of $4,789,926 and an 
insurance loss of $3,851,209 in the pre- 
vious year’s like period. 

For all of 1950 there were 18,663 
fires—or 243 less than in 1949—but 
losses totaled $21,106,270 against $20,- 
237,896 in 1949; and insurance losses 
soared to $17, 738,150 from $15,943,665. 

Large losses in the final quarter 
were: $200,000 at the Hydro Electric 
Power Commission’s sub-station at 
Preston; $229,500 at the Export Pub- 
lishing Co. in New Toronto; and $200,- 
000 at Federal Sales and Engineering in 
Port Credit. 

During the year there were 33 con- 
victions obtained for arson and allied 
crimes against 4 acquittals, with 4 
cases: pending. 


TENN. FARM RATE CUT 

A reduction in fire, windstorm and 
extended coverage rates on farm prop- 
erty on which insurance is written on 
the five-year-note plan «has been ap- 
proved by the Tennessee Insurance and 
Banking Department, effective Janu- 
ary 22. 





in 1935 and except for the years 

1945, which were spent in the 
he has been identified with the 
claim departments in the home office 
and at Milwaukee and Detroit. In 1948 
he became general adjuster of the fire 
companies and as assistant secretary he 
will continue as supervisor of the fire 
and hail departments. 
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Subject: 


DEDUCTIBLES 


They are the answer in some 
cases; in others ‘‘The defen- 
sive cure is worse than the 


pr? 


competitive disease! 


How will agents, companies 
and policyholders suffer from 
Fire and Windstorm deduc- 
tibles? 


To find out, send for a free 
copy of ‘‘The Hartford 
Agent’’ article. 


HARTFORD FIRE 
INSURANCE COMPANY 


HARTFORD ACCIDENT AND 
INDEMNITY COMPANY 


Hartford 15, Connecticut 
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Kansas City F. & M. 
Reports Gains in 1950 


The Kansas City Fire and Marine re- 
ports increases in all items of its 1950 
operations except in net earnings, which 
were $.06 per share below 1949. The 
development expense in setting up the 
risk firm’s new casualty division, to- 
gether with abnormal fire and windstorm 
losses had the effect of reducing earn- 
ings $5,861 to $197,075 as compared to 
the 1949 net of $202,936. On a per share 
basis, earnings amounted to $1.97 against 
$2.03 a year ago. The unearned reserve 
increased $674,420 during the year, or 
36.8%, as compared to $793,372 in 1949. 

Total premiums written during the 
year increased 17.9% to a new high of 
$7,712,563 from $6,539,873 reported the 
year before. Total assets also reached 
a new peak of $6,789,855, an increase of 
24.8% over the 1949 figure of $5,440,695. 
Policyholders’ surplus was up 13.1% from 
$2,361,185 at the close of 1949 to a total 
of $2,671,162 after payment of $100,000 
dividends during the year. The percent- 
age of losses incurred to premiums 
earned was 49.1%, as compared to 48.3% 
the previous year. 

During the year the company actively 
entered the casualty field, and now 
writes nearly all types of liability and 
casualty coverages, as well as fire, ma- 
rine and allied lines. 


Arkansas Bill to Spread 


State’s Insurance Risks 
Senate Bill 83, introduced by Senator 
Grover C. Carnes of Stuttgart, in Arkan- 
sas, would require spreading of the 
state’s insurance business to agencies 
throughout the state. The Carnes bill 
hits at the practice of concentrating 
large amounts of state insurance in the 
hands of political friends of the incum- 
bent administration. 
The proposed measure provides that 
insurance policies shall be distributed to 
various agencies in the counties, with 
the amount to go to each county appor- 
tioned by the county’s population. No 
agency in one county could receive more 
than half of the premiums paid out in 
one year. 
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Do you realize what can happen when you run an electric cord under a rug? Friction 
from walking on the rug wears the insulation off the wires. The bare wires cause a 
short circuit... and a fire. Guard against this risk by having enough electric outlets 
installed—and have them hstalled by an expert electrician who understands safety 


requirements. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY « THE WORLD FIRE AND MARINE INSURANCE CO. 


THE CENTURY INDEMNITY COMPANY + STANDARD INSURANCE CO. OF N. ¥. 
HARTFORD, CONNECTICUT 
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This advertisement also appears—in color—in TIME, NEWSWEEK, PATHFINDER, 
U. S. NEWS and WORLD REPORT. Clinton L. Allen, President 
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FOUNDED IN 1819, the Aetna 
Insurance Company takes its name 
from the famous volcano, which 
“though surrounded by flame and 
smoke is itself never consumed.” 
From that day to this—through 
wars, conflagrations and depres- 
sions—no policyholder has ever 
suffered loss because of failure of 
an Aetna Company to meet its 
obligations. 





THINK FIRST OF THE AETNA 
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Two Hartfords Name 
Civil Defense Head 


CHAS. T. VAN “VLIET APPOINTED 





Mutual Assistance Program Being De- 
veloped With Caledonian and 
Connecticut Mutual Life 





Charles T. Van Vliet has been named 
director of First Aid and Civil Defense 
operations for the Hartford Fire and 
Hartford Accident and Indemnity. Un- 
der his direction, first aid teams will be 
organized, drills held, 


and general prep- 


Charles T. Van Vliet (right) explains 

general plans for civil defense to William 

H. Thompson, supervisor of personnel, 
Hartford A. & I. 


arations made for civil defense disaster. 
A mutual assistance program is being 
developed with the Connecticut Mutual 
Life Insurance Co. and the Caledonian 
Insurance Co. as was in force during 
World War II. 

Mr. Van Vliet brings to this post 
many years’ experience in safety work. 
He is chairman of the First Aid and 
Accident Prevention committee of the 
American Red Cross, vice chairman of 
the Disaster Committee of the Ameri- 
can Red Cross, and a consultant for the 
Civilian Defense Organization of Hart- 
ford. 

A graduate of the War Department’s 
Civilian Protection School at Ambherst 
College, of the Air Raid Warden School 
of the State of Connecticut, and a mem- 
ber of the Connecticut State Defense 
Council in Gas Warfare of Trinity Col- 
lege, Mr. Van Vliet taught courses in 
chemical warfare and bomb warfare in 
Hartford and vicinity for the War De- 
partment during World War II. 

Associated with the Hartford for 24 
years, Mr. Van Vliet is a member of the 
company’s engineering staff. 


Traders & General Plans 
Increase in Capital 


Stockholders of Traders & General 
Insurance Co., at the annual meeting 
at Dallas, Tex., authorized an increase 
in the capital stock from $500,000 to 
$1,000,000. EE. C. Hilman, president, told 
the group that premium volume for 
1950 was $8,067,025, an increase of $1,- 
153,814 over 1949. Surplus to policyhold- 
ers on December 31 amounted to $2,024,- 
860, an increase of $454,667 for 1950. 
Total admitted assets were $8,423,393, 
a gain of $917,845, and liabilities were 
$6,398,532, up $463,177. Loss and expense 
ratio was reported as being higher than 
in previous years. 

Traders & General now operates in 
12 states. It is preparing to enter Ari- 
zona, Utah, Idaho, Montana, Nevada 
and Wyoming, thus extending its oper- 
ations over:the West, Northwest and 
Southwest. 


Republic of Texas Shows 


Rise in Assets, Premiums 


Stockholders of Republic Insurance 
Co. of Texas added four men to the 
board of directors, and approved a 10% 
common stock dividend at the annual 
meeting January 31. The board, which 
has recommended an increase of 20,000 
shares of common, declared the regular 
3% quarterly dividend on common and 
1% quarterly dividend on_ preferred 
stock. , 

Added to the board were A. D. Mar- 
tin, E. E. Shelton, Aubrey M. Costa and 
David D. Steere. The company had an 
outstanding year in 1950, Hugh H. Gaff- 
ney president reported. Assets increased 
by $4,561,476 to $21,098,474. Agency pre- 
miums amounted to $11,193,563, an in- 
crease of $2,136,445. Surplus to policy- 
holders including contingency reserve 
rose $2,560,470 to $8,463.477. Directors 
were reelected. Wilford L. Cannon was 
elected assistant treasurer and other 
officers were reelected. 


NEW NORTH CAROLINA AGENCY 

Don Hill Agency, Inc., 6f Charlotte, 
N. C., has been granted a charter by 
the Secretary of State to act as insur- 
ance agents for insurance companies. 
Authorized capital stock is 1,000 shares, 
no par value. The principals include 
Don Hill, M. J. Pontius and Jack Mor- 
ris, all of Charlotte. 


American Appoints Myers 
Special Agent in Georgia 

The American Insurance Group of 
New Jersey announces appointment of 
Marvin M. Myers as special agent for 
Georgia, assisting Special Agents E. H. 
Scott and J. R. Mangan in the develop- 
ment of casualty business. 

Mr. Myers was a paratrooper in 
World War II, serving in the European 
Theater of Operations. Since his dis- 
charge he has held positions of increas- 
ing responsibility in the home office, 
specializing in automobile and _ other 
casualty lines. For the past several 
years, Mr. Myers has lectured to agents’ 
classes conducted by the New Jersey 
Association of Insurance Agents. 


Gibson Special for Aetna 


Appointment of Robert G. Gibson as 
special agent in Mississippi for the 
Aetna Insurance Group is announced by 
Vice President Gordon Kyle. A native 
of Alabama, Mr. Gibson was graduated 
from the University of Richmond after 
serving in the Armed Services during 
World War II. Soon after his gradua- 
tion, he entered the home office of the 
Aetna where he has had extensive train- 
ing in the various departments. He is a 
graduate of the Aetna multiple line 
training school. 
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GULF TO INCREASE CAPITAL 


$60,000 To Be Added to Canital and 
$180,000 to Surplus; Assets, Sur- 
plus, Income Up in 1950 

Stockholders of the Gulf Insurance 
Company held a meeting in Dallas, Tex., 
January 31 and voted to issue 6,000 new 
shares of $10 par stock, to be sold at 

. T. R. Mansfield, president, said 
proceeds will add $60,000 to the capital 
account and $180,000 to surplus. 

Mr. Mansfield told stockholders that 
the consolidated assets of Gulf and its 
affiliates, Atlantic Insurance Company, 
rose to $19,263,686 in 1950, an increase 
of 16.8% over 1949. 

Capital and surplus funds climbed to 
$5,756,110, a gain of 17%. Net premiums 
written during 1950 reached $11,213,880, 
up 11.5%. 

The stockholders reelected all direc- 
tors. The latter promoted four officers, 
elected a new one and reelected the 
others. V. W. Hagemann, W. H. Mans- 
field and V. B. Hooks, Jr., were pro- 
moted from secretaries to assistant vice 
presidents. C. B. Mansfield was raised 
to assistant secretary from assistant 
treasurer. Robert P. Knight was elect- 
ed assistant treasurer. 


Auto Claims Ass’n Members 


Discuss Unusual Losses 
Members of the Automobile Claims 
Association of New York discussed un- 
usual losses now awaiting adjustment 
when meeting for their monthly lunch- 
eon at Miller’s Restaurant in New York 
on February 8. President Howard M. 
Taylor presided. One question dealt 
with equipment for automobiles. It was 
agreed that theft of equipment of what- 
ever character is covered generally un- 
der the theft provision of the insurance 
policy provided such equipment is cus- 
tomarily associated with operation of an 
automobile. 

Plans were inaugurated for the 20th 
anniversary dinner and entertainment 
which will be held the latter part of 
April, the exact date and place yet to 
be fixed. 


Home’s Basketball Team, 


League Winners, Honored 
The Home Insurance Co.’s basketball 
five, winners of the Industrial Recrea- 
tion Federation League, was honored at 
a dinner February 7 at the New York 
Athletic Club following its 12th con- 
secutive league victory over the York- 
shire Insurance Co. 

Guest speakers at the dinner were 
“Rabbit” Maranville, ex-major league 
baseball great who spoke on the value 
of athletics to the American way of 
life, and Tommy Loughran, former light 
heavyweight champion of the world, 
who reminisced on his long and active 
career in the ring. Also present at the 
dinner were vice president and assistant 
to the president, Kenneth E. Black, and 
treasurer of the Home, Henry B. Rein- 
hardt. 

The Home team will now participate 
in the city conference play-offs which 
begin February 19. 


FLORIDA AGENCY CHARTERED 

Hardy-Sours-Walton Insurance Agen- 
cy, of Pompano Beach, Fla., has been 
granted a charter by the Secretary of 
State to engage in the insurance busi- 
ness. Authorized capital stock is 200 
shares, par value $100 each. Directors 
are Roland Hardy, Fred W. Applegate 
and Gladys Caludin Riggs. 


MISSOURI AGENCY FORMED 

The Bruce Campbell Insurance 
Agency Co., Overland, Mo., has been in- 
corporated to do a general insurance 
and surety agency business and may is- 
sue 600 shares of $50 par value stock. 
Incorporators were listed as Bruce 
Campbell, P. Dieterlen and T. J. Harter. 
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Wome Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
Western Department: 120 South LaSalle Street, Chicago 3, Ill. 
Pacific Department: 220 Bush Street, San Francisco 6, Calif. 
Southwestern Department: 912 Commerce St., Dallas 2, Tex. 
Foreign Departments: 102 Maiden Lane, New York 5, New York 

206 Sansome St., San Francisco 4, Calif. 


Canadian Departments: 465 Bay Street, Toronto 2, Ontario 
535 Homer Street, Vancouver, B. C. 





The Girard Fire & Marine Insurance Company 
National-Ben Franklin Fire Insurance Company 
The Concordia Fire Insurance Co. of Milwaukee 

Milwaukee Mechanics’ Insurance Company 


. CONFIDENCE - - 


Trained and equipped to act 
in any emergency with no fear 
of falling down on the job, 
LOYALTY GROUP agents handle 
their problems with confidence. 
That confidence, reflected in all 
dealings with the public, builds 
successful agencies. Investigate 
LOYALTY GROUP facilities today. 


\ 





INSURANCE COMPANY OF NEWARK, NEW JERSEY 


Pittsburgh Underwriters @ Keystone Underwriters 
Royal General Ins. Co. of Canada 
The Metropolitan Casualty Ins. Co. of N. Y. 
Commercial Casualty Insurance Company 
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Careers of 10 Officers Promoted 
By Aetna Insurance Group Directors 


Announcement was made in these col- 
umns last week of the promotion by the 
Aetna Insurance Co. of Hartford and 
its fire and casualty affiliates of 10 offi- 
cers. These changes were as follows: 

Henry P. Latham, E. Selden Geer and 
Winslow H. Arnold become vice presi- 
dents; Frank W. Stickels, Frank A. 
Aiken, Lester C. Layman, Victor R. 
Macdonald, George T. Holbrook and 
Richard K. McWilliams, become secre- 
taries, and J. George Peterson is ap- 
pointed assistant manager at Chicago. 
Summaries of their business careers are 
presented herewith: 

Henry P. Latham 
Latham joined the Aetna in 
1925 as an assistant examiner in the 
home office. He was sent to Arkansas 
in 1926 as special agent and was ap- 
pointed Arkansas state agent in 1930. 
In February, 1946, he was brought back 
to the home office and elected assistant 
secretary of the Aetna and its fire sub- 
sidiaries. He was elevated to the posi- 
tion of secretary a year later. A native 
of Willimantic, Conn,, Mr. Latham was 
educated at Phillips Exeter Academy 
and Worcester Polytechnic Institute. 
E. Selden Geer 

E. Seiden Geer has been head of the 
compensation and public liability depart- 
affiliation with the 


Henry P. 


ment since his first 

Century in June, 1926. He was born in 
St. Paul, Minn., and was brought to 
Hartford when very young. He is a 
graduate of Hartford Public High 
School and Trinity College. Mr. Geer 


spent seven years in the city engineer’s 
office of Hartford and nine years in the 


engineering and underwriting depart- 
ments of Travelers before joining the 
Century. In 1941 Mr. Geer was ap- 
pointed to department secretary. He 
was elected to assistant secretary of the 
Century in 1943 and in 1946 he was 


elevated to secretary. 
Winslow H. Arnold 

Winslow H. Arnold began his insur- 
ance career with a life company, and 
from 1919 to 1922 he was in the automo- 
bile department in the New York office 
of a Hartford fire and marine company. 
From 1922 to 1926 he was in the auto- 
mobile department in the New York 
office of another casualty company and 
in August, 1926, he went to Hartford to 
join the Century as superintendent of 
the automobile department. 

In 1941 Mr. Arnold was made depart- 
ment secretary. He was elected as- 
sistant secretary of the Century in 1943 
and in 1946 he was raised to secretary. 
Educated in the public schools of Hart- 
ford, Mr. Arnold is a native of Broad 
Brook, Conn. 

Frank W. Stickels 

Frank W. Stickels is a native of Tor- 
rington, Conn., and a graduate of Mid- 
dietown High School. He joined the 
Aetna in 1918 as a member of the ac- 


counting department and was _ trans- 
ferred to the brokerage department 
where he remained until 1928. At that 


time he was appointed auditor for the 
Century. In 1941 he was elected assistant 
secretary of the Century and in Decem- 
ber, 1945, when the Aetna Insurance 
Group established a business administra- 
tion department, Mr. Stickels was placed 
in charge. He was elected assistant sec- 
retary of all companies in February, 


1947, 
Frank A. Aiken 

Frank A. Aiken is a native of Ma- 
maroneck, N. Y. He was graduated from 
Williston Academy in 1925, and entered 
insurance in the New York office of a 
casualty company where for four years 
he specialized in casualty underwriting 
and production. From 1929 until he 
joined the Aetna in 1938, he was con- 
nected with a New York marine organi- 
zation. He served for two years as as- 
sistant marine manager in Aetna’s New 
York office. 


Mr. Aiken left the Aetna for a time, 


but returned in 1945 and was brought 
to the home office in the capacity of 
general agent. He was elected assistant 
secretary of the Aetna and its fire sub- 
sidiaries in 1947, Mr. Aiken has made 
broad studies in the field of protection 
and indemnity underwriting, including 
liability risks ‘commonly written by ma- 
rine interests. He also is a specialist 
on the underwriting of bridges and at 
one time served as chairman of the 
bridge rating committee of the Inland 
Marine Underwriters Association. 
Lester C. Layman 


Lester C. Layman was first identified 
with the Aetna in 1937 in the c: apacity 
of office manager of the automobile 
claim department at Los Angeles. Pre- 
vious to this he was with a large casu- 
alty company, first as traveling auditor 
and later as special agent. He was also 
connected with a California casualty 
company as manager and vice president. 
For a short period he was an examiner 
for the Insurance Commissioner of Cali- 
fornia. In 1939 he was transferred to 
Hartford and in 1940 was appointed 
agency supervisor of Aetna’s automobile 
department. 

Mr. Layman was appointed general 
agent of the Aetna and its fire sub- 
sidiaries in 1946 and in 1948 was elected 
assistant secretary. A native of Covina, 
Calif. Mr. Layman was educated in the 
public —. of San Bernardino and 
Colton, Calif., and at the University of 
Redlands. 

Victor R. Macdonald 

Victor R. Macdonald joined the Can- 
adian department of the Aetna in Jan- 
uary, 1925. When the Century was or- 
ganized in 1926 he was transferred to its 
bond department. A year later he was 
made a special agent in the Boston 
office and shortly thereafter was trans- 
ferred to the Chicago branch office in 
the same capacity. In 1929 he was ap- 
pointed field manager, serving first at 
Chicago and later at Syracuse, Ne Y. 

Ten years later Mr. Macdonald was 
called to the home office as field mana- 
ger for Connecticut and western Massa- 
chusetts, and in 1945 he was made pro- 
duction manager countrywide. He was 
elected assistant secretary of the Cen- 
tury in February, 1946. A native of 
Antigonish, Nova Scotia, Mr. Macdonald 
attended the public schools of Green- 
field, Mass., Andover Academy and St. 
Michaels College, Winooski, Vermont. 
He holds a law degree from Blackstone 
Institute at Chicago. 

George T. Holbrook 

George T. Holbrook is a 
Coldwater, Mich., and a graduate of 
Washington and Lee University Law 
School. He practiced law in Clarksburg, 
W. Va., until 1925 when he went to 
Hartford in the capacity of attorney for 
the bond claims department of a large 
Hartford casualty company. He joined 
the Century in 1928 as an attorney for 
the bond claim division, Later that year 
he was placed in charge of the bond 
claim department and in 1945 he was 
given the title of manager of the bond 
claims. Mr. Holbrook was elected as- 
sistant secretary of the Century in Feb- 
ruary, 1946. 

Richard K. McWilliams 

Richard K. McWilliams joined the 

Century in 1936 as a supervisor in the 
30ston claim department. A native of 
st. John, New Brunswick, he is a grad- 
uate of Bangor, Me. High School, 
3owdoin College and Harvard Law 
School. He practiced law in Boston 
from 1923 to 1928 and was an _ inde- 
pendent claim adjuster in Rumford, Me., 
and an official of a Rumford insurance 
agency from 1928 until his affiliation 
with the Century. 

In 1941 Mr. McWilliams was made 
manager of the Hartford claim division 
and in 1945 he was returned-to Boston 


native of 


ADJUSTMENT CO. REPORTS 


Over 700,000 Claims Processed in 1950 
by Western A. & I. Co.; 420,000 
Windstorm Losses 


More than 700,000 claims were com- 
pleted by Western Adjustment and In- 
spection Co. in 1950, according to the 
annual stockholders report. Total open 
losses, however, increased from 43,660 at 
the end of 1949 to 52,718 as of Decem- 
ber 31, 1950, the report stated. The 
latter figure, however, is “well within 
capacity,” it was said. 

Of the total processed during the year, 
154,392 were for fire claims, and 90,- 
103 were automobile claims. Largest 
category was windstorm, where a total 
of 420,148 claims were processed, and 
there were also 233 aircraft claims and 
35,665 inland marine claims. 

The exact total—700,541—is an in- 
crease of 178,541 from the preceding 
year, and is a new high for the organiza- 
tion. There were 534,150 claims proc- 
essed in 1948, 486,610 in 1947, and 373,- 
269 in 1946. 

The report, submitted by Ben But- 
ler, secretary and general manager and 
John C. Harding, president, said nearly 
100 special windstorm operations were 
conducted during the year. 

At the stockholders meeting H. W. 
Miller, U. S. manager of the Commer- 
cial Union, was elected a director, and 
KB. Hatch, vice president of the Fire 
Associate, was elected a director to suc- 
ceed A. F. Powrie. Reelected directors 
include E. H. Forkel, National Fire In- 
surance Co.; C. W. Ohlson, Sun Insur- 
ance Office, F. E. Potter, Home Insur- 
ance Co.; L. W. King, St. Paul F. & M.; 





and E. D. Lawson, Fireman’s Fund 
Insurance Co. 

Also, J. C. Harding, Springfield 
F. & M., and E. A. Henne, America 


Fore, were reelected president and vice 
president, respectively, for an additional 
term, and Ben. M. Butler, general man- 
ager, was elected secretary. 


Ethier State Agent 

Arthur C. Ethier has been advanced 
to state agent by the North British 
Group, supervising eastern Michigan ter- 
ritory, which was formerly under the 
jurisdiction of the late Clarence A. 
Dafoe. He will continue to make his 
headquarters at the Michigan depart- 
ment, 2188 National Bank Building, De- 


troit. 


Heads Houston Club 

E. C. DeWolfe, special agent for the 
Home Insurance Co., has been named 
president of the Houston Field Club for 
1951. He succeeds Elmo Corbell of 
Cravens, Dargan and Co. Other officers 
named by the club include Elwood .W. 
Pierce, Fidelity and Guaranty Co., vice 
president; Richard T. Kelly, American 
Indemnity Co., secretary; Robert P. 
Glass, Gulf Insurance Co., treasurer; 
and Oscar E. Finlay, Commercial Union, 
executive committeeman. 





to become manager of that claim divi- 
sion. In May, 1948, he was recalled to 
the home office and appointed manager 
of the casualty claim department coun- 
trywide. He was elected assistant sec- 
retary of the Century in June, 1949. Mr. 
McWilliams is a member of the Massa- 
chusetts, Maine and New York Bars. 
George Peterson 

J. George Peterson has spent his en- 
tire business life with the Aetna. He 
joined the company in 1925 as a map 
clerk in the Chicago office. In 1928 he 
was transferred to the home office in 
Hartford and received training in vari- 
ous departments. He was made a special 
agent in Indiana in 1937 and three years 
later was appointed state agent in Mis- 
souri. In 1944-he was transferred to De- 
troit, as Wayne County manager. Mr. 
Peterson was named general agent in 
the Western department at Chicago in 
1948. A native of Petoskey, Mich., he 
received his education in the public 
schools of Rockford, Mich., and Central 
State Normal at Mt. Pleasant. 


New Orleans Warned to 
Get More Fire Stations 


Safety Commissioner Bernard J. Mc- 
Closkey of New Orleans has warned that 
unless the city gets more fire stations 
and revamps its “obsolete” fire alarm 
system, property owners there face an 
increase in their fire insurance rates. 

“T think the commission council should 
include funds totaling $990,000 in the 
$18,900,000 bond issue now being consid- 
ered by the council,” McCloskey as- 
serted. “The money would be used to 
build seven new fire stations and recon- 
dition the fire alarm system in the com- 
mercial district.” 


Home Opens New Mexico 
Office in Albuquerque 


Opening of the New Mexico office 
of the Home Insurance Company and 
its casualty and bonding affiliate, the 
Home Indemnity, in new quarters at 
404-5 First National Bank Building, 
Albuquerque, took place February 5. 

According to a spokesman for the 
companies this new home of the Home 
has been specially planned to extend 
to New Mexico agents and brokers, 
and through them to the insuring pub- 
lic, more complete and better facilities. 

All operations are under the direct 
supervision of State Agent Wilber 
Wolfe. Mr. Wolfe has had wide experi- 
ence in the insurance field. 


Burke GAB Branch Manager 


Richard P. Burke, Jr., has been ap- 
pointed manager of the Presque Isle, 
Me., branch office of General Adjust- 
ment Bureau, Inc. He succeeds Arthur 
M. Nichols, who has been transferred 
to the adjusting staff at Newark, N. J. 

Mr. Burke, a graduate of Boston 
University, began his imsurance career 
in 1940, when he was employed at an 
insurance company head office in Bos- 
ton. After serving in the armed forces, 
he joined the bureau as staff adjuster 
at Bangor, Me., in 1945. The following 
year he was transferred to Presque 
Isle in the same capacity. Since that 
time he has serviced all types of losses 
in Aroostook County. 


Collision Cases 


(Continued from Page 33) 


or whirling features of a cyclone or tornado, 
but it must assume the aspects of a storm, that 
is, an outburst of tumultous force.” 

But in another case, the court some- 
what limited the force of this definition 
by saying: 

“‘Windstorms, like any other kind of storms, 
vary in violence and policies must be construed 
to cover a windstorm of any force and turbu- 
lence. If an insurer wishes fo limit its liability 
to damages caused by storms of certain meas- 
ured velocity or duration, the policy should so 
state. * * * As to whether or not a windstorm 
caused the damages was a question for _the 
jury as it was an issue of fact.” Metropolitan 
Ice Cream Co. v. Union Mut. Fire Ins. Co. 
(1948; St. Louis Court of Appeals, Missouri) 
210 S.W. 2d 700; Friedman v. Employers’ Fire 
Ins. Co., 336 Ill. App. 140, 183 N.E. 2d 40, 
166 A.L.R. 380. 

In Matthews v. Shelby Mut. Plate 
Glass & Casualty Co. (1939) 31 Ohio L. 
Abs. 294, 46 N.E. 2d 473, the plaintiff 
parged his car with the emergency brake 
set, the car in reverse gear and the front 
wheels cramped so as to turn the car 
toward a high bank. A very heavy rain 
and windstorm came up and the car was 
found thereafter a half mile away, down 
a long hill, in a damaged condition, as a 
result of collision with a tent cottage 
and a tree. The court stated: 

“We find that reasonable minds could not 
reasonably reach the conclusion from the evi- 
dence in this record that the automobile in 
question was directly damaged by windstorm, 
within the meaning of that term as used in the 
policy, or through any of the exceptions pro- 
vided under said clause of said insurance con- 
tract. To us it seems perfectly apparent that 
the damage to the automobile ensued as the re- 
sult of a collision with some object or objects; 
that such damage, not having been caused di- 
rectly by any of the excepted hazards, is a loss 
occasioned by collision and not covered by the 
provisions of the policy.” 


(To be concluded) 
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Kochendorfer On Collision Damage 
Under Auto Comprehensive Clause 


Howard A. Kochendorfer, well known attorney at law associated with 
the Atlantic Mutual Insurance Co. of New York and chairman also of the 
law committee of the Automobile Claims Association, has written a valuable 
brief containing a collection of court cases involving the principle of collision 
damage under the automobile insurance policy comprehenswe clause. In 
some cases liability is denied, in others allowed, depending upon particular 
facts. Lengthy extracts from Mr. Kochendorfer’s brief are published here- 


with in two parts. Part One follows: 


As the implications of the comprehen- 
sive coverage become more clear to the 
general public, it may be anticipated 
that the efforts to bring collision dam- 
age within the comprehensive coverage 
of the policy will become more common. 
Under certain circumstances collision 
damage is not regarded by the courts as 
collision damage only, but is considered 
to be damage within the coverage of the 
comprehensive provisions of the policy. 
An attempt will be made in this article 
to outline the law covering such claims. 

Text of Clause 

The comprehensive clause is as fol- 
lows: 

“A, Comprehensive—Loss of or damage to 
the automobile except by Collision but including 
Fire, Theft and Windstorm,” and 

“Coverage A—Comprehensive—Loss of or 
damage to the automobile except by Collision. 

“Any loss of or damage to the automobile 
except loss caused by collision of the automo- 
bile with another object or by upset of the 
automobile or by collision of the automobile 
with a vehicle to which it is attached. Breakage 
of glass and loss caused by missiles, falling ob- 
jects, fire, theft, explosion, earthquake, wind- 
storm, hail, water, flood, vandalism, riot or civil 
commotion shall not be deemed loss caused by 
collision or upset.’’ 

This clause and clauses substantially 
the same insofar as the subject under 
discussion here is concerned, have been 
considered in numerous cases by the 
courts in claims for payment for colli- 
sion damage arising out of hazards cov- 
ered under the comprehensive clause. 

3efore considering thg@ automobile 

cases, it would be well to review the 
case of Bird v. St. Paul Fire and Marine 
Ins. Co., (1918) 224 N. Y. 47, 120 N.E. 
86, 13 A.L.R. 875, which arose out of the 
Black Tom explosion. In this case, the 
defendant insurance company insured 
the plaintiff’s canal boat against fire. A 
fire broke out beneath some freight cars 
loaded with explosives. This caused a 
series of fires and explosions and a large 
quantity of explosives blew up about a 
thousand feet from plaintiff’s canal boat. 
The concussion damaged the vessel, but 
no fire reached the vessel. 

The plaintiff may claim for loss by 
fire. 

The court said in this case, in part: 

“The case comes, therefore, to this: Fire must 
reach the thing insured, or come within such 
proximity to it that damage, direct or indirect, 
is within the compass of reasonable probability. 
Then only is it the proximate cause because 
then only may we suppose that it was with the 
contemplation of the contract. 

“It may be said that these are vague tests, 
but so are most distinctions of degree. In the 
one hand, you have distances so great that as 
a matter "of law the cause tbecomes remote; on 
the other, spaces so short that as a matter of 
law the cause is proximate. The damage was 
not a Joss by fire within the meaning of the 
policy.” 

Bird v. St. Paul Fire and Marine Ins. 
Co., supra, is a leading case on the sub- 
ject of proximate cause and as will be 
seen in the cases following, forms a 
basis for many decisions which deter- 
mine liability for loss suffered under an 
insurance policy. 

Collision Arising Out of Theft 

In Bolling v. Northern Ins. Co. of New 
York (1928), 253 App. Div. 693, 3 
N. Y. S. 2d 599 appeal denied 254 App. 
Div. 736, 6 N. Y. S. 2d 94 affirmed 280 N.Y. 
510, 19 N.E. 2d 920, the insured’s policy 


contained a comprehensive clause. His 
car was stolen and a few hours later 
found by police officer abandoned. While 
the officer was driving it to the police 
station, it was damaged in a collision. 
The court said: 

“The fact that here the injury occurred after 
the police had discovered the whereabouts of 
the vehicle, but before it arrived at the station 
house, would not justify a holding that the right 
to protection had ceased. The contract is one 
of complete indemnity against loss from theft, 
and would include diminution in value ensuing 
ig the continuance of the theft. Edwards 

Maryland Motor Car Insurance Co., 204 App. 
Div. 174, 197 N. Y. S. 460; Callahan v. Lon- 
don and Lancashire Fire Insurance Co., Ltd., 
98 Misc. 589, 163 N : 322, affirmed 179 
App. Div. 890, 165 NN. ¥, 55, 1079 

“We deem that the theft had “not ended, 
within the meaning of the policy, at the time 
that the collision occurred * * 

“In determining what meaning is to be given 
to the provisions of the policy insuring against 
loss due to theft, we must be guided by the 
reasonable expectation and purpose of the 
ordinary business man when making such a 
contract. Bird v. St. Paul Fire and Marine 
Ins. Co., 224 N. Y. 47, at page 51, 120 N.E. 86, 
13 A.L.R. 875.” 


The same conclusion was reached 
the case of Firemens’ Ins. Co. v. Uni- 
versal Credit Co. (1935; Tex. Civ. App.) 
85 S.W. 2d 1061. 

Collision Arising Out of Fire 

In Tonkin v. California Insurance Co. 

of San Francisco, Inc., 294 N. Y. 326, 


62 N.E. 2d 215, 160 A.L.R. 944, the car 
insured caught fire under the dash- 
board, a gust of smoke arose and the 


insured lost control and collided with 
another car. The policy included com- 
prehensive coverage, excluding collision. 
The court, in its opinion stated: 

“The policy language is definite enough to 
exclude loss when collision is the primary and 
exclusive cause, and it would do so here except 
for the fact that fire—the hazard insured 
against—was the factor causing the driver to 
lose control of the vehicle and was so closely 
associated with it in point of time and character 
as to constitute the proximate producing cause 
of the collision.’ 

In American Indem. Co. v. Haley 
(1930; Tex. Civ. App.) 25 S.W. 2d 911, 
the facts were that while the insured 
was driving his car on the highway, it 
caught fire and in an attempt to get out 
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of the car, it left the road and was 
wrecked. By far the greater part of the 
damage was done when the car went 
into a ditch. The defendant claimed that 
such damage was collision damage and 
not fire damage, but the court held that: 

‘It is true that the policy insured appellee’s 
automobile against direct loss or damage from 
fire’ and in a subsequent provision in the 
policy expressly excluded ‘loss or damage from 
collision or impact,’ but it does not follow 
from this that the damages sustained to ap- 
pellee’s car were not, in legal contemplation and 
in contemplation of the parties to this contract 
‘direct loss or damage from fire.’ In order to 
come within the provision of the policy, it was 
not required that the damage to the car was 
caused by actual consumption by fire. 

“It was only required that fire was the proxi- 
mate cause of the damage sustained to the car. 
We think this conclusion is clearly sustained 
by the decision of our Commission of Appeals 
in the case of Reliance Ins. Co. v. Naman, 6 
S.W. (2d) 743, 745, and the authorities there 


cited.” 

In Tracy v. Palmetto F. Ins. Co. (1928) 
207 Iowa 1042, 222 N.W. 447, the plain- 
tiff’s car was being operated on the 
highway when an explosion occurred in 
the motor and smoke and flame arose 
from the vicinity of the feet of the oper- 
ator. He stepped on the brake and the 
car went into a ditch and was wrecked. 
Most of the damage was due to the up- 
set. The defendant admitted liability for 
the fire damage only. 

“It is a matter of common knowledge that 
cars take fire while in use upon the public 
highway. Said fact, and the additional fact that 
the operator of a car on fire would instinctively 
act in much the same manner as did O’Reilly, 
the driver of the car in the instant case, were 
certainly reasonably to be foreseen by the in- 
surer. The jury could well find that the fire 
caused O’Reilly to act as he did; that, inde- 
pendently of the fire, he would not have so 
acted. When discovering the fire, he had good 
reason to be frightened. His life was at stake. 
The jury was warranted in finding that the fire 
was the cause of the act which landed the car 
in the ditch, and the resulting damage.” 

Even where the fire does not directly 
damage the vehicle insured, if the fire 
causes collision damage to the vehicle 
insured, it has been held that such dam- 
age was the result of fire. In Delametter 
v. Home Ins. Co. (1939) 233 Mo. App. 
645, 126 S.W. 2d 262, the policy insured 
the plaintiff’s trailer against fire damage. 
A fire broke out in the tractor pulling 
said trailer and the vehicle went out of 
control and the trailer body hit a bridge 
abutment, destroying the trailer. There 
was no fire damage to the trailer. 

Collision Arising Out of Windstorm 

In Fireman’s Ins. Co. v. Weatherman, 
(1946; Tex. Civ. App.) 193 S.W. 2d 247, 
a violent puff of wind blew the rear 
of the insured’s car off the pavement 
and then hurled it across the highway 
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into a telephone pole, ome mp blow- 
ing the occupants out through an acci- 
dently opened door. The defend: ot con- 
tended that this was a collision loss, but 
the court disagreed and said: 

“As shown by the undisputed evidence, the 
wind first blew the rear of the car off the pave- 
ment to the south, then suddenly reversed the 
direction of the car northward, blowing the oc- 
cupants therefrom, and hurled the automobile 
across the bar pit and into the telephone post 
with such force as to completely wreck it. The 
fact that an obstruction interrupted the mad 
course of said automobile was purely incidental. 
The windstortm was the sole, inducing and effi- 
cient cause of the collision, and the facts bring 
the loss within the terms of the policy.” 

In Atlas Assur. Co., Ltd. v. Lies (1943), 
70 Ga. App. 162, 27 S.E. 2d 791, the wind 
blew a tree down on the insured’s pass- 
ing car. Whether it fell on the car or 
immediately in front of it, with a result- 
ing collision, was undetermined, but this 
was held to be immaterial since the in- 
sured contended the damage resulted 
from windstorm in either event. The 
policy did not include the term “falling 
objects” in the comprehensive clause, but 
was limited to “falling aircraft or parts 
thereof.” The defendant argued that 
whether the tree fell on the car or in 
front of it, the damage resulting would 
be loss from collision. The court dis- 
agreed and said: 

“Under the law and the evidence, we think 
the jury was authorized to find that the impact 
between the plaintiff's moving automobile and 
the falling tree was not to be deemed a ‘col- 
lision’ within the meaning and intention of the 
policy, in that such impact and damage resulting 
therefrom to the plaintiff's automobile was 
caused directly by windstorm within the mean- 
ing and intention of such terms as used in the 
policy and that the loss was covered by the 
policy.” 

Windstorm Claim 

In Clark v. Fidelity & Guaranty Fire 
Corporation, (1943); City Court of Buf- 
falo) no official report, 39 N. Y. S. 2d 
377, a wind having a velocity of 28 miles 
per hour set a car in motion down an 
incline causing a collision with a tree. 
Claim was made under the comprehen- 
sive clause alleging damage by wind- 
storm. The wind did not directly dam- 
age the car. 

The court referred to Matthew et al. 
v. Shelby Mutual Plate Glass and Casu- 
alty Co., (1939) 46 N.E. 2d 473 and Bird 
v. St. Paul Fire & Marine Ins. Co., 
supra. 

The court quoted Cardozo, 
latter case and stated that: 

“The damages were caused by a col- 
lision and coverage against collision is 
specifically excepted by the terms of 
the policy.” 

The court went on, however, to say 
that the loss was not covered for the 
additional reason that the wind with a 
velocity of 28 miles an hour was not a 
windstorm. Among other definitions of 
windstorm it quoted with approval the 
following: 

“A ‘windstorm’ within a policy to indemnify 
insured against damage to property by wind- 
storm, cyclone or tornado, takes its meaning 
from the words ‘tornado’ and ‘cyclone,’ with 
which it is associated, and should be construed 
to be something more than an ordinary gust 
of wind, no matter how prolonged, and though 
the whirling features which usually accompany 
tornadoes and cyclones need not be present, it 
must assume aspect of a storm.” Scottish Union 
& National Ins. Co. v. B. E. Linkenhelt & Co., 
70 Ind. App. 324, 121 N.E. 373, 375 

Although the automobile comprehen- 
sive policy does not contain the words 
cyclone and tornado, the word wind- 
storm alone has been defined in Schaef- 
fer v. Northern Assurance Co., (1944; 
Mo. App.) 177 S.W. 2d 688, as follows: 

“The term as used in a policy of insurance 
such as that with which we are here concerned 
means a wind of unusual violence. It is some- 
thing more than an ordinary gust of wind or 
current of air no matter how long continued. 
It need not have the violence of the twirling 


(Turn Back to Page 32) 
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Changes Announced by 
Continental Companies 


CORNELIUS SENIOR CONSULTANT 





In Addition to Smith and Spottke Pro- 
motions, Reeder Is Advanced; New 
Directors Named to Both Cos. 





As announced briefly in The Eastern 
Underwriter last week, J. M. Smith has 
been elected first vice president of the 
Continental Casualty Co. Albert E. 
Spottke was elected second vice presi- 


dent and a director and John E. Stipp, 
vice president and secretary of both 
Continental Casualty and its life insur- 


ance affiliate, Continental Assurance Co., 
was elected a director of both compa- 
nies. Other changes made by the boards 
of directors of both companies last week 
are the following: 

Martin P. Cornelius, who has been 
general counsel of both companies was 
Howard C. 


made senior consultant; 
Reeder, vice president of Continental 
Assurance, was elected executive vice 


president of that company; Homer J. 
Livingston, president and director of 
the First National Bank of Chicago, was 
elected a director of both companies; 
Raymond H. Belknap, vice president of 
Continental Assurance, was elected a di- 
rector, and Ray Engh, formerly auditor 
and assistant secretary of Continental 
Casualty, was named assistant vice 
president of that company. 

Smith With Company Since 1925 

Mr. Smith, in executive charge of the 
accident and health and hospitalization 
department of the casualty company, 
joined it in April, 1925. He was named 
superintendent of agents of the disabil- 
ity division in 1935, a vice president in 
1940 and a director two years later. He 
was made second vice president in 1945. 

Mr. Reeder brings to his executive 
responsibilities for Continental Assur- 
ance 24 years of experience in the life 
insurance field, the last 10 years in close 
association with Continental operations. 
He has been ree in insurance since 
graduation from the University of Iowa 
in 1927 and has been a member of the 
life company’s management group since 
joining this organization as vice presi- 
dent and actuary in 1941. 

Mr. Cornelius began his association 
with Continental 42 years ago in Feb- 
ruary, 1909. Beginning in the legal de- 
partment by successive promotions he 
was elected general attorney, vice presi- 
dent and first vice president of the 
casualty company and became president 


of that company in 1937. In 1944, upon 
his request to be relieved of duties as 
chief operating official, Mr. Cornelius 


general counsel for both the 
casualty and life companies. As senior 
consultant and director, Mr. Cornelius 
remains part of the active management 
of both companies. 
Was Claim Attorney 

Mr. Stipp joined the casualty company 
as general claims attorney January g 
1950, and was named vice president and 
secretary of the two companies last No- 
vember. Mr. Spottke joined the casualty 
organization as vice president last Sep- 
tember. Mr. Belknap has been associ- 
ated with Continental Assurance Co. 
since June of 1949 and has been vice 
president of the company since Decem- 
ber of that year. 

Mr. Engh joined the Continental or- 
ganization in 1925 and has been auditor 


became 


since 1949, 
Continental Casualty directors also 
voted a quarterly dividend of 50 cents 


to stock of record 
Assurance Co. 


March 1 


payable 
Continental 


February 15; 


directors voted a quarterly dividend of 
30 cents payable 
record March 15. 


March 30 to stock of 


DAY CALLS ILLINOIS HEARING 





To Review Compensation Rate Struc- 
ture; Bureau to Show Cause Why Its 
License Should Not Be Revoked 

Insurance Director J. Edward Day of 
Illinois has sent out notice of a hearing 
on compensation insurance to be held at 
Springfield, March 6. The notice says 

“This hearing is for the purpose of 
reviewing all experience rating, schedule 
rating, and expense modification provi- 
sions in the rating structure as they af- 
fect all rate filings for workmen’s com- 
pensation as provided for in Article 
XXIX of the Illinois Insurance Code. 
Any company or_ rating organization 
may, if it sees fit, attend the above 
scheduled hearing and show cause, if 
any, why its current filing pertaining to 
workmen’s compensation made with the 
Director of Insurance and now in ef- 
fect, should not be disapproved because 
such filing is unfairly discriminatory in 
violation of said article. 

“This hearing is for the further pur- 
pose of affording to the National Bu- 
reau of Casualty Underwriters, an op- 
portunity to show cause, if any, why its 
license to act as a rating organization 
for workmen’s compensation insurance 
should not be revoked on the grounds 
that as to this line in Illinois it does not 
meet statutory standards of competence, 
that its rating plans and rules do not 
conform with the requirements of law in 
that said p!ans and rules result in unfair 
discrimination and that it is otherwise 
not qualified to act as a rating organiza- 
tion in the state of Illinois for work- 
men’s compensation insurance.” 


Travelers Make 5 Changes 
Of Personnel in Field 


Five field personnel changes, two man- 
agerial, in casualty, fidelity and surety 
lines are announced by the Travelers 
Insurance Cos. 

Alden L. Lancaster, assistant man- 
ager at Houston, has been appointed 
manager at Little Rock. 

Thor M. Hval, who has been field 
supervisor at Oakland, has been ap- 


pointed assistant manager at Minne- 
apolis. be 
Christopher C. Condon, Jr., has been 


appointed field supervisor at Newark and 
Fred M. Benton has been appointed in 
the same capacity at Charlotte, N. C. 

Robert H. Cockerell, who thas been 
field supervisor, fidelity and surety lines 
at San Francisco, has ‘been appointed in 
the same capacity, with headquarters at 
Fresno. 


NATIONAL SURETY NAMES ROTH 





Appoints Him Assistant Manager in 
Chicago Office; Joined Company in 
1936; Spent 4 Years in Navy 

National Surety Corp. announces the 
appointment of James E. Roth as as- 
sistant manager of the Chicago service 
office. 

Mr. Roth is a native Chicagoan and 
received his education at Morgan Park 
Military Academy and Northwestern 
University. 

He entered the insurance business in 
1936 with Marsh & McLennan Agency, 
Inc., and remained with the firm until 
1947 except for four years in the United 
States Navy. 

Mr. Roth joined National Surety in 
February, 1947, as an underwriter in the 
burglary and fidelity departments. In 
the past two years, he has been super- 
vising the underwriting of the burglary, 
marine, fidelity and banker’s blanket 
bonds. He is a member of the executive 
committee of the Burglary Underwrit- 
ers’ Association of Chicago. 
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Auto Casualty Manual 
Revised Countrywide 


CHANGES EFFECTIVE FEB. 19 


B.I. and P.D. Rates for Hired Cars Sub- 
stantially Reduced; Non-Ownership 
Liability Rates Also Lowered 


The National Bureau of Casualty Un- 
derwriters and the Mutual Insurance 
Rating Bureau have announced a coun- 
trywide revision of the automobile casu- 
alty manual, effective February 19. The 
National Bureau’s announcement indi- 
cates that the changes may be applied 
retroactively to policies written to be- 
come effective between December 1, 
1950, and February 19 and are applicable 
in all states except Virginia and Terri- 
tory of Hawaii. The Mutual Bureau’s 
changes are applicable in all states except 
Virginia, Texas and Massachusetts. 

The most important rule changes oc- 
cur in the public automobile and garage 
sections of this manual. In addition to 
the provision inserted in both stock and 
mutual bureau manuals for rating of 
spare and substitute buses at 25% of the 
general passenger service bus rates, the 
revised rules now make available both 
gross receipts and mileage rating bases 
for public automobiles and driverless car 
risks. Formerly the mileage rating basis 
was limited to taxicab risks. The new 
program also provides for lower mini- 
mum premiums under such rating bases. 

Substantial reductions in nearly every 
territory have been made by both bu- 
reaus for bodily injury and property 
damage rates for hired automobiles in- 
cluding private passenger and commer- 
cial cars, private and public livery, taxi- 
cabs and buses. Says the Mutual Insur- 
ance Rating Bureau: “Reflecting the 
increased cost of hiring motor vehicles, 
the new rates serve as a basis for 
bringing hired automobile rates into 
line with current specified car rates. . .” 


Garage Liability Coverage Broadened 


Both bureaus have broadened the 
coverage afforded under garage liability 
policies in several respects. Specifically, 
the definition of hazards under division 
I has been expanded so that coverage 
will now be made available for cars 
owned and used principa!ly for pleasure 
purposes by the narned insured, a 
partner therein, an executive officer 
thereof, or a member of the household 
of any such person, Coverage under 
this division will also be broadened 
to include automobiles rented by the 
insured to salesmen for use principally 
in the business of the named insured. 
Coverage under the basic automobile 
liability policy forms will be newly 
provided for a garage partnership of 
which the named insured or a member 
of his household is a partner, or any 
other partner therein, or any agent or 
employe thereof. 


Rates Reduced Substantially 


Present favorable loss ratios for em- 
ployers’ non-ownership liability coverage 
have enabled both bureaus to reduce 
substantially the Class 1 and Class 2 
rates. As to Class 1 persons, the new 
rates will be equal to 7% (instead of 
18%) of the Class 3 private car rates, 
subject to a minimum of $2 for B.I. and 
$1 for P.D. coverages. As to Class 2 em- 
ployes the rates have been reduced 
countrywide to 15 cents for B.I. and 10 
cents for P.D. With the introduction of 
these revisions, a new, simplified pro- 
cedure for determining non-ownership 
premium charges has become effective. 
This will eliminate the present practice 
of computing an additional premium 
charge when the non-ownership limits 
are above the limits of the policy cover- 
ing a Class 1 person. 

The P.D. increased limits tables, now 
appearing in the automobile casualty 
manuals, have been revised to include 
factors for limits as high as $100,000 per 
accident. The current tables extend only 
to $50,000 per accident. 
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Annual 


Group Meeting 


of Health & Accident 


Conference 





Leaders Consider Group A. & H. 


Trends; Watt Sees Experimentation 


Optimistic That “Freeze” on New Sales Will Be Lifted Soon; 
Prepare for War Clause Extension; 104 Com- 
panies Represented at Meeting 


By Wattace L. Ciapp 


A lot of ground was covered by the 
more than 250 representatives from 104 
companies who attended the annual 
group insurance meeting of the Health 
& Accident Underwriters Conference last 
week in Chicago. Meeting in an atmo- 
sphere of uncertainty because of the 
Wage Stabilization Board’s temporary 
“freeze” on production of new group in- 
surance with employer contribution, the 
panel speakers nevertheless held close 
attention as they compared notes with 
each other on underwriting trends and 
claim experience in the major lines, dis- 
cussed new coverages such as polio insur- 
ance and catastrophic medical expense, 
and sized up the outlook for trade and 
professional association group, franchise 
insurance and community enrollment 
plans. Experience under group and 
wholesale conversion was also presented. 


War Exclusion Clauses 


The attention of those attending was 
directed to a consideration of the war 
clauses in their group A. & H. policies. 
Billedward Howland, group actuary, Mu- 
tual Benefit H. & A., who spoke on this 
subject, recommended by inference that 
the companies extend the war (or act 
of war) clause now in almost all group 
policies to embrace all other A. & H. 
coverages. Up to this time the exclusion 
clause has been limited to accidental 
death and dismemberment. It was ex- 
plained that previously it was sufficient 
to exclude just the accidental death and 
dismemberment but under present war 
conditions and the possibility of an 
atomic attack, the hazard is just as great, 
it was felt, as that of accidental death 
and dismemberment. 

Mr. Howland did not think that the 
insuring public would be upset if war 
clauses were further extended to em- 
brace enemy attack as policyholders have 
not shown any concern over the death 
and dismemberment exclusion nor has 
production of business been affected. 

In this connection Mr. Howland said 
that Roy A. MacDonald of the Confer- 
ence staff has recently examined 40 poli- 
cies, picked at random from the Confer- 
ence files, and they showed that all of 
the individual policies had some sort of 
war exclusion clauses. Therefore, it 
seems evident that the inclusion of such 
clauses is an accepted fact by the public 
and that they do not expect the com- 
panies to assume the hazards of war, 
said Mr. Howland. 


See Relief From Temporary “Freeze” 


As to the predicament which the group 
writing companies now face under the 
Stabilization. Board’s temporary freeze, 
T. H. Kirkpatrick, vice president, Paul 
Revere Life, said that the chances are 
good that relief will be granted from the 
board’s order of January 25 to the life 
and A. & H. industries. But he said 
there is no doubt at present that the 
order blocks the sale of new group A. & 
H. business by prohibiting employer con- 
tributions. In Mr. Kirkpatrick’s opinion, 
the price freeze is more important to the 
Federal authorities than the wage freeze. 
He was confident that employers would 
shortly be authorized to make contribu- 
tions to employe health and welfare pro- 
grams including group contracts. 

Mr. Kirkpatrick further said that his 
company is accepting new commitments 
with the understanding that the policies 


would not be issued pending settlement 
of the controversy. 
Watt Gives Recapitulation 

Final speaker at the closing session 
was Paul W. Watt, executive vice presi- 
dent, Washington National, who said 
that the A. & H. business has definitely 
awakened. “Not only is our business in 
an era of great expansion and produc- 
tion, but it likewise is in an era of 
great experimentation,” he emphasized. 

He brought out, for example, that the 
statutory disability benefits laws in Cali- 
fornia, New York and New Jersey, to- 
gether with the possibility of such laws 
being enacted in other states, have pre- 
sented an entirely new phase in the 
group disability business. Furthermore, 
he said 

“Hospitalization as written today to- 
gether with surgical schedules has been 
a relatively recent development insofar 
as years are concerned. Group medical 
together with the Medical Society plans 
are very new when measured in standard 
of years. Group polio together with the 
so-called other ‘frill? coverages which are 
being written in the group casualty field 
are when measured in length of time 
virtually a business which has come into 
being only yesterday.” 

Continuing Mr. Watt said: “There are 
still major issues which I believe are giv- 
ing many companies grave concern in 
their endeavor to satisfy the public’s de- 
mand for accident and health and hos- 
pitalization benefits. 

Hospital Loss Ratios Rising 

“In the case of my own company, and 
from what I have been told by repre- 
sentatives of other companies, it would 
seem they are facing a similar problem 
—the hospitalization loss ratios on a 
group basis continue to increase most 
substantially. The question arises as to 
what can be done. 

“The insurance industry has received 
excellent cooperation from the hospitals 
and from the American Medical Associa- 
tion. I would like to emphasize the ne- 
cessity of continuing to secure further 
cooperation from the hospitals in re- 
gard to charges, particularly in reference 
to miscellaneous fees, as well as coopera- 
tion from the doctors in regard to clari- 
fication of charges. 

“The Health Insurance Council, which 
is composed of many companies in the 
industry, has a number of committees 
one of which is a hospital committee 
and another a medical liaison committee. 
These two committees will, I am sure, 
endeavor to continue to secure additional 
cooperation on the part of the hospitals 
and doctors to the end that hospital and 
surgical insurance may be written by our 
industry in a fashion to satisfy public 
demand and at the same time enable the 
companies to have a satisfactory loss ex- 
perience. 

Competition the Bloodstream 

“Competition has been the bloodstream 
of our American system. I think you 
will all agree that it should continue to 
be and I think that you will all further 
agree that it is a particularly lively and 
potent bloodstream insofar as the sale of 
group insurance is concerned. Further, 
I think you will agree that for the pre- 
mium dollar expended the American pub- 
lic is getting an extremely favorable re- 
turn. Moreover, I think you will agree 
that we want to continue to provide the 


public with group insurance at the lowest 
possible cost consistent with soundness. 
Lastly, I think you will agree that there 
are a few occasions (and note that I use 
the word few, perhaps it is the wrong 
adjective) where it would seem that the 
employers and employes insured under 
group policies are having returned to 
them in one form or another consider- 
ably more than their expended dollar. 

“It is my belief that through the co- 
operation of the able minds as repre- 
sented by- those present; that through 
additional cooperation from the _ hos- 
pitals; and that through additional co- 
operation from the American Medical 
Association we can continue to solve the 
problems confronting us from the ad- 
ministrative, sales and underwriting 
standpoints.” 


Group and Wholesale Conversions 


John Hocevar, assistant to the vice 
president, Business Men’s Assurance, one 
of the final speakers on the program, 
created considerable interest in his dis- 
cussion of “Group and Wholesale Con- 
versions.” He pointed to a provision in 
the pure group policy which provided for 
conversion to such individual policies as 
a company might be writing at the time 
of conversion and at the prevailing rates 
for such policies without evidence of in- 
surability. He then said: 

“Wholesale or franchise policies are 
complete policies within themselves and 
policyowners who desire to convert were 
allowed to continue their policies on an 
individual payment basis by increasing 
the premiums slightly to take care of 
the extra cost of individual notices. It 
was also the practice of our company to 
permit group conversions to the same 
type of policy, i.e, a wholesale policy, 
although the provision in the master 
policy provided only for conversion to 
individual policies at prevailing individual 
rates. This was done to keep all con- 
version on the same basis and develop 
more uniform exposure to gain needed 
experience. 

“Ten or 12 years ago there were com- 
paratively few groups of insured em- 
ployes as compared with the present. 
Persons changing employment often 
found no provisions for group hospital 
insurance at their new place of employ- 
ment, which no doubt increased very 
considerably the percentage of conver- 
sions at that time. 

“Although as stated, by allowing con- 
versions certainly very few bad risks 
were lost and no young single women 
who left employment to marry and raise 
a family overlooked the opportunity to 
convert their policy containing maternity 
benefits. There was, however, a surpris- 
ingly large percentage of better risks 
which tended to keep the losses on these 
conversions within reasonable bounds 
when considered in connection with over- 
all group and wholesale loss ratios. 

“We find that during the years 1940 
to 1944 the loss on this type of business 
was about 14%, higher than the over-all 
group and wholesale experience. Our ex- 
perience, based on more than $600,000 an- 
nual converted premium indicates the 
claim experience will be from 10 to 15% 
higher than on group and wholesale 
business. 

Increase in Loss Ratios After 
World War II 

“A heavy increase in loss ratio was 
anticipated at the conclusion of World 
War II when so many female employes 
left employment on the return of men 
in the service or their husbands returned 
and entered employment. This theory 
proved correct and our experience shows 
that the loss ratio in 1945 increased 10% 
over 1944, and in 1946 increased 7% over 
1945. The increase since that time has 
been more gradual. 

“Since so many of this age group are 
still acquiring families there does not 
seem to be any increase in this excessive 
loss ratio brought about by maternity 
claims. Last year our loss ratio still 
showed this influence plus the accumu- 
lated heavy selection of poor risks and 


advanced ages over the years this prac- 
tice has been in effect. This, with the 
added incidence of the use of hospitaliza- 
tion and increase in hospital charges for 
operating room and what is generally 
termed ‘extras,’ have made _ necessary 
additional charges in converting whole- 
sale and franchise policies. Conversions 
from pure group insurance are now made 
to regular individual policies at the regu- 
lar rates instead of the franchise or 
wholesale policy. 

“Apparently the percentage of applica- 
tions for conversion is decreasing. Prob- 
ably most of those now changing em- 
ployment enter groups which carry hos- 
pital insurance. This increases the se- 
lection of retired employes and _ the 
poorer risks. There are also fewer em- 
ployed women to convert their policies. 


It was noted that regardless of age 
a higher percentage of women employes 
convert their hospital insurance than 
men. 


“Encouraging a higher percentage of 
conversions by allowing sales bonuses for 
making the conversions seems to result 
in some few conversions which other- 
wise would not have been made, but a 
majority of the employes in this class 
who do not apply for conversion by re- 
quest, usually have moved and cannot be 
located or have taken insurance at their 
new place of employment, or if unem- 
ployed do not feel they can afford this 
type of protection.” In closing Mr. 
Hocevar said: 

“Certainly there is a demand for the 
conversion privilege in group and whole- 
sale hospital insurance. It is evident that 
loss ratios on this class of business will 
be higher than the class from which 
they originated. Like some other bene- 
fits and provisions presently included in 
this type of insurance, this feature is 
still somewhat experimental. 

“Perhaps some way will be dev eloped 
to increase the percentage of conversions 
which will bring the loss ratio more 
nearly in line. Any attempt to solve this 
problem by an increase in premium for 
these conversions will no doubt only tend 
to increase further the selection against 
the company. Recognizing the fact that 
the loss experience on converted business 
will be higher than that on group busi- 
ness, and might even prove highly un- 
satisfactory, we think of the conversion 
provisions in a group insurance plan 
as an added benefit and attempt to make 
an allowance in the rate quoted.” 


Don Compton Host at Stag 
Party for John P. Hanna 


Don Compton, vice president of the 


Combined Insurance Co. of America, 
was the host at a farewell party re- 
cently for John P. Hanna, associate 
managing director, Health & Accident 


Underwriters Conference, who has re- 
ceived leave of absence for U. S. Navy 
duty. He was a lieutenant (s.g.) in 
World War II. 

As next door neighbors in Glenview, 
Ill, Messrs. Compton and Hanna are 
close personal friends, and appropriately 
the party was held in Don’s house with 
about 20 A. & H. executives from Chi- 
cago companies and Conference staff 
members attending. 

Highspot of the 
presentation to Mr. 


was the 
a wallet 


evening 
Hanna of 


cont Lining a farewell gift. Robert R. 
Neal, vice president, North American 
Accident, did the honors on behalf of 


those present. Mr. Hanna, who is now 
attending the Boston Navy school, will 
be assigned soon to active duty on the 
destroyer “Shannon.” 


TO MEET MARCH 16 IN CHICAGO 

An important meeting of the Disabil- 
ity Insurance Coordinating Committee 
is scheduled for March 16 in Chicago. 
D. Stuart Walker, Mutual Benefit H. 
& A. manager in Philadelphia, will pre- 


side as chairman. James R. Williams, 
assistant director for public relations, 
Health & Accident Underwriters Con- 


ference, is secretary. 
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Hipp Calls Experimentation Spirit 
Greatest Bulwark Against Socialism 


With George H. Hipp, Employers Mu- 
tual Liability, presiding, the annual 
group meeting of the Health & Accident 
Underwriters Conference began in Chi- 
cago February 6. T. H. Kirkpatrick, 
Paul Revere Life, was leader of the 
panel discussion on cash sickness laws. 
William J. Huggan, Progressive Life 
Insurance Co., spoke on the California 
law; J. W. Noel, Lumbermens Mutual 
Casualty, discussed the New York law; 
Mr. Kirkpatrick spoke on the outlook 
for future legislation. 

Speakers at the remainder of the first 
morning’s panel were R. C. Knoblock, 
Washington National, on Time 
Coverage—Maternity Benefits”; Billed- 
Mutual Benefit Health & 
Accident Association, on “War Clauses,” 
and W. S. Collins, Union Life 
Insurance Co., on “Union Developments.” 


“Loss of 


ward Howland, 


Labor 


Approximately 250 Present 
Mr. Hipp 


expressed encouragement 
over the fact that approximately 250 
people who were interested in group 
insurance were present. He said that 
the national economy and entire com- 
mercial structure are facing the problem 
of inflation, labor relations, taxation, 
shortages of raw material and high pro- 
duction goals and that such problems 
“would stagger and probably crush a 
business leadership less keen and less 
resourceful than one steeped in our 
Americ in tradition. 

“Through all of these problems and 
uncertainties, the volume of group insur- 
ance in force in our country has con- 
tinued to grow and increase by percent- 
ages that a few short years back would 
have seemed fantastic. Group insurance 
today stands as a guardian faithfully 
protecting millions of our workers and 
their families from impoverishing loss 
of income, unprecedented medical and 
surgical ch: irges, astonishingly high hos- 
pital costs—and, yes, even catastrophic 
disability expenses.” 

Mr. Hipp said that group insurance is 
a paramount line of protection and is 
charged with the public interest to an 
extent it has known at no time in the 
past; that competition for the tremen- 
dous volume being written today is keen- 
er than at any time in the industry’s 
history, rates are lower than they have 
ever been, coverage is broader and with 
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these new advances problems multiply 
daily. 

“Literally,” he said, 
burning at both ends. On one end, we 
have increasing medical, surgical and 
hospitalization costs. On the other end, 
keener competition, lower rates and even 
public criticism. In between we are 
striving to maintain harmonious rela- 
tions with the labor unions, medical so- 
cieties and our own insureds while stav- 
ing off the ever narrowing margin be- 
tween total permiums collected and total 
losses plus operating expenses. Ali this, 
in addition to experimenting with new 
an broader coverages. How can we keep 
our candle from burning out? How 
can we continue our experimentation 
and yet keep the structure of our indus- 
try sound in the face of rising costs 
and diminishing rates?” 

Saying that the conference companies 
have pioneered in many forms of group, 
blanket, franchise and community cover- 
ages which are now becoming common- 
place, Mr. Hipp stated: “This spirit of 
experimentation and expansion is our 
greatest bulwark against socialism. I 
have not the slightest doubt that our 
industry will deliver the desired goods 
to the American public and on a sound 
basis.” 


“our candle is 


Kirkpatrick on California UCD Law 


Speaking on the California unemploy- 
a _ compensation disability benefits 
law, H. Kirkpatrick, Paul Revere Life, 
said he consideration should be given 
to the following: California was the first 
state to enact a law allowing private 
carriers to participate in the underwrit- 
ing of the benefits; entry of companies 
into this field was an experiment with 
no precedent to follow; development of 
insurance company coverage was greatly 
assisted by the supervision provided by 
the California Department of Employ- 
ment; initially relatively few companies 
underwrote the benefits but their suc- 
cess attracted additional insurers; claim 
rates of the companies and the State 
Fund have been very favorable. 

UCD insurance is now reaching ma- 
turity and the experimental stage is 
passing he said, and the business is fac- 
ing the problems which follow such 
maturity. In general, he said, the busi- 


ness is now concerned with the admin- 
istration and future plans rather than 


with their development and sale. He said 
the Department of Employment has 
codified and reissued its regulations and 
that there are now more specific regu- 
lations and less flexibility. “One of our 
main problems,” he added, “has been to 
keep ourselves and our policyholders in 
full compliance with these regulations 
and amendments to them.” 
Trend Is Toward Liberalization 

With respect to claims, Mr. Kirkpat- 
rick said the trend is toward liberaliza- 
tion eer] the substantial surpluses ac- 
cumulated make it difficult to argue 
against unsound extensions of benefits. 
“For example,” he said, “while the in- 
surance was considered non-occupational, 
actually if workmen’s compensation 
benefits are not claimed, UCD benefits 
are payable. Since an employe can fre- 
quently obtain higher UCD benefits much 
easier and more quickly, our plans are 
being extended in a way not contem- 
plated when issued.” 

With regard to 1951 legislation, he 





said the following are the changes likely 
to be made: Increase in benefits; pro- 
vide for blanketing in of coverage where 
85% or more are insured under the vol- 
untary plan; allow a credit against as- 
sessments of premium taxes paid; change 
the tax base from $3,000 to $3,600 per 
year; provide for the payments of bene- 
fits during a trade dispute in “emer- 
gency” cases. 

At the close of the cash sickness panel, 
Mr. Kirkpatrick spoke of the outlook for 
the future, saying in part: 


Outlook for Future 

“Even although nearly every state leg- 
islature is in session, the outlook for 
the passage of cash sickness legislation 
at the moment is greatly reduced as 
compared to a year ago. It is of course 
too early to tell what will develop or 
the support cash sickness proposals will 
obtain in any state where such proposals 
develop to the final stage. The outlook 
is, however, hopeful. 

“The current emergency and the de- 
feat of the Washington cash sickness 
referendum have had important effects 
on the attitude of the public. 

“Not. only is there less likelihood, 
my opinion, of cash sickness stcametaale 
developing, but also there is a trend 
towards types more favorable to the 
companies. The extensive work the com- 
panies have done has given them experi- 
ence to see undesirable provisions and 





T. H. KIRKPATRICK 


to explain to the public and the legisla- 
tors the weaknesses of such provisions. 
We are much more likely to get a fair 
hearing and to more effectively present 
our case.” 


Huggan Talks on NewJersey [DB Law 


Speaking on the New Jersey tempo- 
rary disability benefits law on the cash 
sickness panel was W. J. Huggan, comp- 
troller, Progressive Life Insurance Co. 


of Red Bank, N. J. He said that since 
his own company was in the accident 
and health business before TDB, it did 
not encounter too much difficulty in the 
processing and servicing of TDB claims 
and after the first three or four months 
the number of problems was beginning 
to reduce and the program as a whole 
began to function smoothly. 

“In view of our TDB experience to 
date,” he said, “I would have no hesi- 
tancy in recommending to any company 
not already in the group field, that they 
engage in temporary disability benefits 
operations when and if the State in 
which they are actually operating should 
pass such legislation. 

In view of the discussions at the Fed- 
eral level for socialized insurance, it 
would seem to be to the best interests 
of the insurance business as a whole to 
have a 100% participation of the com- 
panies operating in any state where a 
TDB law is in effect. If the insurance 
carriers in their efforts to combat social- 
ized medicine contend that they are 
taking every advantage to cover more 
and more persons in the country for loss 
due to disabilities, then it would seem we 
could strengthen that contention if all 
companies without exception engage in 
temporary disability benefit coverage. 


Precautions Should Be Taken 


“As the companies in this type of busi- 
ness undoubtedly know and for the com- 
panies who are contemplating entering 
this field, it would be well to keep in 
mind that during periods of high em- 


Noel Predicts N. 


Predicting that in the not too distant 
future certain changes are going to be 
made in the New York disability bene- 
fits law and questioning the legality of 
permitting the State Fund to provide 
benefits above the statutory limits, J. 
W. Noel, manager, accident and health 
department, Lumbermens Mutual Cas- 
ualty Co., addressed the panel on cash 
sickness laws before the Health & Ac- 


ployment and high wages, such as exists 
at the present time, that a low claim 
loss may be developed simply because 
it is more profitable to work than to 
report sick and obtain disability bene- 
fits. This low claim loss produced during 
such periods could partially offset in- 
creased statutory amendments. There- 
fore, every precaution should be taken 
to set aside during the profitable years 
of operation when high employment 
and high wages exists, sufficient con- 
tingency reserves to offset periods of 
adverse economic conditions and reduced 
wages.” 

Mr. Huggan spoke of a number of 
bills introduced in the New Jersey Leg- 
islature and being prepared for intro- 
duction and said that one of these bills 
would provide for a flat benefit rate of 
$30 weekly for unemployment and dis- 
ability insurance and payment of bene- 
fits at the rate of $3 per week per 
dependent up to three. This bill also 
would eliminate the waiting week in un- 
employment insurance. 


Want Flat Basic Rate 


The Disability Insurance Advisory 
Council, he said, has come to the con- 
clusion ‘that, based on the cost of living 
index, the benefit rate should be a flat 
basic $28, and indications are that if 
this is adopted, the hospitalization bill 
which will be introduced by the State 
Federation of Labor will be dead for 
the present session at least. 

Mr. Huggan said, in closing, that the 
latest report on New Jersey TDB experi- 
ence just released by the State Unem- 
ployment Compensation Division, showed 
that two-thirds of this type of business 
is now insured under private company 
and self-insured plans. 


Y. DBL Changes 


cident Underwriters Conference at 
Chicago, February 6. 

“Experience indicates,” he said, “that 
one of the favorite targets of the law- 
makers and the forces that motivates 
them is a compulsory accident and 
health law. In New York there were 
something over 30 bills submitted to 
the state legislature to revise the law 
prior to its effective date. These 
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changes ranged all the way from 
eliminating private carriers altogether 
to increasing the benefits to include 
dependents.” 

As an example of the constant press- 
ure being exerted to amend the New 
York law he cited a number of bills 
already introduced in the legislature 
and said: 


Expects Hospital - Surgical Amendments 


“Despite the variety of amendments 
being submitted, it is felt that hospital 
and surgical benefits will be the first 
major amendment to the New York 
State law. I feel that an increase in 
benefits will take this form rather than 
a build-up of the weekly benefits pay- 
able. New York’s law tends to en- 
courage this and the powers that be, 
apparently are in favor of this sort of 
an amendment. 

“As an indication of this perhaps 
now is an appropriate time to mention 
a phase of the New York disability 
benefits law that should be given the 
attention of the industry. The chair- 
man of the Workmen’s Compensation 
Board, as the head of the supervising 
unit for the disability benefits law, has 
stated that the State Insurance Fund 
can write benefits that are an increase 


over the statutory provisions. The 
State Insurance Fund now has rates 
and plans available that are in‘ ex- 
cess of statutory benefits. It’s true 


that at the present time these plans 
concerned i 


are 1 with waiting periods, 
first day accident in lieu of eighth 
day, and increased benefits, and are 


limited to weekly benefits or accident 
and health insurance. 
Questions Legality of Ruling 

“The legality of this I feel could be 

questioned. However, the point I want 
to make is this: If the State Fund 
is permitted by regulation or directive 
to exceed statutory benefits in one 
respect, the next step could be to in- 
crease benefits in the event an insured 
is hospitalized or perhaps an increase 
in benefits if surgical or medical at- 
tention is required. 
_ “This could bring the State Fund 
into the hospital, surgical, and medical 
reimbursement field, which, in my 
opinion, was not the intent of the 
law. Perhaps I’m pessimistic, perhaps 
I see something that isn’t a possibility, 
say what you please; I feel it’s worth 
your consideration and action as you 
see fit. It could mean this: State Fund 
competition in all forms of group casu- 
alty insurance without an amendment 
to the law. 

“We can now ask ourselves what 
effect an increase in benefits either 
from an amendment or regulation will 
have in the insurance industry. Here 
again, if I may compare New York’s 
law to California’s or New Jersey’s, I 
feel that we are in a much better posi- 
tion in New York State than we are 
in California and New Jersey because 
of the way the law is written in refer- 
ence to premiums. As you know, New 
York State law says that the employe 
shall pay % of 1% and that the em- 
ployer shall pay the entire balance of 
the cost of the plan. 

Would Increase Premiums 
_“I feel quite sure that should addi- 
tional benefits be added to the plan 
the insurance companies will be able 
to increase their premium to cover 
these benefits. It is true that this in- 
crease will be charged to the employer. 
The employer is, therefore, going to 
become more and more interested in 
how efficiently and how effectively we 
can administer his plan. Insofar as the 
State Fund is concerned with an in- 
crease in premium, they are, of course, 
in pretty much the same position as 
the insurance industry. New York has 
no huge fund of employe money on de- 
posit with the Federal Government, 
and their State Insurance Fund, which 
has competed with carriers in the work- 
men’s compensation field, has prided 
itself on operating efficiently and with- 


Knoblock on Loss 


Handling the subject “Loss of Time- 
Maternity Benefits” at the first panel 
session of the Health & Accident Under- 
writers in Chicago last week, R. C. 
Knoblock, third vice president, Washing- 
ton National Insurance Co., pointed out 
two trends in occupational accident and 
health coverage. The first definite trend, 
he said, is for the inclusion of occupa- 
tional as well as _ non-occupational 
provisions in group accident and health 
policies. 

The second trend to which he referred 
is toward writing occupational coverage 
in group accident and health contracts 
providing for the payment of the differ- 
ence between what an employe will re- 
ceive from workmen’s compensation 
coverage and the benefits to which he is 
entitled in the schedule of insurance for 
non-occupational accidents. 

Equalize Amount of Benefits 

Both unions and employers, he said, 
in many cases, may possibly realize that 
there is a necessity for equalizing the 
amount of benefits for occupational and 
non-occupational disabilities. “The ques- 
tion which is raised as a result of the 
increase in the number of requests for 
coverage of this kind is one relating to 
management—namely should employers 
object in any way to the writing of this 
kind of insurance,” he said. 

“Apparently, today, the answer to that 
question is that many employers are not 
objecting but are, rather, in many cases, 
encouraging the preparation of all-inclu- 
sive specifications. More and more 
industries are securing an increased 
number of contracts and subcontracts 
for war and defense products and, of 
course, the incomes of these many in- 
dustries are increasing at a very rapid 
rate. 

This brings into the forefront the 
tax angle of the particular industry or 
employer and since it is a question of 
either paying large taxes on_ excess 
profits and increased corporate incomes 
or using this excess income by con- 
tributing to insurance programs, pen- 
sions, etc., many employers would just as 
soon “shoot the works” and contribute 
substantially toward a full 24-hour pack- 
age plan of insurance. The one particu- 
larly bad feature of the adoption of 





in their premium income. I believe, 
however, the State Fund will become 
more and more competitive as they 
have an opportunity to review their 
experience and to gain more and more 
underwriting knowledge of how acci- 
dent and health plans operate. 
Changes Should Be Gradual 

“All in all I feel that New York’s 
law is in most respects a very good 
law if one can say that any compulsory 
law is ever good. Since the employers 
are interested from a cost standpoint, 
changes in the law should be much 
more gradual and more_ thoroughly 
thought out than perhaps in the other 
states involved, since they are dealing 
for the most part with employe money. 

“Insofar as the operating results 
under the law are concerned, it again 
is extremely early to try and make 
any prediction. As you know, even 
with six months’ experience behind us 
no one can accurately predict loss 
ratios. We as a company are hopefully 
optimistic that our experience will be 
within reason. We can also be fairly 
sure that no assessment will be levied 
this year by the state against us to 
replenish the unemployed disabled 
fund. The defense move and the result- 
ing high employment has had consid- 
erable bearing on this. As a result it 
is quite possible that there will be 
some rate revisions in New York 
State, at least insofar as the assess- 
ment factor is concerned.” 


of Time Coverage 


this attitude by employers is the fact 
that when the present emergency is 
over there will undoubtedly have to be 
a revision and cut-back in many of 
these ‘more than adequate’ complete 
package plans and group writing compa- 
nies will then feel the adverse effects of 
sizeable decreases in” group premium 
income. 
Trends in Rates 

With respect to trends in accident and 
health rates, Mr. Knoblock said that at 
the present time, group rates for loss of 
time coverage are lower than they were 
a year ago but he said that whether 
or not this trend is healthy or unhealthy 
is difficult to say since it is much too 
soon to tell what effect these lowered 
rates are going to have on the loss ex- 
perience. 

He said this trend to be the direct 
result of the writing of TDB coverage 
in New Jersey and the general com- 
petitive market which exists today. He 
said that at the time the TDB law be- 
came effective in New Jersey, the 
majority of companies instituted what 
amounted to an accident and health rate 
which was approximately 15% below 
manual and that this discount was 
justified by a number of factors. How- 
ever, he continued, while this situation, 
if limited to New Jersey, was satisfac- 
tory to the companies, it has had the 
result of the gradual and general exten- 
sion of this 15% off manual rate to 
groups in other parts of the country 
where actually, in many cases, there was 
no justification for the discount. 

Whereas former plans called for bene- 
fits of 13 weeks, he said, these plans 
are on the decrease and now the 26 
weeks accident and health plans are the 
general rule. 

“Tf it can be assumed that labor unions 
may be the motivating force behind a 
change from 13 to 26 weeks plans then it 
can also be assumed that unions might 
also be responsible for changes to plans 
providing benefits for 52 weeks,” he said. 
“It seems that it is the opinion of 
many people in the group field that from 
the very beginning of the period when 
unions began taking an active part in 
negotiations for group welfare programs, 
their sights were actually set on 52 
weeks plans, but that from a psychologi- 
cal standpoint they probably felt that 
it would be wise to start off with re- 
quests for 26 weeks plans and gradu- 
ally have them extended to 52 weeks. 

“Here again the idea of protecting 
the very small minority against catas- 
trophic illnesses and accidents is an im- 
portant part of the picture. Of course, 
it goes without saying that from the 
standpoint of loss experience there usu- 
ally is a definite increase in claim loss 
ratios between 13, 26 and 52 weeks plans 
but, unfortunately, the rate of increase 
in ratios between premium and claims 
increases out of all proportion the longer 
the period for which benefits are paid.” 

Speaks on Maternity Coverage 

On the question of maternity cover- 
age, Mr. Knoblock said that in his own 
company, every effort is made to sell 
employers on the idea that is advantage- 
ous to him and to his employes to delete 
maternity benefits for female employes 
for accident and health insurance. He 
expressed the belief that more and more 
employers are changing their philosophy 
with respect to maternity coverage and 
said that today many employers are not 
making provision for maternity benefits, 
on the premise that the average women 
employe does not return to work follow- 
ing the birth of a child. 

He said that maternity coverage is an 
important and integral part of group 
hospital-surgical coverage and the trend 
is toward the writing of a flat amount of 
benefits for hospital room and board 
and ‘hospital extras for both female em- 
ployes and dependent wives. 


Union Developments | 
Described by Collins 


SPEAKS ON H. & A. PANEL 





Sees Personal Salesman Replaced by 
Data Gatherers and Insurance De- 
veloping Into Mechanical Robot 





William S. Collins, vice president and 
agency manager of the Union Labor Life 
Insurance Co., speaking at the first 
panel session of the Health & Accident 
Underwriters Conference, said that “the 
group salesman is being replaced and 
in his stead we employ information seek- 
ers and data gatherers.” 

Speaking on the subject “Union De- 
velopments,” Mr. Collins said there has 
been a decline of group policies applied 
for directly by unions with the unions 
paying the entire premium and in the 
writing of direct employer group poli- 
cies. This decrease has not been as 
marked as that of union policies due to 
the fact that many of the collective bar- 
gaining agreements provide that the 
employer shall purchase group coverage 
directly rather than through a fund he 
said. 

“The requests of unions for insurance 
benefits, he declared, has resulted in the 
placing of more and more non-contribu- 
tory group contracts. As a matter of 
fact, the laws of some states, which per- 
mit the issuance of group policies to 
trustees of a fund require that pre- 
miums come entirely from employer 
contributions. This is sometimes quali- 
fied to the extent that the employe may 
contribute the cost of dependency bene- 
fits.” 

Will Band Together 

Mr. Collins said there is a definite 
feeling that groups already insured as 
well as those not yet covered, will 
eventually band together in one form or 
another. He said that unions hold meet- 
ings with some regularity on a depart- 
mental, regional or national level and 
some of the purposes of these meetings 
is to discuss group insurance when rates, 
amounts and types of benefits, policy 
conditions and conditions of eligibility 
are examined in real detail. 

Saying it is felt advantageous to com- 
bine on a regional or national basis he 
expressed the opinion that there will 
be more examples of pooling in time 
to come. 

Speaking of the distribution of Group 
insurance, Mr. Collins said: 

Personal Sale Eliminated 

“The personal sale is in many in- 
stances being eliminated in the distribu- 
tion of Group insurance. We in the in- 
surance business are ever conscious of 
the need to prospect diligently. The en- 
ormous group market that has been 
available for the past few years has 
practically eliminated the necessity to 
prospect in the old sense. And I, for 
one, am not at all sure that it is good 
for us. 

“In cases of all sizes, not only with 
the ‘target’ risks, the opportunity for 
personal selling is being eliminated. New 
volume is frequently controlled by in- 
surance men, all of whom seem to have 
donned a magical cloak named ‘con- 
sultant.’ 

“In a business whose salesmen have 
long been noted for their company loy- 
alty we suddenly find ourseives over- 
run with a horde of insurance agents 
who don’t want to represent anybody. It 
is no longer fashionable to fight for 
good old Apex Mutual. Rather, they 
would like us to believe they approach 
the subject of Group insurance with the 
studied impartiality of a Supreme Court 
Justice. 

“The answer is, of course, that they 
are not selling. The need is there, the 
intention to buy is there and the money 
is there. The purpose, then, is how best 
to get the commission. A cool impar- 
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Experience and Trends in Group 


Hospital and Surgical Insurance 


The current thinking in the A. & H. 
industry on group hospital and surgical 
policy experience and trends was given 
prominence last week in Chicago at a 
panel discussion conducted by the 
Health & Accident Underwriters Con- 
ference as part of its annual Group in- 
surance meeting at the Drake. J. E. 
Hellgren, third vice president, Lumber- 
mens Mutual Casualty, as the panel 
chairman, was the keynoter and he 
traced the rapid rate of growth in this 
field from the days (a few years ago) 
when surgical schedules contained a $75 
maximum and group hospital policies 
provided no more than $4 a day for 
room allowance. “In the early days,” he 
pointed out, “our big problem was _ to 
sell the employer on setting up a pay- 
roll deduction system. The group spe- 
cialists and agents were reluctant to 
approach the employer for a contribu- 
tion. Later we watched the Blue Cross 
take their bold steps into the hospital 
field, and with some reluctance some 
companies followed suit. Even though 
group underwriters had manual rates for 
group hospital and sickness they did 
little selling of this line.” 

Mr. Hellgren indicated, however, that 
from then on there was rapid growth 
made by the companies in providing sur- 
gical, dependents coverage and the so- 
called fringe benefits. Today it is quite 
common, he said, to find quotations be- 
ing made covering as many as six major 
group lines as well as the fringe bene- 
fits. In addition, there are many classi- 
fications within the given case. 


Some Pointed Questions 


The speaker then put a few pointed 
questions, not as a crystal ball gazer, 
but by way of indicating present trends 
in this field. He asked: “Can we write 
$12 of daily hospital benefits or higher ? 
Can surgical schedules go to $450—in 
sharp contrast to the $75 to $100 maxi- 
mum of a comparatively few years ago? 
What is the limit on special fees, if any? 
Will the cost of such a large package 
deal eventually make it prohibitive ?” 


Mr. Hellgren made clear that it was 
not his panel’s aim te come up with 
positive solutions to these and other 


questions, “but rather to explore some 
of them in an effort to measure to some 
extent what we, in the industry, are do- 
ing to meet them.” In advance of his 
introductions he brought out that group 
underwriters are naturally prone to take 
the position that a group plan is de- 
signed to take care of the majority of 
the employe s or the average, and there- 
fore, has no room for elaborate cover- 
ages or the so-called fringe benefits. 

“However,” Mr. Hellgren cautioned, 
“the industry is growing up to a point 
where we realize that where there is a 
demand, definite consideration must be 
giver to meeting it. And if such con- 
sideration is not given, then we are en- 
hancing the position taken by the social 
insurance advocates. On the other hand, 
we must consider the over-all effect on 
the Group business and obviously must 
secure proper underwriting and ade- 
quate rates. It seems to me that it 
would not be too difficult for the indus- 
try to proceed too rapidly in this expan- 
sion which, in turn, might result in a 
serious retrenchment program. This 
would do the industry no good.” 


Panel Participants 


Joining with Mr. Hellgren in the suc- 
cess of this panel discussion were F. 
\. Eggler, assistant secretary, Washing- 
ton National, who treated “Claim Ex- 
perience”; R. Frank Soyars, Jr., field 
supervisor, Provident Life & Accident, 
who discussed “Control of Experience 
under Group Hospital and Surgical Ex- 


pense Insurance”; Roy A. MacDonald, 
assistant director, group and underwrit- 
ing, Health & ‘Accident Underwriters 
Conference, who spoke on “How Blood 
Transfusions Are Handled by Insurance 
Company Group Contracts”; James R. 
Williams, assistant director, public rela- 
tions of the Conference, and the follow- 
ing who spoke on the various medical 
society plans now operating: Lambert G. 
Schultze, agency assistant, group depart- 
ment, Provident Life & Accident—Ten- 
nessee and Georgia; Claude Morter, di- 
visional correspondent specialist for 
group, Hardware Mutual Casualty, and 
H. C. Pogue, vice president, group de- 
partment, Business Men’s Assurance. In 
addition, John Hocevar, assistant to Mr. 
Pogue in the BMA, gave a timely com- 
mentary on “Conversions and Exten- 
sions of Benefits.” 

In giving his company’s claim experi- 


ence Mr. Eggler divided up his talk into 
various subdivisions and outlined the 
interpretation of and claim procedure 
under each of them. As to service type 
plans, he said that up to a short time 
ago Washington National wrote daily 
hospital benefits on an indemnity basis, 
but it is now on an indemnity and a 
reimbursement basis. “The indemnity 
basis can be satisfactory,” said Mr. Eg- 
gler, “if consideration is given to writing 
a smaller indemnity in rural areas, 
towns and smaller cities where a hos- 
pital room still costs $5 or $6 a day. To 
write larger indemnities in these locali- 
ties invites greater claim costs. While 
the solution is to write daily hospital 
benefit on a reimbursement basis, we 
generally end up paying the benefits the 
contract provides. Possibly this comes 
about by the hospital having knowledge 
of the benefits provided and charging 
accordingly.” 

One of the costly factors, said the 
speaker, is the keeping of patients in 
the hospital for longer periods than the 
condition warrants and where this exists 
“it adds greatly to company claim costs.” 
Up to now his company has had no ex- 
perience with the ward or service type 
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plan about which Mr, Eggler said: “It 
is conceivable that with rising hospital 
charges this plan could prove expensive 
if not written on a very sound basis. 

Special fees were next considered and 
Mr. Eggler said: “We have been asked 
whether five or ten times the daily in- 
demnity is sufficient or whether it takes 
15 or 20 times. Here again we should 
consider the area in which the case is 
written and the charges of the hospitals 
in that area. Conceivably the charges 
will be greater in the larger cities. A 
recent survey of one of our cases, lo- 
cated in a comparatively small city has 
shown that reimbursement up to $70 
has been sufficient in a majority of the 
hospital claims. Special fees for greater 
amounts than ten times can prove 
costly, considering rising hospital charges 
and the fact that in many cases extra 
laboratory, x-rays, cardiograms, etc., are 
done although they are not related to 
the condition which necessitated hos- 
pitalization.” 

As to surgery, Mr. Eggler felt that 
a surgical schedule of $150 is falling 
short of paying the surgeon’s charge for 
the operation performed—on some op- 
erations. “However, this situation might 
be brought about by the possibility 
that some doctors are charging more be- 
cause there is a_ surgical schedule. 
Larger surgical schedules could bring 
about a charge to conform with the al- 
lowance in the schedule whereas that 
charge might not have been as great if 
the patient were not covered by insur- 
ance. 

This brought Mr. Eggler to consid- 
eration of “definition of hospital” and 
he said: “Our contracts require confine- 
ment to a legally constituted or lawfully 
operated hospital. We have been using 
as a guide the hospital directory put out 
by the American Medical Association 
and the Osteopathic Association. If a 
claim is received involving a hospital 
which is not listed in the directory, in- 
quiry to either association will usually 
give the desired information. In some 
instances it may be necessary to write 
the state or city in which the hospital 
is located to ascertain whether licensed 
or lawfully operated. In some states, 
hospitals are not inspected or licensed 
unless they have a maternity ward. 

“We have also extended coverage to 
hospitals recognized by the Christian 
Science Mother Church. So far as I 
know there are two of them, one in 
Massachusetts and the other in Califor- 
nia. 

Veteran administration hospitals are 
not excluded in Washington National’s 
contracts but Mr. Eggler understands 
that some companies do make eo 
exclusion. “Our experience,” he said, 
that VA hospitals make no charge - Ri a 
service connected disability. But we 
would be liable to the insured provided 
the daily hospital benefit was written on 
an indemnity basis. Generally, it 
would seem that the coverage should be 
limited or not provided at all. 

As to dental surgery, the speaker said 
that while his company’s contract did 
not intend to cover such surgery, “we 
have given consideration under the sur- 
gical schedule for removal of impacted 
or unerupted wisdom tooth by a cutting 
operation. This, however, has led to 
claims being presented for other dental 
work so it is now our thinking that all 
dental surgery should be excluded. 

Summing up Mr. Eggler said: “We 
recognize licensed chiropractors, osteo- 
paths and also Christian Science prac- 
titioners approved by the Mother 
Church. Generally speaking, we are ob- 
ligated to recognize any person who has 
been licensed by the various states to 
treat the injured and the sick.” 


Soyars on Control of Experience 


In his sizeup of “Control of Experi- 
ence” R. Frank Soyars pointed to four 
basic principles which must be present 
in order to insure satisfactorily against 
the happening of an event: (1) the 
event must occur with sufficient fre- 
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quency that its future occurrence can be 
fairly accurately predicted; (2) the hap- 
pening of the event should be beyond 
control of the person insured; (3) the 
te-ms of insuring against the happening 
oi the event should be reducible to fairly 
simple language, and (4) the amount of 
liability contemplated in the premium 
calculations for the insurance should not 
be subject to violent changes as a re- 
sult of a third party’s economic desires. 
“The last named principle,” said Mr. 
Soyars, “is what we run into the more 
we try to cover complete hospital and 
medical expenses, which are certainly 
subject to the whims of a third party.” 
Continuing he said: 

“There has been some limited success 
in trying to work out claim loss prob- 
lems with hospitals. It is sometimes pos- 
sible to show hospital administrators 
that if they can be reasonably assured 
of collecting all their real hospital fees 
there will be no necessity for raising 
fees from “pay patients” to offset those 
lost in uncollectable cases. Especially is 
this true in smaller communities where 
a great majority of the residents work 
for one or more insured companies. 

“Instances have been known to crop 
up in which hospitals associated with 
Blue Cross programs have charged non- 
Blue Cross patients at higher rates than 
those on which settlement is made ‘with 
Blue Cross. In some such instances, 
fairer minded administrators have some- 
times been convinced that this is not 
exactly right for insurance companies, 
nor for patients who have no form of 
insurance. 

“Again, it is sometimes possible to 
work out an arrangement with one or 
more hospitals in a community whereby 
the hospitals will accept from an insur- 
ance company, or companies, a fixed 
amount for room and board and a fixed 
amount to cover all extras. These ar- 
rangements are, of course, parallel to 
the Blue Cross settlement method. We 
are often led astray under such arrange- 
ments in that we immediately think that 
if the hospital will always accept $X 
for room and board and $Y for fees 
to cover, say, semi-private accommoda- 
tions, then we should write our plan for 
exactly $X room and board and exactly 
$Y extras—with corresponding pre- 
miums. By so doing we immediately get 
ourselves in a hole because the pre- 
miums do not contemplate payment of 
all extras in every claim.” 


Other Problems 


This led Mr. Soyars to another situa- 
tion which has developed with the rising 
costs of hospital and medical care—that 
group insurance plans written several 
years ago may well have been designed 
so that the maximum benefits provided 
were by no means used up in practically 
every claim. “However, if such plans 
have not been revised,” said the speaker, 
“the reimbursable extra items are prob- 
ably being paid up to the maximums 
in almost every claim. This was a 
situation not contemplated in the orig- 
inal premium calculations and, of course, 
the loss ratios for these plans have got- 
ten out of kilter.” 

Although at first blush it would seem 
that the logical way to correct these 
situations would be to rewrite the plan 
for benefits that will not be used to 
maximum under every claim, Mr. Soyars 
felt a better corrective measure would 
probably be to get a premium that will 
pay maximum benefits under the exist- 
ing plan in almost every claim. 

Before closing he referred to “ade- 
quate benefits’ as another problem 
which needed close examination. “This 
term has come to mean insurance bene- 
fits which will cover all hospital and 
medical expenses, no matter what they 
may be or by whom they are deter- 
mined. Although we know from ex- 
perience that hospital and surgical loss 
ratios decrease as the proportion of 
self-insurance or co-insurance under 
various plans increases, still the clamor 


is so great for complete insurance that 
we find it extremely difficult to exercise 
one of the best controls we are fairly 
certain will work,” said Mr. Soyars. 

Among his recommendations the 
speaker urged scrutiny as to “what con- 
stitutes a hospital” by adopting a fairly 
uniform set of standards for separating 
true hospitals from clinics, rest homes, 
etc.; see to it that your insured groups 
not only achieve a satisfactory per- 
centage of participation at issue but that 
such percentage is kept up after issue; 
be more watchful of age distribution of 
employes in a group plan as “the in- 
cidence of hospitalization increases with 
age.” It is even more of a problem to 
know how to handle retired employes 
under group policies. Mr. Soyars said 
the most common solution is to allow 
a one-claim-limit in benefits. 


MacDonald on Blood Transfusions 


Keen interest was shown in Roy A. 
MacDonald’s thoughts on blood transfu- 
sions as handled under company group 
contracts. “There is not now a national 
problem in connection with transfusions 
but there are one or two isolated in- 
stances of a problem developing,” he 


(Continued on Page 46) 


Medical Care Plans of Four States 
Analyzed by Conference Speakers 


The doctor-sponsored medical care 
operating in Tennessee, 
Wisconsin, New Mexico and Georgia 
(launched February 15) received con- 
siderable interest at last week’s annual 
group insurance meeting of the Health 


plans now 


& Accident Underwriters Conference in 
Chicago. 

Lambert G. Schultze, Provident Life 
& Accident, who spoke on the Tennes- 
see plan, said that in its two years of 
operation this plan has become a 
effective surgical care plan in 
260,000 people of the state were 
enrolled as of January 1, 1951—about 
10% of whom are covered under non- 
group policies. Approximately 75% of 
the state’s eligible doctors are partici- 
pating, and 25 insurance companies and 
two Blue Cross plans are authorized by 


sturdy 
which 





AZ 














Individual 
Family Group 
Franchise 


Non-Can Accident 


Charles C. Zahorik 
175 Market Street 
Paterson, N. J. 


A PROGRESSIVE ACCIDENT AND HEALTH 
DEPARTMENT WILL BRING MORE 
SATISFIED BUSINESS TO YOUR AGENCY 


e Modern Hospitalization Plans 


e Liberal Accident and Health Plans 


Accident & Sickness 
New Jersey T. D. B. 


Medical Reimbursement-Accident 
Contact our General Agents for full information 


Ashley & Friedman Agency 


General Agencies available in Va., Penna., Ohio 





RED BANK, NEW JERSEY 


Shoreham Building 
Washington, D. C. 





























the State Medical Association to sell 
the plan. 

Mr. Schultze explained that the Ten- 
nessee plan combines indemnity and 
service benefits. It is still subject to 
some growing pains. For example, doc- 
tors are now exploring the possibility 
of adding “in-hospital” medical care to 
the basic surgical plan and would like 
to increase service benefit income limits 
from $3,600 for a family unit to $5,000. 

An advertising campaign, proposed 
by the Medical Association, will shortly 
be in operation. The media mostly used 
will be newspapers and radio. However, 
the advertising will not carry names of 
participating companies but will feature 
only the Tennessee plan. Talks will be 
made to luncheon, civic and_ service 
clubs. 

The Georgia plan, patterned after 
that of Tennessee, has a surgical sched- 
ule similar to Tennessee but reflects 
some differences in thinking by Georgia 
doctors. Mr. Schultze said income lim- 
its for service benefits will be the same 
as in Tennessee. About 60% of the 
state’s doctors are now signed up, and 
the insurance company interest in the 
plan is encouraging. 


Morter Analyzes Wisconsin Plan 


Claude Morter, Hardware Mutual 
Casualty, who gave background and 
experience to date under the five-year- 
old Wisconsin plan, said that with 26 
companies participating, total premiums 
written are now over $4,000,000. “Loss 
ratio for these carriers combined was 
83% from the plan’s inception, expense 
ratio was 22%, so there has been a 
net loss of about 5% to the carriers 
participating. However, this 5% loss 
was experienced during the early stages 
of the plan. ... There is no regulation 
of the rates on the coverage and each 
company can charge what is needed to 
underwrite without a loss,” said the 
speaker. Number of people covered (in- 
cluding dependents) is slightly over 
250,000 which prompted Mr. Morter to 
say, “We still have a long way to go 
as the state’s population is about 
3,330,000.” 

As to probable future developments 
under this plan, Mr. Morter anticipates: 
(1) a general increase in the surgical 
fee schedule up to $250 or $300; (2) 
making payments direct to doctors man- 
datory rather than optional as it is 
now; (3) the possibility that participat- 
ing companies will be required to de- 
fray the administrative expenses of the 
Medical Society which are estimated at 
between $5,000 and $6,000 a year. Insur- 
ance representatives have generally op- 
posed these developments. 

The item of administrative expenses 
was a bone of contention, Mr. Morter 
explained, at the 1950 convention of the 
State Medical Society. “There was a 
move to discontinue the Wisconsin plan 
as sold through insurance companies 
and to support the Blue Shield exclu- 
sively. At one time it was thought that 
this had been settled and with the so- 
ciety defraying these expenses. But the 
question has come up repeatedly. It 
now appears that the insurance com- 
panies must assume this expense if the 
plan is to be continued, and certainly 
it must be.” 

In closing Mr. Morter said his com- 
pany had been enthusiastic about the 
Wisconsin plan since its inception, sell- 
ing it under group disability and fran- 
chise. “We believe it is a good example 
of what private enterprise can do in 
the field of health insurance by cooper- 
ation between insurance companies and 


(Continued on Page 46) 











Page 40 









February 16, 1951 








Annual 


Group Meeting 





of Health @& Accident 





Conference 





Fisher on Professional Group Plans 


Paul S. Fisher, association group di- 
vision, Continental Casualty Co., first 
speaker on the panel session of Health 
& Accident Conference 
the afternoon of 7, discussed 


Underwriters 
February 
and Professional Association 
Group Insurance.” He said that his audi- 
ence should have a clear understanding 
there is not 


“Trade 


of this subject. He said 
usually any misunderstanding about the 
term “professional group insurance” be- 
cause professional men usually operate 
as individuals and have few if any em- 
ployes; therefore it is generally under- 
stood that professional group insurance 
is a form available only to the indi- 
vidual members of professional societies. 

There are two forms of trade associ- 
ation one fol- 


lows the professional pattern in that this 


group insurance he said; 


insurance is available only to the active 
partners and executives of 
“This type of coverage,” 


proprietors, 
member firms. 
referred to as 
There 


he explained, “is usually 
the executive or white collar plan. 
association 
group widely 
written which is intended to cover the 


is another type of trade 


insurance that is more 


employes of members of a trade associa- 
tion. This latter form of group insur- 
ance follows more nearly the orthodox 


pattern of group insurance.” 
Provide Broad Coverage 


Saying that he would confine his re- 


marks to professional group and the 
executive plan for members of trade as- 
sociations, Mr. Fisher stated that most 
companies formerly thought and some 
companies still think, that group insur- 
ance cannot or should not be written ex- 
cept where there is an employer-employe 
relationship, an employer contribution, 
a 75% participation and other factors 
that would tend to limit the scope of 
group insurance. Other companies, he 
said, have found ways and means to 
provide the broad coverage and the effi- 
ciency and economy of group operations 
to members of business and professional 
organizations. 

{r. Fisher said there are two ways 
of writing business and _ professional 
groups. One method follows the ortho- 
dox pattern of issuing a master contract 
to the organization and certificates of 
insurance to the participating members. 
He said that he prefers this method 
to use in states where the group laws 
permit the writing of associations on a 
group basis. The other method is to 
issue each participating member an indi- 
vidual policy which is usually designed 
especially to provide practically all of 
the benefits of group insurance on an 
individual basis. 

3y that,” he said, “I mean that such 
policies usually contain a renewal agree- 
ment which provides that the company 
cannot decline to renew any individual 
policy unless all such policies issued to 
members of the organization are can- 
celed. These policies usually have no 
exclusions with reference to pre-existing 
conditions, are non-prorating and do not 
require house confinement. The rates 
used are approximately, if not exactly, 
the same as for coverage provided un- 
der a master contract and certificates. 
In this way, the coverage provided by 
such individual policies is essentially the 
same as that provided by a master con- 
tract and certificates; the differences are 
purely technical.” 


Survey Is Desirable 


Saying that a survey is not usually 
necessary in a closely knit organiza- 


tion but is extremely desirable in any 
loosely knit or far flung organization, 
Mr. Fisher continued: 

“As to the limits of the scope of 
association group insurance, I think this 
is largely a matter of judgment. There 
are agents who try to get us to write 
association group on all kinds of organi- 
zations, including social clubs, lodges, 
veterans organizations and even politi- 
cal clubs. While in the estimation of 
some underwriters, we have violated 
most of the fundamental principles of 
group insurance, there are some funda- 
mental principles which I still firmly 
believe must be adhered to if a sound 
group is to be established and main- 
tained. I feel that there .should be a 
uniformity of occupation; the organiza- 
tion should not only be permanent in 
character but the membership should 
be of a permanent nature with very low 
percentage of turn-over. These principles 
will preclude the writing of lodges, 
fraternal and_ social clubs, political 
groups and other similar organizations. 

“In order to preserve the permanence 
and stability of these groups, there are 
certain ethical principles which I feel 
should be observed among the compa- 
nies underwriting this type of business. 
Incidentally, the more permanent and 
stable a group plan is, the more value it 
will have to the membership. An organi- 
zation should use great care in choosing 
a plan, a carrier and an agent but once 
they have made their choice, nothing 
short of gross mistreatment should per- 
suade them to change plans, carriers or 
agents, No organization can get the 
maximum efficiency out of its group plan 
unless it gives it their wholehearted 
support and attracts a high percentage 
of participation. 


Cannot Support Two Plans 


“No organization can successfully sup- 
port two group plans at the same time 
that overlap because obviously neither 
plan can attain maximum participation. 
Most of the companies, therefore, follow 
the practice of refusing to quote a group 


plan for any organization that is already 
sponsoring a similar plan with another 
carrier unless and until the executive 
officers of the organization have defi- 
nitely decided to withdraw all support 
from the previous plan and have notified 
the previous carrier accordingly. This 
is not a matter of agreement in restraint 
of trade but it is purely a matter of 
sound ethics and sound underwriting and 
I think these principles should be funda- 
mental in the operations of any com- 
pany attempting to write association 
group business. 

“There is being voiced nowadays in 
some quarters, opposition on the part 
of some agents to the continual expan- 
sion of group operations. The theory 
of these agents is, the more business 
that is written under group policies, the 
less there will be for them to write 
under individual policies. In the first 
place, this theory is not true; in fact 
it has just the opposite result. Years 
ago agents were fearful of the encroach- 
ments of workmen’s compensation insur- 
ance but the effect was only to increase 
their market. Later, life insurance agents 
worried about Government insurance for 
servicemen but this only made the public 
more conscious of the need for insurance 
and caused private sales to grow by 
leaps and bounds. 

“The wide acceptance of group insur- 
ance throughout the country has merely 
made the public more conscious of the 
need for disability protection and be- 
cause group insurance is necessarily 
limited in amount and term of indem- 
nity, the result is to increase the market 
for individual sales. In the second place, 
the expansion of group insurance is not 
merely a trend. It has become an irre- 
sistible force because it provides a means 
of giving better coverage more efficiently 
at lower cost than can possibly be done 
through individual selling. If, in accom- 
plishing such wonderful results it is 
instrumental in preventing the Federal 
Government from taking over the entire 
function of accident and sickness insur- 
ance through some communistic scheme 
of socialized medicine, then it will have 
actually performed a great service for 
the rank and file of agents by preserving 
their: business and their opportunity to 
serve their individual clients.” 


° 


Collins on Unions 


(Continued from Page 37) 


tiality toward company is considered the 
best attitude. 


Seek Expert Advice 


“It is not strange that persons inex- 
perienced with insurance who are sud- 
denly burdened with the responsibility 
of investing huge sums of money in in- 
surance should seek outside advice. 
What does seem strange is that the in- 
stitution of insurance, which has al- 
ways been a very personal thing, has 
developed into a mechanical robot spout- 
ing rates, retentions, conditions of cov- 
erage and a multitude of other details, 

“Entire transactions, sometimes in- 
volving hundreds of thousands of pre- 
mium dollars, are handled without either 
of the principals, the buyer and the 
carrier, ever meeting for personal dis- 
cussion. Disinterested third parties pre- 
pare specifications which are replied to 
by actuaries, mathematicians, etc. 

“Ultimatums are issued to carriers as 
to how claims should be handled, what 
forms should be used, what should be in 
or out of policies and so on. And we 
stand about with our hats in our hands 
hoping to get the order. 

“It appears from this trend that the 
group salesman is being replaced and in 
his stead we employ information seekers 
and data gatherers. All of this may be 
good for the insurance business. It is 
not within my province to editorialize. 
But it certainly is not selling.” 


NAMES VARGO AND DRYER 
S. D. Vargo and J. A. Dryer have 
been named assistant managers of the 
administration department at the home 
office of the Standard Accident Insur- 
ance Co. and Planet Insurance Co, 


WOULD INVESTIGATE OHIO LAW 

An investigation of the administra- 
tion of the Ohio workmen’s compensa- 
tion law by a joint legislative ,com- 
mittee has been proposed in a bill intro- 
duced in the State Legislature by 
Senator David M. Ferguson, Cambridge 
Republican. 
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Miller Talks on Group 
Medical Expense Cover 


BEFORE H. & A. CONFERENCE 


Says Industry Is Fortunate to Have 
Health Insurance Council as Spokes- 
man; Should Pursue Subject Closely 


Speaking before the panel on supple- 
mentary benefits at the session of the 
Health & Accident Underwriters Con- 
ference at Chicago February 7, Morton 
D. Miller, assistant actuary, Equitable 
Life Assurance Society, had as his sub- 
ject “Group Medical Expense Insur- 
ance.” 

Mr. Miller said the growth of medical 
expense insurance has been relatively 
slow and that the Blue Shield organiza- 
tions have been much more progressive 
in its promotion than the insurance 
companies have been. He said that the 
need for coverage over and above surgi- 
cal benefits has been well established 
and it would appear that the companies 
should feel obligated to sell medical ex- 
pense coverages they have developed as 
vigorously as possible and to use the 
knowledge they have gained to improve 
them if necessary. 


Three Types of Coverage 


He outlined the three types of cover- 
age: the minimum plan which is the in- 
hospital plan limited to medical cases 
requiring hospital confinement; the total 
disability plan which covers, besides hos- 
pitalized cases, other illnesses of suffi- 
cient severity to bring about inability 
to work; the comprehensive plan provid- 
ing coverage for all doctors’ visits. He 
said that less than 15% of the total 
group medical expense coverage-is under 
comprehensive plans, the considerable 


increase in cost undoubtedly being a 
factor. 
There is a fourth plan, Mr. Miller 


said, issued optionally to supplement one 
of those, providing for diagnostic x-ray 
and laboratory examinations outside the 
hospital and perhaps 20% of the persons 
covered for group medical expense in- 
surance have these additional benefits. 

Mr. Miller stated that the companies 
have not been standing still since these 
plans have been devised and the attitude 
of physicians has changed considerably; 
increasing opportunity is available for 
discussion with physicians of common 
problems arising in the sale and admin- 
istration of voluntary health insurance 
and the insurance industry is fortunate 
now to have the Health Insurance Coun- 
cil to act as its spokesman. 

Saying that there has long been a need 
for an organization like the Health In- 
surance Council to develop the industry’s 
thinking on a broad base and to serve 
as a channel through which doctor and 
hospital groups might reach the industry, 
Mr. Miller continued: 


Doctors Sponsor Plans 


“As an outgrowth of the Health In- 
surance Council’s efforts in talking with 
state medical societies have come about 
the doctor sponsored plans of surgical 
and obstetrical insurance which may be 
underwritten by any licensed insurance 
company, as well as the Blue Cross or 
Blue Shield. Such plans are in effect in 
Wisconsin, Rhode Island, Maine and 
Tennessee, and one such will shortly 
become effective in Georgia. While ad- 
mittedly the problems associated with 
such plans have been numerous and the 
record of their growth could be better, 
a beginning has been made which may 
be of increasing significance in the fu- 
ture. 

“So far, these plans have been directed 
primarily to surgical insurance, but the 
beginnings of their extension to medical 
coverage have already been laid. In- 
hospital medical benefits are an optional 
part of the Maine and Rhode Island 
plans and are currently under discussion 
in relation to the Tennessee plan. Look- 
ing far ahead, it may be that such plans 





may gradually broaden the scope of 
benefits more and more widely and reach 
into all areas of medical practice. 

“The state surgical plans demonstrate 
the possibility of a closer working ar- 
rangement between insurance companies 
on the one hand and doctors through 
their medical societies on the other. As 
such, they may ultimately attain their 
full importance in relation to the poli- 
cies that are developing to cover the 
cost of extraordinary or catastrophic 
medical expenses. I am referring to the 
blanket medical expense plans reimburs- 
ing 75% of all medical expenses, both 
doctors’ and hospitals’, in excess of, say, 
$300 and up to a maximum specified 
limit of, say, $5,000 which have been 
announced experimentally by several 
companies and are currently under study 
by a number of others. Such plans add 
further evidence that the industry is 
not standing still. 


Difficulty Attends Coverage 


“Perhaps the greatest difficulty in de- 
signing and contemplating the sale of 
blanket coverage of this type has been 
to convince ourselves that it would work. 
We are accustomed to writing policies 
with specific limitations on the amount 
of the company’s liability for specific 
contingencies. Thus, if a surgical sched- 
ule sets forth $125 as the maximum al- 
lowance for an appendectomy, we know 
that regardless of the doctor’s charge 
our liability is thus limited and the ex- 
perience constrained to remain within 
bounds. Remove the protection afforded 
by a schedule of benefits and the com- 
pany is forced to rely to a large extent 
on the good faith of the insured and the 
phy sician. 

“Tt is clear that if the entire bill is 
paid, the insured is left with no inter- 
est in the amount thereof, with no desire 
to influence the charges for services in 
any way and in fact with reason to 
demand for himself and his family any 
and all services, practically at will. Also, 
the provider of the services, whether 
doctor or hospital or other medical 
personnel, ceases to have any reason to 
govern charges since the sum will be 
paid in any case. Nor does the provider 
of the services have any reason to re- 
duce the utilization of unnecessary serv- 
ices. In fact, since any services provided 
will be paid for, the reverse is true and 
there is every incentive to provide un- 
necessary services. Thus, it would seem 
absolutely essential to leave the insured 
with an incentive to control the charges 
and utilization of services by making 


him a coinsurer to the extent of 25%, 
say. 


No Standard for Charges 


“But this is not the only problem. 
There is little in the way of standards 
against which physicians’ charges can be 
measured. Doctors’ charges are known 
to vary widely. They vary understand- 
ably by the place in which the doctor 
practices, according to the number of 
years of his experience, and in terms of 
the degree of  spcialization required. 
More baffling, from the standpoint of 
insurance at any rate, is the variation 
in doctors’ charges according to the 
patient’s ability to pay. This wide- 
spread practice is deeply rooted in the 
profession. 

“Unfortunately the practice is some- 
times used in the false argument that 
insurance benefits increase 2 man’s abil- 
ity to pay and so an increase in the doc- 
tor’s charge is justified in cases where 
insurance is present. The immediate 
implications of this for the companies 
under blanket coverage are more serious 
than under schedule type coverage. Un- 
der the latter, the insured pays the 
extra charge, whereas under a blanket 
benefit the company pays all or most 
of the differences. 

“In either case, of course, insurance 
is discredited, either directly or ulti- 
mately as premiums have to be placed 
to cover the added losses. Consequently, 
such actions are obviously counter to 
the interests of the physicians. 


No Reason to Vary Charges 


“It is clear that it were possible to 
insure 100% of the population there 
would be no reason for physicians to 
vary their charges according to ability 
to pay. The economic purpose of such 
variation has been to distribute the cost 
of services provided to non-paying pa- 
tients among those who were able to 
pay. With the spread of insurance more 
and more widely, there remains less and 
less justification for any such practice. 
The state medical society sponsored sur- 
gical plans have recognized this fact. 
They all include a guarantee of full serv- 
ice to insured individuals for persons 
below the specified income limits. We 
may feel that the guarantees don’t apply 
to enough persons, in other words that 
the income limits are not high enough 
or that the physicians should accept the 
same fees from all persons in similar 
circumstances whether insured under one 


(Continued on Page 45) 
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Finley and Johnson on 
Supplementary Benefits 

BEFORE H. & A. CONFERENCE 

Former Calls It Companies’ Duty to 


Provide Polio Insurance; Latter Talks 
on Out-Patient Coverage 





Speaking on the panel session on sup- 
plementary benefits at the annual group 
meeting of the Health & Accident Un- 
derwriters Conference at Chicago last 
week were Robert S. Finley, Washing- 
ton National, on “Group Poliomyelitis,” 
and G. C. Johnson, group department, 
Hardware Mutual, on “Diagnostic X- 
Ray and Laboratory Coverage.’ 

Mr. Finley said that the disease of 
poliomyelitis lends itself readily to cov- 
erage under an insurance contract since 
the risk is clearly defined and it is de- 
sirable to provide coverage for this dis- 
ease from the public standpoint since it 
can assist in removing what is often a 
heavy financial burden. However, he 
said, it is apparent from a survey he 
conducted that an element of caution 
is necessary in underw riting this type of 
business; there are certain phases of the 
polio question as they relate to the 
peculiarity of the disease which make it 
very difficult to apply any previous un- 
derwriting experience on insurance con- 
tracts covering the health of an indi- 
vidual. 


Caution Is Necessary 


Saying that some caution is necessary 
in the wording of the contract, Mr. Finley 


cited some cases where bills have been 
presented for reimbursements beyond 
the scope or intent of the insurance 


policy and said it appears necessary to 
list in the policy the actual items which 
will be compensable and still provide 
reimbursement for the actual cost of 
treatment. 

In conclusion he said: 

“An increasing volume of this special 
form of coverage should enable all of 
us to obtain actual insurance figures 
which will be the only true yardstick 
which can be used in determining an 
adequate premium for this coverage. It 
does seem that some of the group com- 
panies may lHfave been somewhat lax in 
keeping accurate records of polio claims 
and premiums. 


Duty to Provide Coverage 


“It is the duty of our American insur- 
ance companies to provide the coverage 
needed and demanded by the public and 
there is no question but what the com- 
panies can and will meet this need and 
demand. For our protection however, it 
appears that we must assemble all of the 
accurate available data which we can 
on underwriting this special form of 
coverage in such fashion that we will be 
more certain of our underwriting. 

“Perhaps many of you here have not 
had the time in the rush of attempting 
to meet all of the daily demands of the 
current group market to consider seri- 
ously the maintenance of separate rec- 
ords on this type of coverage. I do be- 
lieve it is necessary that we do consider 
the problem as a serious one and sin- 
cerely hope that this meeting may serve 
as a beginning toward that end.” 


Johnson Explains Rider 


Mr. Johnson explained how his com- 
pany had developed its x-ray, anesthetic 
and laboratory expense rider. He said 
that every day throughout the country 
hundreds of employes or their depend- 
ents find it necessary to incur expenses 
for these services and many of them 
learn that their group hospital and ex- 
these 


pense coverage does not include 
items. The hospital expense coverage is- 
sued by most companies, he said, does 


not cover expenses incurred on an out- 
patient basis and only cover such items 
when room and board are charged or 
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Jacobson Talks About 
Catastrophe Insurance 


ADDRESSES CHICAGO MEETING 
Sees Opportunity to Provide Protection 
Against Catastrophic Bills as Fertile 
Field for the Insurance Method 


Saying that the opportunity to provide 





protection against catastrophic bills is a 
fertile field for the insurance method, 
George W. Jacobson, secretary-treasurer 
and genreal manager, Group Health Mu- 
tual of St. Paul, addressed the panel on 
supplementary benefits at the meeting of 
the Health & Accident Underwriters 
Conference, February 7. His subject was 
“Catastrophic Medical Insurance.” 

Generally speaking, Mr. Jacobson said, 
medical care and the bills that arise out 
of such services, is not an insurable risk; 
the insurance industry has made many 
studies and experimentations in provid- 
ing insurance against medical bills but 
with limited success. 

Mr. Jacobson provided the following 
definition of catastrophic medical insur- 
ance: “By catastrophic medical insur- 
ance we mean insurance against bills that 
would have the elements of financial 
catastrophe to the person involved. It 
seeks only to alleviate the financial stress 
and not affect the services of the medical 
care rendered.” 

Limitations to Coverage 


He listed these limitations to the cov- 
erage: “It affords protection against only 
a very small percentage of the total 
medical expenses of a person or a family; 
it adverts catastrophic financial losses 
only; without proper safeguards it might 
encourage the increase of charges for 
medical services; not readily salable in 
low income groups. 

As to possible areas for catastrophic 
insurance, Mr. Jacobson said: 

“Catastrophic medical insurance can be 
written in many ways but on the straight 
initial deductible type, from my knowl- 
edge, the best area for its application is 
from $100 up to $500 deductible. Prob- 
ably the medium would be somewhere 
about $150 to $300 initial deductible. By 
that I mean, starting deductions with say 
$150 or $300 up to a certain limit, prob- 
ably $1,500 at the highest. In trying to 
provide initial deductible insurances in 
amounts beyond $500, especially for the 
individual, the premium becomes so small 
that an unproportionate amount must be 
added to cover carrying charges. In 
such studies as I have seen or have been 
aware of, statistically sound data for de- 
termining premium coverages for a ceil- 
ing beyond $1,500 or at the most $2,000 is 
not very abundant. The range I have 
suggested has the value of providing 
coverage against real catastrophic bills 
at a very nominal premium either for 
the individual or the individual and his 
dependents.” 


Advantages of Coverage 


Mr. Jacobson said that catastrophic 
medical insurance has the following dis- 
tinct advantages: It covers an insurable 
risk; affords basic protection against 
catastrophical medical expenses to the 
insured; provides real protection at a 
low rate; premium does not have to be 
loaded to take care of uninsurable items; 
among people in the better income 
bracket, it should be quite salable; can 
be used as a real excess coverage sup- 
plemental to basic medical care cover- 
ages and direct medical care plans. 

Speaking on types of catastrophic 


medical insurance, Mr. Jacobson said: 
“This type of insurance usually in- 
volves the feature of deduction and co- 
insurance in one form or another. The 
deductible features can be an initial de- 
duction or an excess deduction or it 
can be deductions in terms of specific 





types of costs. Co-insurance, of course, 
basically encompasses the principle of 
deduction. It can also be on the per- 
centage principle or it can be co-insur- 
ance through limitations through provid- 
ing the coverage at a specific place like 
the hospital or at a specific time, say 
after 90 days or limited to specific ill- 
nesses. This coverage could also com- 
bine all of the above features. Some 
catastrophic coverages are also made 
workable by contractual controls with 
the health agencies like the doctors or 
the hospitals providing the services. The 
Blue Shield plans are of the latter type. 
Some of the cooperative plans provide 
administrative controls through contracts 
with the purveyor of the services. In 
other words, the doctor or the hospital 
underwrite a part of the risk. Thus, you 
can have co-insurance where either the 
insured or the provider of the services 
or both jointly share the risk with the 
insurance carrier.” 


Describes Types of Deductibles 


Mr. Jacobson described three types of 
excess deductible policies now being 
written: 

“Here are three types of excess de- 


ductible policies being written in the in- 
dustry. By excess deductible I mean the 
deduction is made in excess of the basic 
coverage to cover catastrophic _ bills 
either as to the percentage of the 
amount or the whole amount. 

“One company writes a contract that 
pays the first $100 of any bill and then 
pays three-quarters of any excess over 
the $100 up to a maximum of $1,000. This 
benefit applies only to bills for hospital 
confinement and hospital extras. 

“Another company is experimenting 
with its individual and family group con- 
tracts by adding a list of specific and 
serious diseases to the contract and pay- 
ing three-quarters of the additional ex- 
pense over and above that provided for 
in the regular hospital and_ surgical 
policy. benefit clause. 

“Still another company has announced 
a catastrophic hospital expense supple- 
ment providing an income of $300 per 
month beginning with the 91st day of 
disability and continuing with the next 
nine months. Supplement can be issued 
with any combination accident and 
health or hospital expense plan except 
guaranteed renewal.” 

Mr. Jacobson spoke of the initial de- 








INTER-OCEAN was There /j 


ductible, saying he meant where the 
initial amount is deducted either in dol- 
lars or cents, percentage-wise, or in some 
other manner. For illustration, he cited 
a Chicago company which is presently 
working in a blanket catastrophe policy 
to cover the faculty of a local univer- 
sity, the contract providing for a $400 
deductible clause and a $3,000 maximum 
benefit for each of two years. 


Writes Clinic Policy 


He spoke of his own company’s clinic 
policy which provides coverage against 
complete medical bills including catas- 
trophic medical bills, after limited initial 
deductions for specific services through 
co-insurance by agreement with the 
medical clinic to provide the described 
care for a specific percentage of the pre- 
mium income. Also, he said, his company 
has a new initial deductible policy under 
which the insured will carry the medical 
bills up to the point of initial deduction. 
Another company, he said, is bringing 
out a catastrophic benefit which will be 
a maximum of $1,000, the intent being 
to pay 80% of any bill up to the maxi- 
mum amount for hospital, hospital ex- 
tras and nurse. 








In the summer of 1903, two men in an automobile headed East from San 
Francisco; their arrival 64 days later in New York marked the first successful 


auto trip across this continent — an “‘inter-ocean” record. That same year, 
INTER-OCEAN was in the insurance business. 


Like the automobile, INTER-OCEAN has come a long way since 1903. Built 
on sound principles, INTER-OCEAN has kept pace with the years, and today 
our ideas are as modern as the latest, most efficient new car models. You get the 
full advantage of these sound principles plus modern ideas, when you write 
INTER-OCEAN’S complete line of Life, Health, Accident and Hospitalization. 


INTER-OCEAN INSURANCE CO. 
CINCINNATI 2, OHIO — 
PERSONAL PROTECTION SINCE 1903 





LIFE — HEALTH — ACCIDENT — HOSPITALIZATION 
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Increases Reported by 
Standard Accident Co. 


WHITE MADE VICE PRESIDENT 





Premium Writings Increase 13.2% Over 
1949; Board Authorizes $1,000,000 
Put in Planet’s Surplus 





The annual meetings of the stockhold- 
ers and directors of Standard Accident 
Insurance Co. and its affiliate, Planet 
Insurance Co., were held in Detroit, Feb- 
ruary 8. All general officers and di- 
rectors of the companies were reelected 
and H. A. White, formerly executive 
secretary, was elected a vice president 
of the companies. 

According to the report to stockhold- 
ers presented by R. H. Platts, presi- 
dent, the Standard’s net premium vol- 
ume in 1950 was $41,372,008, the largest 
written in any year since the Standard 
was organized 67 years ago. This was 
an increase of $4,825,841, or 13.2% over 
premium writings in 1949. 

Surplus as regards policyholders 
amounted to $22,279,931 at the year-end, 
including a voluntary reserve of $1,267,- 
852, an increase in such surplus of $1,- 
722197 over that of December 31, 1949. 

Total Assets Increase 

Total assets of the Standard _in- 
creased by $5,913,488 to $74,374,430 in 
1950, and total invested assets (includ- 
ing stock in affiliates) and cash in- 
creased $5,283,167 to $65,804,049. 

Standard reported a liquid investment 
position. Out of total cash and invest- 
ments on a market basis of $65,760,544, 
the item of cash and United States Gov- 
ernment bonds amounted at the year- 
end to $46,000,403 or 94.2% of the total 
reserve for unearned premiums and for 
claims and claim expenses of the com- 
pany. 

Mr. Platts reported that in 1950 
Standard had underwriting: earnings of 
$2.50 per share, and investment earnings 
of $2.44 per share, or a total of $4.94 
before Federal income taxes amounting 
to $1.94 per share. Thus net earnings 
after taxes were $3 per share, without 
any reference to an increase in equity 
in the unearned premium reserve. 

The board of directors of Standard 
declared a dividend of 40 cents per 
share to be paid on March 5, to com- 
mon stockholders of the company of 
record as of the close of business Feb- 
ruary 21. Dividends on the common 
stock amounting to $788,202 were paid 
during 1950, at the rate of 40 cents for 
each quarter. 

Mr. Platts also reported that Pianet 
Insurance Co., wholly owned fire and 
marine affiliate of Standard, wrote net 
premiums of $2,228,675, and its Cana- 
dian affiliate, the Pilot Insurance Co. of 
Toronto, wrote premiums of $1,895,769. 

Mr. Platts reported that the stock- 
holders confirmed the action of the 
board of directors in determining to 
make available the sum of $2,000,000 for 
further investment in the surplus ac- 
count of Planet in such amounts and at 
such times as the Standard’s board shall 
direct. At the Standard’s board of di- 
rectors’ meeting following the annual 
stockholders’ meeting, $1,000,000 of this 
sum was authorized to be immediately 
paid in to the surplus of the Planet. 
Since the Planet’s surplus to policyhold- 
ers was $1,828,833 at December 31, 1950, 
this additional amount will greatly en- 
hance its capital structure. 


ENGINEERS ARE APPOINTED 

Appointments for three engineering 
department members of the American 
Mutual Liability Insurance Co. are an- 
nounced by Arthur S. Johnson, vice 
president and manager of the engineer- 
ing department. Olaf T. Sundlie, west- 
ern division engineering manager, will 
take over those same duties in their 
eastern division office in White Plains, 
N. Y., February 1. Leslie M. Baker, as- 
sistant western division engineering 
manager, will succeed Mr. Sundlie. Ian 
M. Davidson, formerly assistant en- 
@neering manager of the southern divi- 
sion in Atlanta, Ga. is now manager. 





Manufacturers Companies 


Elect McCagg to Board 


John L. Mylod, chairman of the board, 
has announced the election of George 
W. McCagg to the board of directors 
of Manufacturers Casualty Insurance Co. 
and Manufacturers Fire Insurance Co. 
The election took place at a meeting 
of the board of directors in Philadelphia 
recently. 

Mr. McCagg was recently appointed 
vice president and general manager of 
both companies. Before going with the 
Manufacturers, he was vice president of 
the casualty companies of the Royal- 
Liverpool Group. 





Calls on Companies for 
Health Insurance Data 


The insurance department of the 
Chamber of Commerce of the United 
States has called upon more than 500 
insurance companies and fraternal so- 
cieties to provide statistics for its an- 
nual survey of voluntary health insur- 
ance in the United States. 

The department says that previous 
surveys pointed out a very high per- 
centage of American families are pro- 
tected by voluntary health insurance 
and that these findings supply a strong 
argument against socialized medicine. 


AETNA COS. MAKE PROMOTIONS 





Rust Made Asst. Mgr. in Engineering 
and Inspection Dept.; Northrop 
Supervising Marine Engineer 
Two promotions in the engineering and 
inspection department of the Aetna Life 
Affiliated Cos. are announced by Don- 

ald G. Vaughan, manager. 

Charles S. Rust, field supervisor since 
1948, was appointed assistant manager 
of the’ department, and Willard H. 
Northrop, a safety engineer for the past 
14 years, was advanced to supervising 
marine engineer. 

In his new position, Mr. Rust will 
assist in the general administration of 
the department, giving special attention 
to engineering field activities and inten- 
sifying engineering service. A graduate 
of Yale University, he has been with the 
department for 10 years and before com- 
ing to the home office was supervising 
engineer in the Chicago area. 

graduate of Northeastern Univer- 
sity, Mr. Northrop succeeds Charles F. 
Pierce, who has retired. He will be in 
charge of electrical, engine breakage and 
marine surveys. 


BASSMAN JOINS STANDARD 

F. M. Bassman has been appointed 
payroll auditor for the Chicago branch 
of the Standard Accident Insurance Co. 
He was formerly with the Hartford Ac- 
cident & Indemnity Co. at Chicago. 
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SALES IDEA 
(oy mat eed 


Are you overlooking the sales possibilities of farm liabil- 
ity insurance? You shouldn’t! 








Farm business is good business. Farm incomes are at 
a high level, and the field for the sale of insurance is 


wide open. 


Don’t wait until spring plowing begins. Now—while the 
farmer has time to listen to your sales story—is the 
opportune period to harvest this business. 

Concentrate on the Farmers’ Comprehensive Personal 
Liability Policy. This policy has immediate sales appeal 
because it is designed especially to meet farm needs and 


because the coverage is so broad and the cost so reason- 


able. Your Zurich-American 


field man will be glad to 


help you plan a campaign to get the farm business in 


your area. 


AU RICH- AMERICA 


INSURANCE 


COMPANIES 





Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
HEAD OFFICE 135 S. LA SALLE ST. CHICAGO 3, ILLINOIS 
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Day Acts to Increase 
Revenue in Illinois 


NEW REGULATIONS ISSUED 





Companies’ Fees for Examiners Raised 
From $15 to $25 per Day; Division 
Set Up to Plug Tax Loopholes 





New regulations adopted by the State 
Department of Insurance will produce 
approximately $110,000 annually in addi- 
tional state revenue, Director J]. Edward 
Day of Illinois announces. ; 

Much of the increase will. be derived 
from an order raising from $15 to $25 
per day the amount charged insurance 
companies for the services of state ex- 
aminers who, under the law, are required 
to survey the operations and solvency 
of all companies, Mr. Day said. The 
old rate had been in effect since 1933. 

Another substantial portion of the in- 
crease will result from a recent ruling 
that casualty companies writing fire in- 
surance coverages must pay the %4% fire 
marshal tax. 

The Department has also just announced 
that assessment life insurance companies 
will be charged the statutory fee of 
three cents per thousand dollars of in- 
surance for valuation of reserves. In 
the past this charge has been imposed 
only on legal reserve life companies. 

The Department’s taxation work has 
recently been integrated into a newly 
formed combined division with James U. 
Cullen as supervisor. Director Day has 
instructed this division to investigate all 
possible loopholes in the Department’s 
tax collections. One possibility now be- 
ing explored is taxation of premiums 
collected on policies originally issued by 
out of state fraternal insurance societies 
which have since been converted to mu- 
tual legal reserve companies. Fraternal 
societies are exempt from tax. 

The Department collects approximate- 
ly 16 million dollars per year in fees 
and taxes, mainly from foreign insurance 
companies and none from general tax- 
payers. Collections of premium taxes 
from foreign companies increased $720,- 
000 in the last year. All of these collec- 
tions go into the general revenue fund. 
The Department spends only about 5% 
of the amount it collects. 


BUFFALO, AGENCY HONORED 





Standard Presents Plaque to Armstrong- 
Roth-Cady; Roth at 93 Is Conducting 
Business as Usual 

Officials of the Armstrong-Roth-Cady 
Co., Inc., of Buffalo, supervising gen- 
eral agents for Standard Accident In- 
surance Co., Detroit, were presented with 
a bronze plaque at a special luncheon 
in the Buffalo Athletic Club recently. 
The plaque commemorated 65 years of 
service as representatives of the Stand- 
ard Accident Insurance Company. 

Making the presentation on behalf of 
Standard Accident were: E. A. Warnica, 
vice president; Hal A. White, executive 
secretary; and Gilbert S. Hildebrandt, 
manager of the Buffalo branch for 
Standard Accident. Present at the 
luncheon on behalf of the Buffalo agen- 
cy were: Charles M. Epes, president; 
Leonard R. Bissell, vice president; and 
Edward C. Roth, vice president. 

In 1886 the Standard Accident Insur- 
ance Company, then known as Standard 
Life and Accident Insurance Company, 
appointed C. B. Armstrong and Charles 
N. Armstrong, a co-partner, as manag- 
ing agents at Buffalo. As agency con- 
tracts terminated, new names were con- 
solidated and so on until December 23, 
1921, when the Armstrong-Roth-Cady 
Company was incorporated. The firm 
name, as incorporated at that time, has 
been maintained and the organization is 
one of the leading representatives of 
Standard Accident. 

The occasion was enhanced by the 
presence of Mr. Roth, who though 93 
years of age is still conducting busi- 
ness as usual. Mr. Roth was president 
of the National Association of Insurance 
for two terms—1915 - 1917. 
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F. & D. MICHIGAN CHANGES 
Keith Manager at Detroit, Russell and 
Strobridge Assistant Managers; Mc- 

Crehan Heads Grand Rapids Office 

The following promotions and changes 
in the Detroit office of the Fidelity & 
Deposit Co. of Maryland and its affili- 
ate, the American Bonding Co. of Balti- 
more are announced: 

C. A. Keith has been advanced from 
assistant manager to manager, and Jo- 
seph C. Russell and William B. Stro- 
bridge have been named assistant mana- 
gers. In addition, Special Agent John E. 
McCrehan, Jr., has been placed in charge 
of the Grand Rapids service office, suc- 
ceeding Mr. Russell. 

Mr. Keith has been continuously as- 
sociated with the F. & D. in Detroit 
since his employment in 1937 as a spe- 
cial agent. He was appointed assistant 
manager of the branch in 1944. 

30th Mr. Russell and Mr. Strobridge 
joined the F. & D. in 1937. Mr. Russell’s 
first assignment was as special agent in 
Philadelphia. He later served in the 
same capacity in Pittsburgh and Detroit 
and in 1948 was placed in charge of the 
company’s service office in Grand 
Rapids. 

Mr. Strobridge started his career with 
the F. & D. as a special agent in Boston. 
He later was placed in charge of the 
company’s service office in Des Moines 
and in October, 1948, was transferred to 
Detroit as special agent. 

The Detroit branch is under the ac- 
tive direction of George L. Bortz, who 
reassumed his former position as resi- 
dent vice president in that city on Janu- 
ary 1, after having been associated for 
the preceding three years with a local 
construction firm. Prior to his resigna- 
tion in 1947, Mr. Bortz had been con- 
tinuously connected with the F. & D. in 
Detroit for 22 years. 


R. J. PRENTISS IS PROMOTED 


Hartford A. & I. Makes Him Associate 
Manager, Southern Department; Will 
Supervise Fidelity and Surety Lines 

The Hartford Accident & Indemnity 
announces the appointment of Robert J. 
Prentiss as associate manager of the 
‘company’s southern department. Mr 
Prentiss will directly supervise the un- 
derwriting, promotion and development 
of fidelity and surety business. 

Mr. Prentiss has been associated with 
the Hartford since 1926 when he became 
special agent for Georgia. Four years 
later he became special agent for North 
Carolina and in 1937 was made fidelity 
and surety field supervisor for the At- 
lanta branch. Immediately prior to his 
present appointment, Mr. Prentiss was 
assistant manager of the southern de- 
partment. 

Mr. Prentiss was born in Abbeville, 
Ga., and attended Emory College. Dur- 
ing World War I he served as a first 
lieutenant in France for the duration of 
the conflict and was discharged with a 
record of distinction. From 1919 to 1926 
when he joined the Hartford, he was 
owner and manager of an insurance 
agency. 

MEREDITH AND WISLAR SPEAK 

The regular monthly meeting of the 
New Jersey Chapter of the Society of 
Chartered Property & Casualty Under- 
writers in Newark, on February 6, was 
addressed by George Meredith, vice 
president and general attorney, and 
George G. Wislar, vice president in 
charge of underwriting, both of the New 
Jersey Manufacturers Casualty Insur- 
ance Co. of Trenton. “The Elements of 
Workmen’s Compensation Rate Making” 
was the subject of the addresses and the 
informal discussion which followed. 


ISSUES AUTO FLEET RULING 


Illinois Insurance Director J. Edward 


Day has issued a ruling declaring that 
all filings for automobile fleet policies 
to the extent that they fail to make 
reasonable provision for common man- 
agement situations are disapproved, ef- 
fective April 1. 


Five Named by Employers’ 
For Trip to Head Office 


Five members of the Employers’ Lia- 
bility Assurance Corp. have been noti- 
fied by Edward A. Larner, United States 
manager and attorney, that they have 
been selected to take corporation-spon- 
sored en to Europe and the head office 
in England later this year. This method 
of rewarding deserving personnel is an 
annual custom dating back to 1930, on 
the occasion of the corporation’s fiftieth 
anniversary. 

Those scheduled to make the trip are: 
Teresa McGoldrick, executive secretary 
to the resident manager of the middle 
department; Eugene R. Walker, super- 
intendent of the home office actuarial and 
statistical department; Thomas A. Reese, 
assistant resident manager of the Pacific 
Coast department; William _H. Bright, 
senior underwriter, New England de- 
partment; and Lawrence I. Templeman, 
manager of the New York agency and 
production department. 


GAGE CHICAGO VISITOR 

Hogg & Gage Associates, Buffalo, 

Y., were recently appointed general 
agents of Continental Casualty’s inter- 
mediate A. & H. division. This agency 
opened up about six months ago and is 
off to a good start. Jeff Gage visited 
Continental’s home office in Chicago 
last week to get acquainted with various 
department heads. 


APPOINTS MIDDLETON IN OHIO 





National Surety Makes Him _ State 
Manager; Littlefield Manager at Co- 
lumbus; Henry Goes to Akron 

National Surety Corp. and National 
Surety Marine Insurance Corp. an- 
nounces the appointment of Frank R. 
Middleton as state manager of Ohio. 
Mr. Middleton joined National Surety’s 
Pittsburgh office in 1924 as special agent 
and became assistant manager. In 1933 
he was appointed manager of National 
Surety’s Columbus service office. Mr. 
Middleton served two terms as presi- 
dent of the Insurance Federation of 
Ohio. He is also a past president of 
the Ohio Association of Casualty & 
Surety Managers and has lectured on in- 
surance subjects at Ohio State Univer- 
sity. His headquarters are in Columbus. 

James H. Littlefield, formerly assis- 
tant manager, has been appointed resi- 
dent manager of the Columbus service 
office. Mr. Littlefield graduated from the 
National Surety training school at the 
home office in New York after having 
served with the U. S. Army Engineer 
—_ during the war. 

Edgar L. Henry, heretofore assistant 
manager at Buffalo, has recently been 
appointed manager of the Akron service 
office of National Surety, replacing John 
kK. Burns who was transferred to Okla- 
homa City as manager. 

In addition to the Columbus and Akron 
offices, Mr. Middleton supervises the 
corporation’s office in Cincinnati which 
is managed by G. D. Draper. 





Non-can. 


on time. 


2. Can't be ridered. 


on date of application. 


any age. 


"door openers." 


details on request. 


H. R. KENDALL, Chairman 








Washington National men tell us our Non-can. Hospital cover- 
age is the answer to all hospital insurance competition. Here 
are some of the reasons it sells: 


1. Assured coverage to age 65 if premiums are paid 


3. Incontestable after two years as to physical condition 


4. No limit on claims in any year for separate disabilities. 
5. Worldwide accident coverage. 

6. Sickness coverage in United States and Canada. 

7. No increase in premiums or reduction in benefits at 


These are only a few of the superiorities of this truly NON- 
CANCELLABLE HOSPITAL policy. 


Of course we write all standard forms of life, accident, 
health, hospital, franchise and group. 


Qualified, persons at liberty to inquire will receive complete 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EXECUTIVE OFFICES — EVANSTON, ILLINOIS 


G. P. KENDALL, Secretary 


Hospital 


It is one of our famous 


R. J. WETTERLUND, President 








Emil L. Hoen Killed in 
Penna. R.R. Train Wreck 


Emil L. Hoen, former vice president 
of the Maryland Casualty who retired 
some years ago from that company, 
was among the insurance men who lost 
their lives in the disastrous Pennsyl- 


vania R.R. train wreck last week at 
Woodbridge, N. J. He was 72 years 
old. 


For the past five years Mr. Hoen has 
operated as a reinsurance broker in the 
office of Samuel Alden Meeks, Inc., 84 
William Street, New York. In this ca- 
pacity Mr. Hoen was one of the negotia- 
tors in recent purchase of the Buffalo 
Insurance Co. by the General of Trieste. 

Mr. Hoen, who lived in Point Pleasant 
and who normally commuted on the Jer- 
sey Central, is survived by his wife, 
Sara; two sons, Robert and James; a 
married daughter, Mrs. Arthur Horton, 
and two grandchildren. 


Ladd Joins Continental 


Casualty at Los Angeles 

Don M. Ladd has been appointed head 
of the fidelity and surety department of 
the Los Angeles office of the Continental 
Casualty Co., according to announcement 
by Resident Vice President Richard 
Smith. He will represent his company, 
along with Vice President Smith, in the 
Surety Underwriters Association of 
Southern California. 

Mr. Ladd has been in the insurance 
business for years, first in the producing 
end, then several years with the Na- 
tional Surety Corp., then for 20 years 
with the Fidelity & Deposit Co. of Mary- 
land, resigning in 1947 as manager of the 
Los Angeles office, to go with the Bon- 
ner-Campbell Co. He resigned from that 
connection to accept his present office. 


Private and Commercial 
Car Rates Reduced in N. J. 


Effective February 19, the National 
Bureau of Casualty Underwriters has 
promulgated revised automobile casualty 
rates for the state of New Jersey, the 
over-all effect of which is a sizable re- 
duction for private passenger and com- 
mercial cars as follows: 

Private Passenger Commercial Cars 
B.I. —6.8% I. —14.9% 
P.D. —5.8% P.D. + 30% 

The National Bureau also advises that 
the 15% rate reduction applicable to 
farmers’ private passenger cars now ap- 
plies in New Jersey and North Carolina. 


Mrs. DeWeese, King Married 


Mrs. Mariorie Dean DeWeese of De- 
troit and Edward King, president of 
Hooper-Holmes Bureau, were married 
February 14 in the First Presbyterian 
Church at New Vernon, N. J. Mrs. 
DeWeese is the widow of the late Lon 
N. DeWeese, former industrial commis- 
sioner of the Pere Marquette Division 
of the Chesapeake & Ohio Railway. Mr. 
King is a director and chairman of the 
library committee of the Insurance So- 
ciety of New York and a governor of 
the Drug & Chemical Club. After a wed- 
ding trip to New York, Miami and White 
Sulphur Springs, Mr. and Mrs. King 
will reside at Colebrook Farm, Morris- 
town, N. J. 


HEAR TALK ON LIE DETECTOR 

Dr. Frederick M. Remer, Greenwich, 
Conn., spoke before the meeting of the 
Surety Claim Men’s Forum of New York, 
February 8, discussing the subject of lie 
detectors, and demonstrating the Keeler 
Polygraph. In addition to the claim 
men present, there were members of the 
Surety Managers Association, Surety 
Underwriters Association and Surety As- 
sociation of America. 


ANNOUNCES TOUR TO MEXICO 

Announcement is made that the con- 
vention committee of the International 
Association of Accident & Health Un- 
derwriters will offer conventioneers a 
tour to Mexico following the Dallas 
meeting June 10-13. 
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“Chicago Chit-Chat” 


Well, here we are, back again in our 
old environment. Had a wonderful trip. 
We like Chicago, but, oh, you Gotham! 

* * * 


While in Chicago, we heard a funny 
one—about a joint called Mable’ s Steak- 
house (a fictitious name, ‘cause we want 
no trouble) which is on Michigan Boule- 
vard and flaunts the photos of such stars 
as Gertrude Lawrence, George S. Kauf- 
man, Jane Wyatt, Frederick March, Sam 
Wanamaker, Leonard Bernstein — ail 
photographs being autographed with 
many comments about the wonderful 
steaks served. Our host, a native of the 
Windy City, called a waiter over and 
asked him how it was that he never 
saw any of these celebrities in the 
place. The waiter shrugged his shoul- 
ders. “What you squawkin’ about, bud,” 
he said, “I been workin’ here for seven 
years, and I ain’t never seen Mable.” 

* * * 


One of Hy Gardner’s readers wrote a 
letter to him recently, according to him, 
and it will interest our hard-working 
linotypers, as well as followers of our 
Nomenclature Department. This gal 
wrote Hy to say that a restaurateur in 
Michigan whose name—believe it aw 
nuts—is George Pappavahodimitrako- 
poulous, has offered a free meal to any 
patron who can pronounce his name. 
Fine ‘business. 

* * * 


Just before we left for Grand Central 
Terminal, we received a note from Har- 
old M. (General Superintendent Acci- 
dent & Health Department, U.S. F. & G.) 
George reading: “Glad to note that V. P. 
Jules (W. L. Perrin & Son, New York) 
Ullman left for Florida. Now, His Rival, 
Harold M. (U.S.F.&G.) George can 
conduct an active personal accident cam- 
paign without interference. Nice to be 
in the Diplomat role these days and hit 
for Florida.” He enclosed a supply of 
application forms, rate cards, and empty 
policy jackets. We'll see what we can do, 
Harold, but keep it a secret, for Jules 
believes he gets all our A. & H. business. 

a 


All the folks we met on the Lake 
Shore Drive fell heartily for the old, 
old, wheeze about the psychiatrist who 
was so busy he hung a sign outside his 
window, reading: “Two couches —no 
Waiting.” 

* * * 


Plus another oldey about the chap who 


had rescued his mother-in-law from 
~~ When his friends started 
lauding him for his heroism, he said, 


“Shucks, kids, I did it mainly because 
baby-sitters are hard to replace.” 


* * * 


We saw an interesting item in one of 
the papers, which read: “Having trouble 
threading a needle, dearie? Dip the end 





Medical Expense Cover 
(Continued from Page 41) 


of these plans or not. But again a begin- 
ning has been made. Perhaps, the an- 
swer to our problems in connection 
with catastrophic medical expense plans 
may lie in the same direction. Ultimately 
physicians may voluntarily establish 
schedules of fees for all kinds of medi- 
cal services and be ready to accept them 
in full payment from substantially all 
persons regardless of income. 

“It is safe to conclude that there 
are still uncharted seas ahead for group 
medical expense insurance. In any event, 
we owe a heavy duty to the citizens of 
this country to pursue the subject close- 
ly and earnestly.” 


of the thread in colorless nail polish, 
wipe off the excess,’ give it a moment 
to dry, and it practically zooms through 
the needle’s eye.” 
eae ae 
Cedric (Minneapolis Star and Tribune) 
Adams got off a cute one, a while back. 


One said to the other, “Gee, Marie, big 
television.” 


oe abet 
We left New York last week on the 
Commodore Vanderbilt. When we en- 
tered the dining car, it was pretty empty. 
We kiddingly asked the waiter how he 
managed to keep yawning. Seriously, he 
said: “Any time ah feels a tendency to 
yawn, ah just takes a few long, deep 
breaths, an’ dat ends de matter. But, 
we'll be busy in no time.” In no time, 
he was. 
* * * 

















Story of a couple of three-year-olds Next week, East Lynn. 
who were taken to see their first movie. —MERVIN L. LANE. 
= Z oS. aa, 
In his attempt to ae - ; 
protect himself from_ — es 
misfortune and the jor “ 
of nature, man has adopted. ; AILING 
many Curia pracices 
HOUSE... 
The popular practice of 7 
nailing up a horseshoe for 0 
good luck can be traced to — 
















two ancient origins. The first 
is the old Roman superstition 
that evil could be avoided by 
driving a nail into the door 
of a building. The other is the 
Greek and Roman belief in 






the magic and even sacred 






powers of the horse. 





Today, man has real protection—modern insurance 


against specific hazards such as burglary, robbery and 


theft. And in most cases, the price for this protection has 


just been reduced. Why not call our agent in your 


community —now? 


AMERICAN SURETY GROUP 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 


100 Broadway, New York 5, N. Y. 


FIDELITY + SURETY + CASUALTY + INLAND MARINE - ACCOUNTANTS LIABILITY 












MAKE MIDYEAR MEETING PLANS 





National Association of Casualty & 
Surety Agents to Meet in Houston 
Jointly With Surety Producers 
The National Association of Casualty 
& Surety Agents has just announced to 
its membership the preliminary plans 
for its midyear meeting at Houston, 
Tex. The meeting will be held at the 
Shamrock Hotel on March 30 and 31. 
This year the midyear meeting will 
be held in conjunction with the annual 
meeting of the National Association of 
Surety Bond Producers. The latter as- 
sociation will meet at the same place 
on the 29th and 30th of March, the two 
associations having a joint ‘dinner on 

the 30th. 


Details of the program will be made 
public as soon as they have been deter- 
mined. ; 

Those members and friends of the 
National Association of Casualty & 
Surety Agents who plan to attend 
should write immediately for reserva- 


tions to T. A. Sieferth. Shamrock Hotel, 
Houston 5, Texas, with a copy to A. D. 
Langham, Cotton Exchange Building, 
Houston 2, Texas, who is chairman of 
the local committee. 
WANGLIE NAMED BY STANDARD 
Oliver Wanglie has been named claim 
representative at the Minneapolis claim 
office of the Standard Accident Insur- 


ance Co. Prior to his present appoint- 
ment, he was a claim adjuster for the 
American Auto Insurance Co. for 12 


years. 


Supplementary Benefits 
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where there is hospitalization for a pe- 
riod of 18 hours or more. 

Saying that this void in coverage re- 
sults in disgruntled and frustrated in- 
sureds and herein lies the problem, Mr. 
Johnson stated that companies generally 
have found it necessary and advisable 
to bridge this gap in order to meet the 
social need, meet competition and satisfy 
a demand by insureds. 

His company, he said, made a study 
of coverages issued by other companies 
and projected the desirable features 
with the result that it produced a good 
out-patient coverage. “The sales depart- 
ment likes it,” he said, “it sells, it pre- 
vents claim «difficulties, it develops a 
good loss ratio. We have had a premium 
increase in the coverage over the past 
year in the amount of about 35%. The 
rider is especially advantageous to us as 
a small risk writing company. The cov- 
erage prevents claim difficulties that re- 
sult from a denial of liability which are 
more prominent in a small risk than in 
a large risk.” 

Benefits Up to Stipulated Amount 


The rider, said Mr. Johnson, provides 
benefits up to a stipulated amount for 
expenses incurred for the three items 
named, which can be incurred anywhere 
and there is no requirements that there 
be any disability as such on the part of 
the insured; the coverage is designed to 
provide for payment of such expense as 
an ambulatory or non-disabled patient 
might incur. 

Mr. Johnson explained some of the 
limitations and exclusions in the rider, 
and said: 

“My company experimented with this 
coverage for over a year. We were so 
well satisfied with the results from a 
standpoint of sales, loss ratio, and ad- 
ministration, that it is now required that 
the coverage be sold when hospital ex- 
pense coverage is sold. Originally, we 
offered it on an optional basis. This re- 
quirement has what might be called a 
further advantageous by-product in that 
it prevents abuses of the hospital ex- 
pense coverage by insureds who would 
incur a hospital room and board charge 
merely to get x-rays or diagnostic 
laboratory examinations paid under the 
hospital expense coverage. The coverage 
is now provided for a premium and the 
strain of a hospital rider is avoided.” 
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Hospital-Surgical Experiences 


(Continued from Page 39) 


stated. “Group surgical schedules did 
not originally include or give any par- 
ticular consideration to blood transfu- 
sions—consequently any charges for 
blood transfusions were paid from the 
miscellaneous expense benefit... . This 
method did not prove too satisfactory 
because this benefit under the old plans 
seldom exceeded five times the daily 
hospital benefit. In cases serious enough 
to require one or more blood transfu- 
sions the condition of the patient was 
generally quite serious. Consequently 
other charges for laboratory tests, drugs, 
medications, etc., usually absorbed rather 
quickly the benefit, leaving little or 
nothing for an item such as blood trans- 
fusions. 

“To overcome this apparent weakness, 
companies began to show blood trans- 
fusions as a separate item in the surgi- 
cal schedule with the thought in mind 
that this would leave the miscellaneous 
expenses benefit to be used for the usual 
hospital charges. It was intended that 
if the licensed doctor who was in charge 
of the case actually did the blood trans- 
fusion and made a charge for doing it, 
his bill could be paid in accordance with 
the blood transfusions allowance in the 
surgical schedule. 

“However, this resulted in a claim 
problem because actually the adminis- 
tering of a blood transfusion is not 
classed as a surgical operation and, 
therefore, the charge never appears on 
a surgeon’s statement or bill. An in- 
terne or a nurse in a hospital can set 
up the equipment. Usually, where pos- 
sible, an interne does the job. So, here 
is the problem of a benefit provided for 
in a surgical schedule which still cannot 
properly be used because the charge is 
still made by the hospital and conse- 
quently still had to be paid for from 
the miscellaneous hospital expense bene- 

” 

Mr. MacDonald then explained that 
in recent months some companies were 
not listing blood transfusions in their 
latest surgical schedules. Instead, they 
were again paying this charge under the 
miscellaneous hospital expense benefit 
only. Possibly this development has re- 
sulted, he said, because of current prac- 
tice of extending the maximum payable 
under the hospital expense benefit to 15 
or 20, 30, 40 and 50 times the daily 
hospital benefit. In such cases the maxi- 
mum payable is usually more than ade- 
quate to take care of all regular mis- 
cellaneous hospital charges apart from 


daily room and board charge, and still 
leave plenty for four or five blood 
transfusions. “At present this would 


seem to be the more logical procedure 
to follow,” said the speaker. 

One of the isolated cases referred to 
when a local hospital council refused to 
approve a hospital admissions plan be- 
cause group insurance contracts by 
providing benefits for blood transfusions 
made it almost impossible for hospitals 
to keep their blood banks supplied. In 
this connection, Mr. McDonald pointed 
to a total of 1,648 blood banks and cen- 
ters located in a total of 951 cities, and 
according to an AMA survey 82% of 
such banks obtain blood directly from 
donors. He continued: 

“If it should develop that in all these 
centers a situation should arise such 
as I have just mentioned we would be 
in a very serious position. But there is 
a New York organization, Knicker- 
bocker Biologicals, Inc., which is li- 
censed to send blood across state lines 
by the U. S. Public Health Service, 
which says it has a solution to this 
problem. They will ship blood to any 
city guarantee its arrival in satisfactory 
condition, and sell the blood at $15 per 
pint. Here is a temporary solution to 
our problem, but I doubt if this source 
of supply would long be adequate if it 
really developed on a nationwide scale.” 

Reflecting the sentiment of the meet- 
ing, Mr. MacDonald did not think that 
this problem was wholly, or nearly so, 
an insurance company’s problem. “The 


contract benefits provide coverage for 


blood transfusions and the coverage 
should continue to be provided for those 
cases where it is absolutely necessary to 
make use of it. However, this does not 
mean that hospitals in making up their 
bills for patients should always include 
a cash charge for blood transfusions. A 
better plan, and James Williams sug- 
gested it the other day, would be for 
the hospitals on their bills to indicate 
‘three blood transfusions—cost: three 
(or four) blood transfusions. In _ this 
way there might be some assurance of 
a replacement supply and the benefit in 
the group policy would still be available 
for those who actually and honestly 
could not replace the blood they had 
used from the blood bank. Most people 
are not going to pay twice, in cold cash 
and replacement blood, and if hospitals 
bill for cost of blood and insurance con- 
tracts pay the charge, then the patient 
feels that this concludes the matter as 
far as he is concerned.” 


Williams on Hospital Admission Plans 


Tracing the progress in two vears’ 
time of hospital admission nlans James 
R. Williams said that such programs 
have been. developed by the Health In- 
surance Council in Milwaukee, St. Louis, 
New York, San Francisco, New Jersey, 
Washington, D. C., Minneapolis and St. 
Paul, and Cleveland. The council has 
also worked with the Alabama Associa- 
tion of A. & H. Underwriters in de- 
veloping a program in Birmingham. An 
estimated 20 million persons live in the 
areas now encompassed. 

“The purpose of these plans,” ex- 
plained Mr. Williams, “is to provide a 
means to identify clearly the amount 
of insurance benefits to which persons 
insured under group hospitalization poli- 
cies are entitled; provide a credit to the 
extent of the benefit allowed under such 
policies by the hospitals; provide direct 
payment to the hospitals of these insur- 
ance benefits, and simplify claim details 
in connection with such policies.” 

The speaker explained that under the 
Chicago type operation the comnanies 
registered their group cases with the 
local hospital council which, in turn, re- 
layed the information on the group cases 
to the hospitals in the particular area. 
No certificate or card is needed as the 
employe merely mentions his place of 


employment to the admissions clerk 
when entering the hospital. This 
system, which operates in New York 


and San Francisco as well as Chicago, 
requires a charge of from $4 and up 
(depending on the locality) to register 
each group case. 

After enumerating the advantages of 
this system Mr. Williams then told 
about the Milwaukee - New Jersey type 
of program in which a standard certifi- 
cate and claim form is used. Among its 
advantages is the fact that the cost of 
installation and upkeep is lower ... the 
company prints the standard admission 
and claim forms and distributes them 
to its group policyholders . .. there is 
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no requirement of registering each 
group case with the hospitals. An easier 
installation and in much less time was 
another advantage cited. 

The speaker observed that in both 
types of admissions plans the ultimate 
success depended upon the intensity of 
the educational efforts made by the 
companies among their group policy- 
holders. 


Results Accomplished 


Pointing to the beneficial results to 
date from these programs Mr. Williams 
mentioned: “The improvement of the 
relationships between hospitals and in- 
surance companies and the standardiza- 
tion of forms brought about by the in- 
stallation of the hospital admission pro- 
grams is most encouraging. In effect, 
the private insurance companies are put 
on an equal basis with other organiza- 
tions offering hospital insurance, par- 
ticularly Blue Cross. Another concrete 
result can be seen in the realization by 
many of the hospitals of the type of 
coverage being offered by insurance 
companies and that in many, many cases, 
we are competing favorably with Blue 
Cross. Thus, a decidedly improved pub- 
lic relations in this area has resulted 
for private insurance. While these plans 
benefit group hospital insurance they 
nevertheless have been of great help in 
educating our public on the value of 
voluntary insurance in general. In 
other words, they are making voluntary 
insurance work much better, smoother 
and at a time when the policyholder 
needs it most.” 

The speaker suggested in closing that 
companies make every effort to keep 
hospital admission plans on a uniform 
basis. Thus, he said it would be much 
appreciated ‘if the H. & A. Conference 
or the Health Insurance Council were 
advised at once if local group men are 
entering discussions with a local hos- 
pital council. “We will render every 
possible assistance, and in this manner 
we can assure the hospitals of 100% co- 
operation by the insurance companies 
which is most important when these pro- 
grams are discussed with them. If you 
will go one step further and let your 
group insurance men know of the ex- 
istence of the Health Insurance Council, 
that will also be helpful to our program. 
Many companies have told their group 
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men not to do anything with these ad- 
missions programs until they have been 
worked out in cooperation with the 
council. This has insured a uniform plan 
in a more orderly fashion of operation 
for all concerned.” 


Medical Care Plans 


(Continued from Page 39) 


the medical profession,” he declared. 

H. C. Pogue, Business Men’s Assur- 
ance vice president, who discussed the 
New Mexico plan, said it is now going 
along fine and with about 40,000 people 
covered. BMA, the first insurance com- 
pany to participate, has had a lot to 
do with the present healthy condition 
of this plan, and full credit was given 
to this company in a recent issue of 
“Medical Economics.” 

In its first three years’ operation the 
medical profession of the state was not 
strong enough to finance a prepayment 
plan which the people demanded. So a 
commercial insurance company was 
called in and in a year’s time, accord- 
ing to the “Medical Economics” article, 
the plan tripled in size, the doctors got 
their full fees and the New Mexico 
plan started to repay the California 
Medical Association (which had given 
initial financial aid) at the rate of $1,000 
a month. 


Horman Talks on Franchise 


At Closing Panel Session 
Saying that franchise insurance as 
pursued for the past or 15 years is 
somewhat outmoded, S. Horman, ex- 
ecutive vice president, Time Insurance 
Co., Milwaukee, spoke on the closing 
panel session of the group meeting of 
the Health & Accident Underwriters 
Conference at Chicago, February 7. 

Individual underwriting, with waivers 
on certain individual policies, or rejec- 
tion of an individual applicant are out 
of the question in most instances, he 
said; furthermore, competition in this 
field is so keen that there are now many 
companies writing groups of three or 
more across the board, without under- 
writing. He said this solv es the problem 
to some extent if the carrier can write 
a sufficient volume to keep ahead of 
the heavy loss ratio. 

His own company, 
has been experimenting with “unit un- 
derwriting,” taking a complete health 
history of all persons to be covered and 
then evaluating the group as a whole be- 
fore accepting or rejecting it. This ap- 
proach to the problem has been “mildly 
satisfactory,” he said. 

Acquisition costs are higher on fran- 
chise than on group, Mr. Horman con- 
tinued, but the closer the underwriting 
and administration of each plan can 
parallel the group, the more satisfac- 
tory will be the results. 

“Since the procedure in handling fran- 
chise business is so comparable to 
group, and so far removed from the 
routine of individual underwriting,” he 
said, “we have found that the most 
satisfactory results are obtained when a 
home office man actually writes the 
business for the agent. It is then prop- 
erly set up and future service is usually 
quite negligible.” 


Mr. Horman said, 
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FAST SERVICE 
on ALL 
SPECIAL RISKS 


“Spec” Risks, the jet-propelled underwriter at left, 
personifies Continental’s Special Risks Division . 
one of our many specialized accident-sickness and 
hospitalization “Department Store” facilities. “Spec” 
Risks and his associates can’t guarantee supersonic 
service in every case, but they do promise to quote 
rates and bind coverage fast . . . on almost any risk 

. including many you wouldn’t have believed in- 
surable anywhere! 


NEVER SAY “NO”! 


to inquiries about ANY accident or sickness coverage. 


ASK CONTINENTAL FIRST! Whether for one individual or a group of any size... U. S. 
or worldwide . . . one day or a lifetime .. . unusual, usual or “never before” . . . chances are 
that Continental now writes it—or will write it. Here are a few typical examples, clipped from 
“Spec” Risks’ catalog of Continental coverages ... 


“Jumbo” risks we write each day And a Continental agent is We cover forty thousand students, 
And never bat an eye— Regarded with affection Insure their aches and ills. 

For accident insurance quotes By the clients he’s got covered One subject that they’re sure of is 
Our limit is the sky! With Group Mortgagor’s protection. They won't “flunk” their doctor bills. 


We've got tailor-made athletic plans We write Scout troops & camper groups, We'll quote on divers, racing drivers, 
For any sport or team— And though we cannot nurse them, Jockeys, fighters, too, 

At blocking bills for injuries When they get sick or injured, Parachutists, one-armed flutists— 
We're really on the beam. We are glad to reimburse them. Now ... what can we do for YOU! 
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5 ee Y, now as always, it is our constant goal to originate and develop 
the best in standard protection plans, as well as to provide the one major American 


source for placement of any A&H coverage. 
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